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“makes copies in 


4 seconds” 








The “Thermo-Fax” Copying Machine 


...i1t’s the fastest way to copy-—try it! 


The easy-to-use ‘‘Thermo-Fax’’ Copying communications, on any forms you now 


Machine is the only All-Electric, dry 
process copy maker. You make copies 1n 
4 seconds by electricity alone. You elim- 
inate chemicals, negatives. You get your 
copies for as little as 5¢ each. Try it. 
Use it on your own everyday business 


must retype or duplicate. You'll see how 
the clean, modern simplicity of dry proc- 
ess copying can save you time and money 
over any other copy method. For your 
demonstration, call your nearby dealer. 
Or for details, send the coupon below. 


IN rs | SECONDS 


--MINNESOTA MINING AND MANUFACTURING COMPANY— where RESEARCH is the key to tomorrow 


Minnesota Mining & Manufacturing Co., Dept. 


Send me a copy 


"eseanc™ 


COMPANY 


HQ-38 


St. Paul 6, Minnesota 


~ ADDRESS 


Cty 


of your informative new book, “Better Business Communications,” and full details on clean, dry process copying efficiency. 


“ZONE STATE 


The terms ‘‘Thermo-Fax”’ and ‘Secretary’ are trademarks of Minnesota Mining & Mfg. Co. 
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FOR DOWN-TO-EARTH COMFORT 
FIVE MILES UP... 













SPECIFIES URETHANE 
FOAM CUSHIONING 





Passenger comfort is a highly competitive product in the airline industry, 
which is one of the reasons why such strict and careful testing precedes 
the selection of seating design and cushioning materials by major airlines. 
It is also why the Siesta Sleeper seats of TWA’s sleek, new Jetstream* 
liners are all full-cushioned with soft, luxurious, easily-cleanable and 
fire-resistant urethane foam. 


Many of the world’s leading upholstered furniture and seating designers 
endorse urethane foam as the ultimate in luxury cushioning—the best way 


to combine lounge-chair comfort with design and fabricating economies. 


If comfort is one of the “products” you sell or buy, get acquainted with 
urethane foam and discover what you ve been missing! For further 
information and sources of supply for urethane foams. write 


Mobay Chemical Company, Dept. DR-1, Pittsburgh 34, Pa. 


* JETSTREAM is a service mark owned by TWA exclusively 


Mobay supplies quality chemicals used in the 
manufacture of urethane foams for industry. 
Urethane foam for this product supplied by 
American Latex Products Corporation. 








First in Urethane Chemistry 
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STAND 


® It Walter Reuther would like to 
put his “share the prohit but not the 
risk” theory to a practical test, he 
could invest his personal funds in a 
small auto agency and try peddling 
cars to his neighbors. When he got 
through paying for the cars, the ren- 
tals the 
stockroom service area. 


or taxes on showrooms, 
and used car 
lots, the wages of his service. staff. 
the ot 


men. then he could hand over 25 per 


and commissions his sales- 
cent of the profits to his employees 
who didnt take the risk. He could 
also rebate another 25 per cent to 


his customers—who might have al- 
ready asked for it as a price cut. 

Mr. Reuther is eager, he tells us. 
to build up the purchasing power of 
the American public. He can _ best 
serve this end by working with man- 
agement to match the productivity 
of the crattsman to the technology 
of the engineer. For what happens 
in the auto industry affects the pay 
envelopes of millions of raw mate- 
rials producers and = processors in 
mines and foundries, at oil-well 
pumps and refineries, on farms, and 
in the torests. 

Reuther is the shrewd leader of a 
powerful union which can outvote 
management LOO to 1, even if we in- 
clude stockholders. Our complaint 
against him is the bizarre quality of 
his logic, not his personal devotion 
to the welfare of his auto workers. 
We salute his courage and condemn 
his ideas. 

On the subject of “Whats Ahead 
in Labor Legislation? in this issue, 
Horace Sheldon discusses the results 
of the McClellan Committee investi- 
gation and the unsavory details of 
union racketeering—much otf which 
the public saw on TV. But we should 
recall the axiom about people who 
live in glass houses, for it is obvious 
that the labor racketeer can't get far 
without the occasional connivance or 
cowardice of management. 


® European business men ‘visiting 
the United States are puzzled by the 
seemingly contradictory way in 
which American business men com- 
pete and cooperate with equal vigor. 
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T COMPLETE. PRIVACY 


eee 


...only Executone 
combines 


IN THE WORLD'S MOST ADVANCED INTERCOM SYSTEM! 


Roving employees are located 











busy. 
quicker. You give instructions, get in- 


® For the first time in any intercom svs- 
tem vou can answer calls from across 
formation without delay. vet vou have 


the room—and at the same time enjoy 


positive assurance that no one can “privacy protection at all times. Work 
eavesdrop on conversations in your flows smoothly. Every hour becomes 
othee. Executone’s exclusive “CHIME- more productive! Executone soon pays 
Matic’ ®& signalling announces every for itself in many ways. Ask for full 


call with chime and signal light—warns details. No obligation. 


that your circuit is open.* 


SAVE TIME—get more work done! 


Thanks to Executone’s Remote Reply,” 
employees can now answer calls with- 











out interrupting their work. You get 
instant response without loss of work- 
ing time. You eliminate waiting and 


costly “call backs” when phones are 


®U.S. Pat. No. 2, 


$4,966 





a 
_ ee en en ve ee Oe ee roe en "7 
| EXECUTONE, INC., Dept. H-2° 415 Lexington Ave., New York 17, N. Y. Sine 

i 
| Without obligation, please send me Nome _ 
| full data on Executone Intercom. a 
| | am particularly interested in: a 
= — ; j 
| 1 INTER-OFFICE COMMUNICATION _— 

INTRA-PLANT COMMUNICATION Firs PARSE 

| } SWITCHBOARD RELIEF | 
| LOCATING PERSONNE] Address cceece ceccccccnseecooccecoeseeceseeceseocecoecececses ( See ae 
ee 
In Canada—331 Bartlett tve.. Toronto 5 








Dealing with a good small manufacturer 
offers you extra advantages... 
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Uptegraff transformers 
.. all classes of service... 
up to 10,000 kva 


, 


Compared to the electrical ‘‘giants,’’ Uptegraff is a 
small company. We make only one line of products 
—transformers up to 10,000 kva. But we have the 
experience, equipment and engineering skill to make 
them exceptionally well. 

The extra advantages we offer you are due to our 
flexibility. If your application calls for a _ special 
arrangement of components or auxiliaries, the chances 
are we can work out a suitable design using standard 
units. If you need your transformer in a hurry, we 
give your order special priority. If a special unit is 
required, we design and build one to meet your 
exact specifications. And whether your order is for 
a standard or a special transformer, it gets prompt 
and efficient personal attention. 

Many industrial and utility executives have found 
these extra advantages quite important! 


LIGHTING 








DISTRIBUTION 





NETWORK 


Write for descriptive literature today 


R-E- Uptegraff Manufacturing Co. 


Scottdale, Pennsylvania 
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Representatives in Principal Cities 



















































This is effectively demonstrated by 
the trade association, where member 
companies stop scrambling for  or- 
ders long enough to share experi- 
ences for the common good. The 
early trade associations, which were 
often accused of seeking unfair com- 
petitive advantage, became identi- 
fied with the lobby and other eco- 
nomic pressure groups attempting to 
influence legislation. But legislators 
have learned that todav the Wash- 
ington othces of trade. associations 
are helpful and reliable sources ol 
information on technological and so- 
cial subjects. Al Larke, in “How To 
day's Trade Associations Aid Indus 
try, piles up an impressive array of 
evidence on behalf of the trade asso 
ciation whose. staff has kept pace 
with the complexities of the market 
place. Trade association activities 





now number SO or more. These serv 
ices are venume time- and MOney- 
savers for business men. Incidentally. 
Larke clarifies the distinction be- 
tween the functions of the trade asso 
ciations and those of the general 
business associations. The trade 
groups stick close to the problems of 
a single industry or service. 


@® Whenever a group of Congress- 
men hie off to Scandinavia or Af- 
ghanistan on a junket, unfriendly 
newspapers are likely to shed croco- 
dile tears tor the taxpaver. But actu- 
ally Congress needs to have more, 
not tewer, of its members circulat- 


ing abroad. In this way, our legisla- 





tors acquire a greater understand- 
ing of the problems of world man- 
agement. We cannot accept penny- 


wise criticism when billions of dol 
lars and millions of lives are at stake. 
America needs the cood will ot 


the lawmakers and policymakers of 


lcurope and Asia. One wav to 
achieve it is through trade, tor the 
dollar is the bulwark of confidence. 
not only along the edges of the Lron 


Curtain. but in every marketplace 
of the world. A tree-trading program 
is difficult in a world of commercial 
inequities and varying levels of liv- 
ing, but there is no better path to 
peace than the highways of com- 
merce. Some trade barriers may be 
necessary, but the fewer the better 
for world «mity. In a practical ap- 
proach to export trade, A. O. Stan- 
ley discusses “Getting the Cash from 
Your Overseas Sales” and how to 
| make friends as well as profits in 
foreign markets. —A. M. S. 
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A OOF ERAS BBE GOI 


When your heavy machinery goes overseas 
talk to the people at Chase Manhattan 


Use a world-wide network of bankers-at-the-spot to help solve your import-export problems. 


When you take your international trade 
problems to the people at The Chase 
Manhattan Bank, the services of a world- 
wide network of 51,000 correspondent 
banks and branches are immediately at your 
disposal. 

Whatever, or wherever your problem, 
you get the overseas help you need from the 
banker-at-the-spot . . . the man who has an 
intimate knowledge of local trade conditions 
and knows how to make them work for you. 

This 1s possible because Chase Manhat- 
tan has a close personal relationship with its 
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foreign correspondents. Chase Manhattan 
and its stateside correspondents handle the 
U.S. problems of the Bank’s overseas corre- 
spondents. They, in turn, get things done 
for Chase Manhattan in their own countries. 
Such reciprocity enables you to get more 
efficient banking service in the markets of 
the world. 


Here at home, experienced men in the 
International Department sit down and talk 
things out with you personally. They work 
with you on a basis of individual analysis 
and imaginative planning. And knowing the 





right men in the right places, they can 
quickly contact the banker-at-the-spot who 
can best help you. 

If you have import or export problems 
phone HAnover 2-6000 or write to Inter- 
national Department, The Chase Manhat- 
tan Bank, 18 Pine Street, New York 15. 


THE 
CHASE 
MANHATTAN 
BANK 


( MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION ) 
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See eat? 


All-weather BAKELITE 
Brand vinyl! outer 
coating, plus inner 
core of BAKELITE 
Brand polyethylene 
insulation, add extra 
service life and effi- 
ciency for the cables 
of America. 


id 





Moided terminal 
block of BAKELITE 
Brand phenolic resin 
makes complicated 
distribution panel 
hookups simple, safe 
and certain. 
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BAKELITE Brand epoxy resins are used 
to encapsulate coils and other electrical 
components. They insulate and safe- 
guard not only mammoth power gener- 


ELECTRICITY — the modern genie of Aladdin’s 
lamp — powers the nation’s every industry, as well 

as every plant, shop, office and home. Each day, Lh hh edad ee ee eee cae 
BAKELITE Brand Plastics make possible new uses temperature change and corrosion. 
for the power of electricity — solve problems long 
thought impossible — 





And with this progress of power, BAKELITE Brand 
Plastics often furnish the vital link between theory 
and fulfillment because — 


those who make and use power have come 
to rely on our extensive range of Plastics 
and Resins as a source of materials which 
fulfill their most exacting needs. 


Besides helping to generate, transmit, distribute 
and utilize electricity — BAKELITE Brand Plastics 
find many other uses in many forms in every indus- 
try... because they do more...more economically. 


Whether your problems concern a molded safety 
switch, extruded wire and cable insulation, encap- 
sulated electronic devices, printed circuits or any 
one of many hundreds of products, BAKELITE Brand 
Plastics may well prove to be your greatest single 
source of improved products and greater profits 
today — and in the years ahead. Inquiries on any 
application are always welcomed...just write , 
Bakelite Company, Dept. D-13 today. aida. 





Electronic computers 


with printed circuits 
of BAKELITE Brand 
phenolics or epoxies 
help balance multi- 
ple electrical loads 
across hundreds of 
miles through cen- 
tral station high- 
boards. 


‘At the end of the line’, 
BAKELITE Brand 
plastics such as this 
impact styrene lou- 
ver and vinyl wire 
insulation, help elec- 
tricity to do so much 
in every plant, office 
and home. 





BAKELITE 


BRAND 


PLASTICS Products. 








BAKELITE COMPANY, Division of Union Carbide Corporat 
The terms BAKELITE and UNIonN Canoe are 





‘Moore forms help us locate freight automatically” 


GIVES NEW YORK CENTRAL’S SHIPPERS QUICK INFORMATION 


CONTROL 


“Wheres mv car? 


Central can find a 


a shippet wants to know. New York 
shippers needle in a 52.000-car haystack 
in minutes with its new electronic Car Reporting System. A 


Sper ially designed network. 


machines. links 67 freight yards with information service 


bureaus at New York. 


Cleveland. [Indianapolis and Detroit. 


A record of every car on every train. its contents and 
destination. is made on punched tapes, moved automatically 
over the svstem-wide network. and printed simultaneously 


in each othce on a ‘consist.’ 


Build control! with 
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John F. Nash, Vice President Operation, New York Central System 


signed Moore 


Automated Data Processing (ADP) 
for the small business, too. And it doesn’t have to be costly. 


It is the roads control in print, 


Speediflo. 


can solve problems 


Whether you want an entire system automated or only a few 
procedures improved, the Moore man can help plan the 
directory - 


control you need. He's listed in the telephone 


call him or write the Moore oflhice nearest you. 


Denton, Tex., 


Mioore Business Forms, Inc... Niagara Falls. N. Y.. 
} mervville 4 Calif. Over 00 OTLCeS and hare fortes across 
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BAKELITE COMPANY, Division of Union Carbic 
The terms BAKELITE and UNION CARBIDE are registered | trade 


WASHINGTON, D.C.-: 
the importance of the 
Frade Act to the 
and the 
tion, the 
out to secure its extension. 


Ree iprocal 
domestic economy, 


critical international situa- 


Administration is going all 
Leaders 
of both parties 1} Congress are also 
supporting the extension. Long re- 
garded as the 


the Re public an Party is provid- 


sponsor of — protec- 
tion, 
ing le adership for the effort to re- 
duce tariffs and promote treer trade. 
Some of the more determined Oppo- 
nents of a liberal foreign trade polic’ V 
are now on the other side of the aisle. 

The President is making personal 
appeals to legislators not to weaken 
the measure with amendments, and 
a GOP stalwart as Senator Ja- 
cob Javits ot New York describes 
the Act as the “best 


measure We Call adopt. 


such 
anti-recession 


Hale 


chairman of the 


Representative Thomas 
| 


Boggs (D., La.) 


Wavs and Means subcommittee on 
foreign policy, wants the Act made 
permanent and threatens to vote 


extension. The 
proposal to extend the Act only up 
to June 30, 1961, lL of to 1963 
as the Administration has requested, 


against a one-veal 
insteac 
has impressive support, based on the 


that the 
an opportunity to 


argument new administra- 


tion should have 
recommend what should be done be- 
vond that date. 

| Sinclair 
agreements, 


Hull had 


as the cor- 


(Commerce Secretary 
Weeks 
which the late 
such difficulty 
nerstone of the nation’s foreign eco- 
nomic policy. He holds that exten- 


Act with broadened au- 


describes the 
Cordell 
in selling, 


sion of the 
thority is imperative in order “to re- 
tariffs and other trade barriers 
adds that 


employ- 


duce 
to assist our exports. | le 
extension will also increase 
ment and promote economic and po- 


1958 
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Because ot 





litical stability. The White House is 
that the 
necessary to mi Lintain our wav of life 


challenge 


thrown down by the Soviet Union. 


emphasizing legislation is 


and to meet the economic 


The present plan is to hold up the 


anti dumping bill until extension of 
the Act is considered. 

The opposition, which is strong. 
wants to make Congress and the Tar- 
arbiters of the taritts. 
\{n investigation of barriers raised by 


American for- 


itt (commission 


other nations against 


and investment 1S also he- 
ing demanded. Much of the 
in behalf of 


textiles. 


eign trade 
opposl- 
interests: 
tools. 
motorcvcles. 


tion Is these 


chemicals. machine 


olass, pottery, bicvcles. 
sugar optic als. ply wood. rubber. al- 
and cutlery. 


loys, cordage. 


‘ 
om ek 


Robert B. An- 
derson’s testimony before. the House 
Ways and Means Committee clearly 
illustrated the 
his fiscal philosophy and that of his 
Ceorge M. 
Anderson does not regard a balanced 
budget as itself 
that the nation must face up to the 
possibility of an unbalanced budget. 


Tre ‘asury Secretary 


differences between 


predecessor, Humphrey. 


an end in and savs 


He even admits that a situation could 
develop where a tax cut would be 
desirable. He 
anti-inflation policies of the past. but 
he sees no need to harp on the dan- 


does not criticize the 


gers of inflation now. 


Few Government documents are 
minutely 


agen The 


rey ieW ed more 


Presidents Economic 
testimony of well- qui alified witnesses 
before the Joint Congressional Eco- 
nomic ettect 


that the President's Report was eco- 


Committee was to the 






e Corporation, - 300 


than the 


of UCC, 


alistic. politically astute. 


nomi ally ré 


and about as good an analysis as 
could be expected under the circum- 
admitted that no 


afford to undermine 


stances. It was 
President could 
Critics who thought the 
Report should have recommended 
steps to be taken to halt the slide-oft 


were opposed with the argument that 


confidence. 


the details of such action can only be 
announced as the situation develops. 

One said the 
could not be accused of crystal VaZ- 
stated that 
the recession will not go far bevond 


witness President 


ing when he his belief 
its modest January dimensions. Most 
witnesses were not so optimistic. 
There agreement that 
the Administration dithicult 
situation. After having to beat all 
the drums to check inflation, it was 
suddenly to check a de- 
\fonetary manipul: ition ented 


was general 


races a 


called on 
cline. 
better in checking a rise than it does 
in halting 
does not help if it is not used. 


a decline. for easv money 


Legislators are always sensitive to 


unemployment, and thev are pre- 
pared to be very generous in voting 


fonds. spending 


I 
(,overnment. 


Reports from the 
agencies of the how- 
ever. point out the difhculties of ex- 


rapidly. \ 


procurement, 


panding employment 
part of 
for example, 
that do not 
ployment per dollar as previous pro- 
activities re- 


largo detense 


has shifted to activities 
generate as much em- 
grams did. Research 
quire relatively little m: anpower. De- 

lavs in road location and acquisition 
of rights-of-way are limiting high- 
wav employment. Other public works 
hold out 
enough to take up the slack. Revival 
of the private sector of the economy 
is essential to full employment. Wit- 


more promise, but not 


nesses asked about employ ment pros- 
pects expect increases in soft goods, 


1] 








A-F Live 
Storage Racks 
———A new 
management 
mothed 
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Send for our booklet, 
‘A-F Live Storage Racks, 
A New Manageme nt Method” 


a ee ee? 


Wenn oe 


Each lane in a live storage rack is a Seaveyer. By gaits, 


it moves stored 


it : . . : 
ene fren the loading side of the mn —* o&» unloading side, 
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A-F ae 


The Alvey-Ferguson Company, Dept. V ]-3, Cincinnati 9, Ohio 
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light manufacturing, and construc- 
tion, but the situation in hard goods, 
which uses a high percentage of 
skilled workers, is doubtful. 
Democratic criticism of the Presi- 
dent's Report runs like this: The Re- 
port skirts the more controversial 
areas. It avoids the word “recession” 
and says the “adjustment” need not 
be long or severe. The President con- 
tinues to shake his finger at manage- 
ment and labor and wants prices and 
wages related to producti ity, but he 
does not suggest how to do it. 


By the time this appears in print 
the drive for tax reduction will be 
shaping up. What happens will, of 
course, depend on the state of busi- 
ness. Signs of an upturn will have to 
be in evidence if a reduction in in- 
come taxes tor those in the lower 
brackets, at least. is to be avoided. 
The President's admission that tax 
reduction might be one of the weap- 
ons he would use to combat depres- 
sion reflects the impression made 
upon him by some of the testimony 
before the Joint Committee. 

The Ways and Means Committee 
seems to think well of Treasury Sec- 
retary Anderson s proposals for bet- 
ter tax treatment of small businesses. 
His specific recommendations were: 

That businesses should have the 
right to utilize, for purchases of used 
property not exceeding $50,000 — in 
any one vear, the formulas for ac- 
ce ‘le rated de ‘prec iation made. avail- 
able to purchase rs of new property 
by the 1954 Internal Revenue code. 

2. That corporations with, say, ten 
or fewer stockholders should have 
the option of figuring their taxes as 
if they were partnerships. 

3. That the taxpaver should be 
permitted to pay the estate tax over 
a period of ten vears when an estate 
consists largely of investments in 
closelv held business concerns. 

That original investors in a 
small business should have the right 
to deduct from their incomes. up to 
a specified maximum, a loss on a 
stock investment in the business. At 
the present time such a deduction is 
subject to the general $1,000 limita- 
tion on net capital losses. 
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American-Mariett 


in 1957... 


Achieved record sales of 
$234 million . . . $32 mil- 
lion more than in 1956. 


Increased net income to 
$17,182,701 ... the largest 
in Company’s history and 
6% above the previous 
fiscal year. 


Earned $2.21 per Common 
Share. exclusive of Class B 
Shares. 


Split common shares on 
3 for 2 basis. Shareowners 
received one additional 
share for each two held. 


Raised Common Share div- 
idend income by 25% 
after stock split. 1957 div- 
idends totalled $6,823,696 
compared with $4,934,502 
for previous year. 


Attained a net worth in 
excess of $100 million. 


Increased working capital 
by $10,791,348 to an all- 
time high of $44,766,863. 


Entered printing ink field 
through acquisition of Sin- 
clair and Valentine Com- 
pany with 48 plants. 


AMERICAN-MARIETTA COMPANY 


101 EAST ONTARIO STREET, CHICAGO ff, ILLINOIS 


Acquired Guardite Com- 
pany ... a leading pro- 
ducer of equipment for en- 
vironmental testing and to- 
bacco processing. 


Expanded facilities and 
markets of Adhesive, Resin 
and Chemical Division 
through purchase of Booty 
Resineers. 


Added 1,500,000 barrels to 
annual cement capacity by 
building of new production 
facilities. 

Increased lime capacity 
and operational efficiency 
at several locations. 


Extended concrete prod- 
ucts operations into areas 
not previously served. 


Shipped a record amount 
of concrete pipe and pre- 
stressed bridge sections 
from enlarged facilities. 


Benefited from improved 
depletion allowance basis 
applying to raw materials 
used in cement production. 


Had an increase in Share- 
owners from 21,467 to 


27,923 





Another Year 
of 
Solid Growth 


Reinvestment of sizeable 
amounts of earned income 
has contributed to 
American-Marietta’s 
progress and has resulted 
in substantial increases 

in dividend income for 
owners of Common 


—10 


Shares. 
EARNINGS 
REINVESTED 
- 5 
DIVIDENDS 
PAID 
| | | ee * es " 
1949 1951 1953 1955 1957 


ANNUAL REPORT 
SENT ON REQUEST 
WITHOUT CHARGE 


Address Department 6 
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Revelations in Progress Through Modern Research 
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* * GET IT FIRST IN CUTLER-HAMMER 


WHAT'S NEW IN MOTOR CONTROL? # 





Star studded with economy features 


Cutler-Hammer Three-Star Unitrol 


cumin 7 No industrial today can afford.to ignore the 
savings Unitrol now offers in. the installa- 
tion and use of motor control : 


Cutler-Hammer Unitrol cuts costs from the moment 
it is delivered. It can save days, often weeks, in the 
time required for the installation of motor control. The 
high cost of mounting and wiring individual starters 
is eliminated. Earlier use of the production facilities 
brings a speedier return on the investment. Unitrol 
often effects vita! savings in floor space, sometimes 
avoids the need for costly plant construction. 

In performance, nothing can compare with the 
Unitrol. Feature after feature of the astounding 
Three-Star Control saves time and expense. Superlife 
vertical contacts never require maintenance care in all 
a a 2S 4 4 normal use. Adjustable Ove rload relay coils let motors 
wo Ry if dl : eee work harder safely, save the expense of both damaged 
motors and needless production interruptions. Full 
three-phase protection such as able engineers now 
demand is offered by three-coil overload relays. 

Compare Unitrol with any other control centers 
and see the difference. See how sizes and types ol 
control units can be interchanged in Unitrol without 
rearrangement of the entire assembly or the waste ol 
space with dead panels. Saves time, saves space, 
saves money. Compare and you foo will insist: on 
Cutler-Hammer Three-Star Unitrol. Write or wire 
now for full information. CUTLER-HAMMER Ine., 
1436 St. Paul Avenue, Milwaukee 1, Wisconsin. 
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Standardized Modular Construction OO) 


All control units are 20” wide and in === 
multiples of 14” in height. This permits 
easy interchange of various sizes and 
types of control units without rearrange- 
ment of the entire control assembly and 
avoids wasting space with dead panels 
toadapt non-uniform control units. This 
standardized modular construction also 
insures good appearance at all times 
because horizontal lines match. 








CUTLER-HAMMER 
5 5 Ae 5 ln <A 


UNI TROL 








——, 


Components front of panel mounted 








Unitrol plug-in feature disconnects con- 
trol from power when unit is moved to 
test position, reconnects without mis- 
alignment when unit returns to operat- 
ing position. Control panel is always 
vertical. Plug-in design permits back- 
to-back assemblies without staggering 
control units. Units are removed by 
merely disconnecting load and control 
wiring at terminal boards. This wiring 
is cabled, marked and color coded. 


Unitrol provides either circuit breakers 
or fused disconnect switches of ad- 
vanced design. Both have three-posi- 
tion self-aligning operators arranged 
for padlocking with as many as three 
locks in the ‘‘off’’ position. Recessed 
pushbuttons and concealed door hinges 
are typical features that add to safety 
and fine appearance. 


The name UNITROL its a 
Cutler-Hammer trade mark 


without stacking. No crowding, no 
power connections near panel fasten- 
ers. Many Three-Star Control exclu- 
sives. Superlife vertical contacts never 
require maintenance expense in all nor- 
mal control uses. Adjustable overload 
relay ccils let motors work harder with 
safety. Full Three-Phase Protection 
with 3-Coil overload relays on standard 
size starter panels. 
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fier 


Warnings and advice from three industrial leaders and a 


scientist on problems that face American business today 


® Planning Beyond Customer Needs 


® Tax Problems and Executive Salaries 


® Barriers to Private Investment Abroad 


® Too Much Teamwork in Scientific Research? 


CUSTOMER FOCUS — 
FUZZY OR SHARP? 


FRED C. FOY, president, Koppers 
before the Associa- 
Advertisers. 


Company, Ine 
tion of National 


| believe whole- 
heartedly in the 
principle that all 


business 
customer - oriented. 
But if this concept 
were taken too lit- 
erally. 





Wwe \\ ould 


manage our com- 
panies entirely on the basis of some 
sort of hi-fi plavback that would re- 
ect the needs and wants of custom- 
ers. That's all right. except for one 
thing—the customer doesn't always 
know what he wants. | 
| dont recall anv Coxev’s army of 
housewives beating on the doors of 
Procter & Gamble and demanding 
who asked 


great 


S\ nthetic detergents. Anc 
for plastics, on which a 
industry 


hew 
has been based? 


We shouldn't become so enamored 
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with any seemingly pat formula that 
we overlook the tremendous oppor- 
tunities that always have existed, and 
will continue to exist, for those with 
daring, imagination, and the courage 
to anticipate what the customer 
wants and needs. 


INCOME TAXES AND 


EXECUTIVE SALARIES | 


1. MELVILLE STEIN, president, Leeds 
& Northrup Company, before the 
Junior Chambers of Commerce. of 


Lansdale. Ambler. and North Wales- 
Gyn dd, Pa. 


We have a gradu- 
ated tax, 
the graduations 
having been set up 


Lncome 


some years ago, 
presumably on the 
basis of “ability to 
pav = and under 
“emergency —con- 
ditions. | expect it would be fair 
to say that there was no really sci- 


entific approach to the “ability-to- 


| OUTPERFORMS | 
and Out Values © 
_ all lift trucks | 
 fnitsclass | 


Regardless of Price! 








PRICE 


$39750 


“WE INVITE 
COMPARISON” 


1500 Ibs 


LOAD 
CAPACITY 


2 - 
~ 


ENGINEERED YEARS AHEAD 


e Complete bearing control throughout 





e Synchronized |2-volt heavy duty system 
e Feather-controlied stops 


e Equipped with automatic charger and heavy duty 
industrial battery 





e Self-aligning dual floor brakes 


OPERATES IN 28° AISLES 


APPLICATIONS 


e Hydraulic loading, unloading, stacking, moving, 
any type of moterial...in large or small plants. 


MORE THAN 40 BIG JOE MODELS 
e Range up to 2000 Ibs. capacity 
e Lifting heights to 130° 

NEW 24-PAGE CATALOG 


In-Between Handling is our business! 
Write for our new 24-page catalog 


THROUGHOUT THE WORLD 


Export Division: 400 West Madison St., Chicago 


MANUFACTURING CO. 
Ralph Hines Road 


Wisconsin Dells, Wisc. 











| Hydraulic Lift TRUCKS 
_ 
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Nothing like this 
modern motor carrier 
for flexible routing— 
dependable, trouble-free 


shipping. 
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Nothing like the 
ready fleet and 











freight-handling 
facilities... 


the record of safe, 
on-time deliveries 
provided shippers by 
Eastern Express, Inc. 





Nothing like 

Eastern Express, Inc. 
for moving your 
products direct to 





their destination... 

at the lowest cost 

per mile...with the 

latest in carrier go-how*. 








teres whal’s behind Eastern Exp ress, Ine. go-how 


It begins with a policy of thorough pre-departure 
planning, « ustom-tailored to your needs. It’s backed 
up by driver training and claim prevention programs, 
And the latest in diesel power equipment, radio dis- 
pat hing and betw een-terminal teletype service. 
The result: extra-efhcient coordination of traffic 
and operations. Put this carrier ‘oo-how”’ to work 


for you. Rely on Eastern Express, Inc. 








“EXPRESS, INC. 


General Offices:128 Cherry Street, Terre Haute, Indiana 


Connecting the Midwest with the Eastern Seaboard: Akron ® Baltimore ° Bethlehem 
Bridgeport * Chicago * Cincinnati * Cleveland * Columbus * Dayton 
Evansville * Fort Wayne ® Harrisburg * Indianapolis * Jersey City 
Metuchen ® Philadelphia * Pittsburgh * St. Louis * Trenton * Zanesville 





pay feature and_ that expediency 
entered the picture to a very large 
degree, but let us assume that a 
reasonably good job was done un- 
der the circumstances. Under the 
graduated income tax as estab- 
lished, a $5,000-a-vear man was re- 
quired to pav a certain proportion 
of his income as Federal income 
tax. If, because of inflation. his pay 
is now $10,000 and the cost. of 
everything he has to buy. on the 
average, has doubled. he would 
have presently just the same “real 
wages or purchasing power before 
faxes that he had before. But he is 
now taced with income taxes that 
were considered to be right not for 
a person with real wages of $5,000 
but for a person with real wages of 
$10,000. In other words. if the abil 
Itv-to-pay basis were correct when 
the graduated tax was set up. it 1s 
Obviously clearly out of line now. 
When we look ahead, we seem to be 
in for a continuation of inflation with 
little prospect of a real resetting of 
the graduated feature of the Federal 
mcome tax. 


HOW TO ENCOURAGE 
INVESTMENT ABROAD 


JAMES A. FARLEY, chiairman of the 
hoard, Coca-Cola hexport Corp.. he- 
fore the National Foreign Trade 
Convention. 


We ol all people 
should recognize 
that private tree 
competitive capital 


§ 
; 


| , a can do most jobs 11} 
eee foreign lands more 


ettectively. more 





quickly, and more 
efficiently than 
would otherwise be the case. Some 
of the points requiring action by 
our Government through corrective 
legislation or through treaties are: 

First, foreign operations of Amer- 
ican interests should be exempted 
from the laws of our country except 
as their products produced abroad 
are returned to commerce within 
the United States. 

Second, our taxation of foreign- 
source income badly needs over- 
hauling. In no case should a U.S. 
taxpaver be called upon to pay any 
U.S. taxes when combined foreign 
taxes equal or exceed the appli- 
cable U.S. rate of tax. We should 
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NO MORE FILING GYMNASTICS 


NEW Mosler Revo-File 
obsoletes all 
drawer filing systems 














A circle of filing speed...that’s Revo-File, the revolutionary rotary [ Revo-FILE DIVISION © THE MOSLER SAFE CO. 
active-card file. One quick spin of the drum gives you the card you're | pepartment DR-358, 320 Fifth Avenue, New York 1, N. Y. 
looking for in 12 seconds. And there’s no more tugging, toting, bend- | et | have 2,500 ds and 
. :, le: a ' entlemen: ave 2, or more cards and— 
ing or pulling. Now clerks work comfortably seated and all finding | dd 
: . . _ ‘ - . . . ' t d . a 
locations are reduced to one—the top of the Revo-File drum. Eco- l [J + or gg poe er [J ee on 
nomical too, compact Revo-File saves 500% in space while you save l Mosler Revo-File. Mosler Revo-File. 
$200 in changeover costs. There’s no hole-punching, no extra work! 
Just take your present cards and drop them into Revo-File. It’s | Name——___——————— 
acne : neat Gaad a — 
revolutionary! Send coupon today. | Position _ eee es ee eS a 
NEW MOSLER REVO-FILE |; “OO 
Address 
the modern rotary card file... | 
another fine product of The Mosler Safe Co. | city Zone____State 
17 
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Pre-lithogra hed Stock 
Forms on NCR Paper 


ready for your 





imprint, 














moa Glan ee oe 


FAST 


DELIVERY 


. NCR (No Carbon Re uired) 
Paper or Carbon Interleaved Sets 


Now you can get business forms and statements in days—not 


weeks! No need to be without business forms as Modern web 








speed. 

















_ LINE-FIND 
STATEMENT 











(NO CARBON 
REQUIRED 
{N.C.R.) 


ALABAMA 
Birmingham: Birmingham 
Salesbook Co. AL 1-7152 
CONNECTICUT 
Glastonbury: New England 
ot Forms ME 3-9449 
New Haven: New England 
Bus. Forms FU 7-6676 
DELAWARE 
Wilmington: Nussbaumer Co. 
OL 5-1297 
FLORIDA 
Jacksonville: Bus. Suppliers 
EV 9-0377 
Orlando: Moore Bros. 3-5794 
Orlando: Robinson Inc. GA 5-2566 
Tallahassee: Robinson Inc. 3-4755 
Tampa: Accurite Bus Forms RE 6-1986 
ILLINOIS 
Chicago: Efficiency Inc. SE 8-1983 
Chicago: Modern Bus. Forms ST 2-7089 
Rock Island: Fidlar & Chambers 8-1753 
Sti ling: Rock River Val. Ptrs. MA 2727 
INDIANA 
Elkhart: Service Press 3-0800 
Evansville: H. E. Arnold HA 3-0222 
Indianapolis: C. H. Arend CL 5-9420 
Indianapolis: Indiana Bus. Forms 
WA 5-9857 
Indianapolis: Norm J. Grauel CL 1-3272 
Marion: Carl H. Bleke, Phone 282 
Michigan City: Bodine Ptng. Co. TR 4-5288 
So. Bend: Superior Bus. For. CE 3-5350 
IOWA 
Davenport: Fidlar & Chambers 3-8094 
KENTUCKY 
Lexington: Transylvania Ptng. Co. 2-7977 
MAINE 
Lewiston: H. N. George Co. 2-6634 
Portland: H. N. George Co. SP 4-968] 


MARYLAND 
SADOLE BACK Baltimore Better Bus. Forms 

SR-2) PL 2-2350 
Baltimore: D. N. Owen & Co. 

SA 7-0077 


Form Distributors: 
Write for new 


FOLD OVER 


{Sm~-1) 


lithograph presses reproduce any copy, photograph or panto- 
graph on NCR or Carbon Interleaved Paper at amazingly high 
Paper delivered direct from mills, streamlined produc- 
tion, rotary collation, continuous night and day operation 
assures top quality lithographed forms at competitive prices. 
Contact your favorite independent distributor or printer, or con- 
sult one of those distributors listed below, in your area. 


MASSACHUSETTS 
Townsend: New England Bus.Ser. TO 111 
MICHIGAN 
Detroit: G. Norman Brown TR 5-7978 
Detroit: Industrial Printers LI! 3-9594 
Grand Rapids: Superior Bus. Forms 
GL 6-1087 
Kalamazoo: Superior Bus. Forms 
3- 1649 
MINNESOTA 
Duluth: Modern Supply Co RA 7-244] 
Minneapolis: Arnell Bus. For. FR 7-1814 
Moorhead: Steffens Ofc. Equip. 3-1736 
MISSOURI 
St. Louis: Brice Co. CH 1.3435 
NEW JERSEY 
Laurel Springs: Lou Fink & Son 4-0082 
Morristown: Service Bus. Forms 
JE 9-2959 
Trenton: Bill Brown & Co. EX 6-919] 
NEW YORK 
Albany: Cooley Bus. Forms A-89-3137 
Binghamton: Cooley Bus. Forms 4-3690 
Buffalo: Buffalo Bus. Forms MA 0754 
Buffalo: Chas. D. Zacher MOhawk 6425 
N.Y.: Cooley Bus. Forms MU 3-2690 
N.Y.: Ecco Bus. Systems MU 4-0110 
N_Y.: Printed Products Co. BR 9-8057 
Rochester: J. C. Moore Co. BA 5-3760 
Rochester: Cooley Bus. Forms BA 5-9805 
Syracuse: Cooley Bus. Forms GR 5-1606 
NORTH CAROLINA 
Greensboro: E. P. Geoghegan BR 4-2772 
Greensboro: Key Bus. Systems BR 3-2150 
OHIO 
Akron: Stinaffs HE 4-2106 
Cincinnati: Modern Bus. Forms GA1-7111 
Cleveland: Doan Ptng. Co. MA 1-7690 
Cleveland: Kyman Bus. Forms SK 2-2768 
Columbus: Stoneman Press CA 1-431] 
Hamilton: H. Wuebbold Co. TW 3-4747 
Mansfield: D. Barr Assoc. LA 4-4311 
Minster: Post Prtng. Phone 46 
Springfield: Superior Bus. Forms 
FA 2-3035 
PENNSYLVANIA 
Pitt: ‘oe t _—_— men Bus. Forms 
TU 2-45 
Pitts Newt la unting and Bus. Forms 
LO 3-0314 
TENNESSEE 
Memphis: S. C. Toof JA 6-2271 
VIRGINIA 
Arlington: Carl D. Ford JA 7-7294 
Staunton: McPherson Blair Assoc. 6-1856 
WASHINGTON, D.C. 
Murray & Heister NA 8-0987 


illustrated price catalog. 


MOCIOrN 


BUSINESS FORMS MFG. 


333 WEST COURT ST., CINCINNATI, 


co. 


OHIO 








give our taxpayers the right to de- 
fer U.S. taxes until profits are dis- 
tributed to stockholders. 

Foreign taxes in some countries 
and under certain conditions fluc- 
tuate from year to year so that for 
one vear the foreign tax may ex- 
ceed the U.S. tax and for another 
vear be less than the U.S. tax. This 
problem could be remedied by per- 
mitting an unused foreign tax credit 
carry -back and c: ury-forward. 

When fore ign governments waive 
or reduce taxes to attract American 
capital, our laws should be changed 
to reduce taxes here accordingly. 


INDIVIDUAL INVENTORS 
VS. LABORATORY TEAMS 


WILLIAM J. KROLL, consulting metal- 
lurgist and Perkin Medal recipient, 
before the American Section of the 
Society of Chemical Industry. 


I wish to take is- 
sue with those who 
claim that the times 
of sealing-wax-bal- 
Ing-wire science are 
over, having been 
replaced by team- 





work. This is un- 
fortunately a quite 
vyeneral conception even in our uni- 
educational 


versities. Our svstem 


has thrown overboard the pioneer 
and has tried to replace him bv the 
Granted that the 


avoided in devel- 


democratic team. 
latter cannot be 
opment work, is the team justified 
in research? In group work, the 
individual has to conform, and com- 
petition is ruled out since it would 
ruin mutual understanding. 

We must ofter the recalcitrant 
lone-wolf researcher a kind of asv- 
lum, since this useful species is 


High 


taxes and competition by Govern- 


late ‘ly menaced by extinction. 
ment and corporation laboratories 
have made his life quite precarious. 
What he wants is 
Will he find refuge in universities as 


treedom _ first. 


research professor or in corporations 
granting him some freedom for his 
creative projects within budgetary 
limits? Very great discoveries, in my 
opinion, still lie so close to the sur- 
face that they can be unearthed with 
little expense by nonconforming in- 
dividuals with an inquisitive mind. 
with knowledge, and with the holy 


urge to create. 
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J NEW DITTO DUPLICATORS 


MAKE QUICKEST, SHARPEST, LOWEST-COST COPIES 
of anything you write, type, draw or trace ona DITTO Master 
23 X5"to 9”x14"...1to 5 colors at once 


NEW 


DITTO D-31 
Electric 


From speed and precision to economy and widest useful- 
ness, these masterful new duplicators anticipate every 
business need. Any operator turns out 120 bright copies 
a minute, up to 300 copies per master, and on short runs 
the master may be filed and re-used until entire dye de- 
posit is exhausted. @M ‘‘Magic’’ Copy Control meters the 
correct fluid flow for all-over brightness of any size copy 


... Fingertip adjustment registers master-to-copy instantly 








NEW 
DITTO D-3SO 
Hand Operated 


...Copies are delivered face-up, flat and dry. @ If biock- 
outs are used they attach instantly to the slotted drum. 
Stainless steel parts resist wear and corrosion. (Wf Fluid 
level indicator, and copy counter, keep constant auto- 
matic check on operation...and the handsome gray 
and green finish is pleasant to see and work with! 

Use the coupon, get samples of work, see a demonstra- 
tion in your office on your own work. 


low-priced—hand operated 
DITTO D-20 


...and here, reversing the price trend, ts the new precision- 
built DITTO D-20. Priced so low that now every office can have 
one, can fully enjoy the administrative advantages of fine 
DITTO duplication. Makes up to 300 bright copies of anything 
you write, draw, type or trace on a DITTO Master...... on 
card or paper stock 3” x 5” to 9” x 14”...in 1 to 5 colors at 
once...at 120 copies a minute...up to 300 copies per 
master. ‘‘Magic’’ Copy Control meters correct fluid flow for 
all-over brightness of any size copy...wear and corrosion- 
resistant stainless steel parts...quiet, balanced operation. Use 
coupon for work samples, see demonstration in your office. 


DITTO, Inc., 6880 McCormick Rd., Chicago 45, Ill. 


Ditto of Canada, Ltd., Toronto, Ontario 
Ditto (Britain) Ltd., 126/128 New King's Rd., Fulham, London, S.W. 6, England 























DITTO. 


Please send me samples duplicated on the new DITTO () D-30 © D-31 O D-20 
‘ ‘ (1) Arrange demonstration of the machine I've checked above 
———— a={— — - rr aaa a Name, Title 
Sige a Firm 
a — Address 
Your Single Source of Everything in Duplication City Zone State/Prov 
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Are any of your facilities 
overburdened at 





another? 


Pillsbury Mills, Inc. 

are expanding their use of Public Ware- 
houses because ““The development of a 
high degree of specialization in the dis- 


tribution of foods, plus the expansion of 


our product line make it necessary for us 
to decentralize our distributing system. 
We have found Public Warehouses alert 
to these changes in the food industry. 
They have the know-how and facilities to 
serve us economically, and we are looking 
ahead to further expansion in this field.”’ 


Philip Morris, Inc. 

have made Public Warehouses an integral 
part of their program because ‘‘Our 
tobacco products are distributed through 
nearly 50 public merchandise warehouses 
strategically located to serve our markets 
across the country. Through their services 
we can obtain lowest transportation cost 
and maximum control of inventories both 
from the angle of stock rotation for fresh- 
ness and exactness of stock records.” 


J. A. Folger Company 


found that ““Use of Public Warehousing 
facilities greatly minimizes real estate 
investments or commitments to long-term 
leases that may not be useful to the 
manufacturer during the years ahead.”’ 
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space, equipment, labor 
The flexibility of public warehousing is your answer. 
save money and improve your service with less working capital and less capital investment, 
through the use of flexible, efficient, public warehousing. 


For the story of modern methods of distribution . . 
analysis of how Public Warehousing can help you .. . write 


AMERICAN WAREHOUSEMEN’S ASSOCIATION 


FOLLOW 


TEESE 


LEADERS * 


explore the 
benefits of 
PUBLIC 
WAREHOUSING 





partially idle at one time and 
You can 


Mars Incorporated 

has made studies that clearly indicate that 
if direct shipments were relied upon “‘it 
would be impossible to avoid out-of-stock 
conditions on some items within a few 
days. Our sales department welcomes the 
establishment of a warehouse stock In a 
given area, for the immediate availability 
of goods almost always results in an 
appreciable increase in sales volume.’’ 
The Englander Company 

a large user of Public Warehousing says, 
“Our sales peaks occur in spring and fall 
but, in this day and age, costs do not 


‘ permit idle facilities part of the time and 


overtime production at others, nor can 
labor forces be drastically reduced and 
increased at will. Accumulation of stocks 
in Public Warehouses pending the peak 
sales periods enables us to maintain an 
even production level and a stable man- 
power force at our plants.’’ 


Lever Brothers 

uses Public Warehousing and says, 
“Because of the fluctuating nature of our 
business, such transit operations can be 
more economically performed by Public 
W arehousemen, we would find it 
necessary to maintain a much larger 
operating staff to meet our peak volume.”’ 
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MERCHANDISE DIVISION 








Here is how 1,557 representative executives 
feel about their companies’ prospects in the 


B USINESS Ta \ is latest Dun & Bradstreet survey. 
D(2r@ 7 Vile =6SECOND QUARTER 1958 


Mmm Foresee Increase Over Second Quarter of 1957 
GB Foresee Decrease Cj Foresee No Change 









































a © E ss INVENTORIES = EMPLOYMENT 


THE LATEST compilation of busi- | compared with 95 per cent last vear. ing prices, and those anticipating in- 
ness mens opinions by Dun & Brap- The greatest apprehension con- creases in the second quarter of 1958 
STREET, INC., reveals somewhat less cerning net profits in the second were tar less numerous than those of 
optimism than has shown up in other = quarter of 1958 was also found — the same opinion a vear ago. 
such quarterly queries of the past among durable goods manufacturers. Manufacturers of durable goods 
two vears. But the majority of busi- Those anticipating declines slightly were a little less cheery about new 
ness men replying expecte ‘d business exceed those who are looking for- order prospects for the second quar- 
in their own companies in the sec- ward to increases. About half of all ter than producers of nondurables. 
ond quarter of [955 to equal or — interviewed toresee no change A further decline in inventories 
exceed the like period last vear. in profits. This compares favorably seems likely. Those business men 
Lagging industrial production, with opinions expressed by business who are considering reductions 
cuts in capital spending, and higher men about the second hi lf of 1949. somewhat outnumber those expect- 
unemployment during recent months — a period that, like the second quar- ing increases. Although smaller 
have doubtlessly lowered the spirits — ter of 1958, followed several months workforces were foreseen in the sec- 
of many busines ‘ss men somewhat. A of lagging business activity. At that ond quarter by 21 per cent of du- 
vear ago only 5 per cent expected time more than half anticipated rable goods mi ikers, a large mi jority 
their sales to drop in the second — profit reductions. However, in an- — of the total number queried are plan- 
quarter of 1957. Now almost 25 per other comparable postwar period of — ning no lavofts. 
cent anticipate a vear-to-vear de- decreased activity, the second quar- 
cline in the second quarter of this ter of 1954, expectations of lower 
vear. This is especially true among _ profits were expressed by only about 
manufacturers of durable goods. 20 per cent of the executives. 
Only about 70 per cent expect the In the present survey, the major- 
same or higher second-quarter sales, ity expected no change in their sell- 





This is a report prepared in the 
Business Economics Department, 
Dun & Brapstreet, INc., by John 
V. Riday. 








THE SECOND QUARTER OUTLOOK 
A COMPARISON OF 1958 wiTH 1957 
Percentage breakdown of opinions expressed 


-ALL CONCERNS —— MANUFACTURERS -—— WHOLESALERS —— ——— RETAILERS ———X 
lncrenss Unchanged Decrease Increase Unchanged Decrease Increase Unchanged Decrease Increase Unchanged Decrease 


SALAS » sa oe 37 4] 35 24 4] 35 24 36 45 19 
PROPIIS . «.. -@& 49 . 29 46 25 27 S51 22 26 53 21 
gi: eis 72 17 76 7 30 64 6 16 78 
INVENTORIES 61 17 d 20 20 59 21 13 63 
EMPLOYMENT 79 1] 76 13 8 84 8 8 82 

NEW ORDERS _.. a ; 36 44 20 ue vi a ot 
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ANOTHER RYERSON PLUS: 


“We broke the bottleneck on this part 
purchasing called in Ryerson” 


Keeping production schedules run- 
ning smoothly is often as simple as 
eliminating a bottleneck—caused 
by using materials that don’t fully 
meet your particular requirements. 

Time and time again, Ryerson 
Steel specialists are able to recom- 
mend steel that will do a better job. 
Ryerson men can document cases 
where a switch in steels provided 
up to 50°7, faster machining... 


300°, longer tool life... less rejects 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW 
DETROIT * PITTSBURGH * BUFFALO * INDIANAPOLIS 
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Technical Assistance 





in forming... faster, more depend- 
able welding, etc. 


Furthermore, Ryerson service 


gives you complete flexibility of 


steel supply without long-term com- 
mitments. If production calls for a 
sudden change, you can select the 
kind of steel you need from unsur- 
passed Ryerson stocks. You get the 





right steel, in the quantities you 
want, exactly when you want it. 
Ryerson’s size, facilities, staff 
and service attitude assure fast de- 
livery to meet regular schedules or 
to handle special short-run orders. 
This dependable source of certified 
steel is right at your finger tips. 
Just phone your nearby Ryerson 
plant —or check with your Ryerson 
representative for prompt, per- 


sonal service. 


ges RYERSON STEEL 


Crs, 


a7 / 


Member of the QD» Stee! Family 


Principal Products: Carbon, alloy and stainless steel —bars, structurals, plates, 


sheets, tubing — aluminum, industrial plastics, metalworking machinery, etc. 


YORK « BOSTON * WALLINGFORD, CONN. ¢ PHILADELPHIA * CHARLOTTE © CINCINNATI * CLEVELAND 
¢ CHICAGO «+ MILWAUKEE « ST. LOUIS * LOS ANGELES * SAN FRA 


NCISCO « SPOKANE « SEATTLE 











THE TREND OF OU 


Outlook cloudier 


As of mid-February, business was 
more sluggish and the near-term out- 
look tess encouraging than a month 
ago. This is something of a paradox, 
for evidence suggests that  prelimi- 
nary data understated the 
of activity last quarter. Revised fig- 


strength 
ures for the ( ‘hristmas Season indi- 
that. 
retail 


cate despite weakness Wn Car 


sales, trade aS al whole Te- 


hounded almost to the seasonally ad- 


justed high rate reached last luly. 
business fixed investment 
at its peak third- 
quarter level, instead of dropping oft 
slightly Finally, 


tory liquidation exceeded initial esti 


\loreover 
apparently held 


as expected. imven- 


mates especially in the case of manu- 
With final pul 


somewhat greater and 


facturing durables. 


chases thus 
the cut in stocks larger, at vear-end 
the readjustment seemed to be mov- 


ng along ata rapid rate. 


The situation. however appears to 
have taken a turn tor the worse in 
the past few weeks. Car sales were 


off badly in’ January. Department 
sales fell below last vear’s rates 
Keb- 


And over 


store 
in the weeks ending January 25. 
February 8. 
roughly the same period other SCL: 
recorded little 


ruarv 1. and 


ments of retail trade 





if anv gain Over the year-ago level— 

which on a season: lly adjusted basis 
itself moderately below that 
reached last Autumn. The slide-ofts 
were doubtless due partly to further 
output 


W ciS 


cuts in and employment. 
which operate to depress income and 
thus spending. (Between December 
and January, the Federal 
Board index of industrial production 


tell from 136 to 133. and after allow- 


Reserve 


ance for seasonal influences nonfarm 
employment dropped about 200.000 


and over-all] unemploy ment rose trom 


5.0 per cent to 3.8 per cent of the 


But the 
suggest some independent weakness 
in consumer outlays since late Janu- 
arv. In addition, the outlook for capl- 
little less 
promising. Outlavs tor private hous- 
tell below their 
last month—marking at least a tem- 
halt in the that got 
last Summer—and 


civilian labor force. heures 


tal investment seems a 


il December rate 


OU 
POrary recovery 


under wav some 


rai.aee producers have recently re- 
duced pl. inned outli ivs for pl. int and 
equipme nt. 


None. of 


quires a 


these developments re- 


major revision of last 
months prediction that the dip In 
output and spending will reach bot- 
long. 


tom betore 


rate of 


i particular, the 


inventorv reduction since 


TRENDS IN PRODUCTIVITY 
(OUTPUT PER MANHOUR WORKED —1948 =100) 
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vear-end, though perhaps less rapid 
than producers expected i n view of 
the additional cut in output, appears 
its high fourth- 
should soon 
Still, the low 
farther 
oradual. 


to have been above 


quarter average and 
slacken appreciably. 
turn out to be 


point mav 


down, and recovery more 
than seemed probable a month or so 
if matters are allowed to 
fall-off 


exceed those occurring in 
1949 and 1953-1954. 


ago. In tact, 
run their 
easily 
194S— 


course. the mav 


Government tide-stemming? 


height- 
near-term 


This possibility, of course. 
ens interest in probable 
Federal Government s 
These 


but clues are 


changes in the 
fiscal position. still cannot be 


assessed closely, avail- 


able 

Any evaluation must begin with 
the budget submitted by the Admin- 
istration last January. For fiscal 1959, 
the President advocated a net. in- 
Administrative budget out- 
fiscal 1958S of about $1.1 
from $72.8 billion to $73.9 
Receipts were expected to 
trom $72.4 billion to $74.4 
converting a $400 


as to their nature. 


crease 1n 
lavs OVeT 
billion 
billion 
advance 
billion. 
million into a surplus of $500 million. 


deficit of 


: . lora 
(On a_ consolidated cash budget 
} wes 
Over the C1C¢ ice 1948S 1O5;, output p 
‘ 
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rate Pie mattern of Change however, dit 
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Indeed, productivity rose less than two 


thirds of 1 per cent in 1956 and only 1.5 pet 
ent in 1957. On 


Were CV CH 


: , 
t Thatti no — Lid bh isis, the 


MICreases smaller Chus. with 


monev labor costs advancing mort rapidly, 


aye margins were mensiaal di spite a sig 
nif ant rise in prices. It is possible, however, 
] ] } 

that the huge outlavs fon equipment made in 


1956 and 1957 will pay off in larger gains in 


produc tivitv this vear. Source: U.S. Ds part- 


ment of Labor. 
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YOUR PLANT BELONGS HERE 





IN NORTH CENTRAL ILLINOIS 








Vital Inland 


“WATER LINK 


To All America— 
And the World! 


The St. Lawrence Seaway and Great 
Lakes make the inland river towns of 
North Central Illinois your direct route 
to both the Gulf of 
markets of all the world! 


Mexico and the 


Besides water, there are unexcelled 
rail, air, truck and pipe transportation 
facilities, too. 

Here, midway between America’s rich 
agricultural and mineral resources and 
her industrial plants and multi-million 
markets—you benefit from savings on 
both production and selling costs. 

You will find the facilities for profit- 
able industry—and for enjoyable liv- 
ing here. 


RN er 
I etcsemeg YY ¢  Iilinois—your 
——— : —§ Y central location 
y i to serve all 
ie et . the nation 


Write in confidence for more complete de- 
tails concerning your special requirements. 
Division of Industrial Planning & Develop- 
ment, State of Illinois, Springfield, Illinois, 
William G. Stratton, Governor. 
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On a seasonally adjusted basis, employment dipped moderately last Fall, terminating the 
extended uptrend in jobs which began in August 1954. The fall-off, however, reflected mod- 
erately divergent trends in major areas. Employment in manufacturing declined almost un- 
interruptedly through 1957—and at an accelerated rate after July, as a downturn in non- 


durables reinforced the sharp contraction in durables. But gains elsewhere were big enough 


to keep the grand total moving upward until September. Although mining, construction, 


and the railroads dex lined appreciably in the second half of the ve aT, other fields held their 
own during this period. Indeed, at vear-end, employment not only exceeded its level a year 


earlier in the finance, trade, and service industries, utilities, and government, but stood at 
or near the all-time high in all of these except trade. (Source: U.S. Department of Labor 
Data exclude proprietors, the self-employed, domestic servants, unpaid family workers 


basis, the change was from a surplus 
of $200 million to one of $600 mil- 
rise in 


lion.) The proposed net 


spending was to consist of a jump of 


around $2 billion in outlays for goods 
and services, partly offset by net re- 
duction in the aggregate of other 
budgetary items—such things as 
grants-in-aid to states and localities, 
bank payments, international 
loans, and interest on the public debt. 
On the the estimate 


soil 


revenue. side. 


assumed that the dip in activity 


would end soon and be followed by 
a quite rapid rate of expansion. 

From the outset, practically all 
business analysts agreed that outlays 
would prove to be somewhat higher, 
and receipts somewhat lower, toan 
the budget message envisaged. Most 
felt. too, that the setback could not 
be held within narrow limits unless 
the net rise in spending was consid- 
erably higher, or tax rates were cut, 
or both. (Few believed that 
with the greatest conceivable jump 
in outlays, activity could bounce 
back as fast and as far as was as- 
sumed in the budget. ) 


ever 


DUN'S REVIEW 


In appraising the outlook in these 
respects, it Is convenient, first, to ex- 
amine the probable results of Ad- 
ministration moves not deliberately 
aimed at speeding economic recov 
ery (plus what automatic changes 
seem in the cards under existing 
legislation). Then we shall consider 
probable Congressional action on the 
same basis. Finally, prospects for de- 
liberate anti-recessionary action will 
be discussed. | 

The first heading can be dealt with 
briefly. With respect to spending, the 
Administration 
any case to exceed its budgeted out- 


is almost certain in 
lays—for goods and services—perhaps 
by as much as $1 billion. A more 
rapid step-up in defense appears 
highly probable, and if crop projec- 
tions prove accurate, spending to 
support farm prices should run well 
above its budgeted total. The outlook 
for other kinds of spending is less 
clear, but on balance these may rise 
too. In particular, the Government 
will doubtless have to increase pub- 
lic assistance grants to the states. 

On the revenue side, the major 
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IT’S NEW! 


The Verifax 
Bantam 
Copier... 


ONLY QQ 


A LIGHT, CAPABLE “ANY JOB” COPIER AT THE 


N UNHEARD OF low price tor an type paper, card stor k. printed othce 

A othic copter! About half ¢/ lorms Iront and 
price OL other “low-cost copiers! Makes translucent 
Yet the Bantam gives vou all the whiteprint makes 
extras of Verifax copying, does jobs an ottset ma USING 
other copiers can t touch! low-cost ad-, 

Makes 5 completely dry copies of nportant, too, vour \eritax copies 
a ) ¢ ire f \I| IVDCS QO] 
( DOnd- ene and I DUul- 








(sentlemen 


( i 
Buy ‘em by the cartload put one in on : ; 
every department! Your savings in 
typing quickly cover Bantams cost. ( _ 


LAST MAN KODAK 
Business Photo Methods Divisio 


Verifax Copying 
DOES MORE...COSTS LESS... MISSES NOTHING 


eeereeeeeeceee s MAIL COUPON TODAY «*+*+** eee ee eee 


> Stat 


lescribing Verifax Bantam Copiet 


and savings it makes possible. Also names of nearby dealers 


LOWEST PRICE OF ALL! 


oh ee pes 
plish spirit duplicator copies—are 
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reproduced as readily as tvped data. 
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“‘UPSTATE,N.Y.” 


5 ‘ ad a 
5 ’ me - 
a _ — . 


HE PICTURE at left show- 
‘i ing the Tonawandas, on 
Upstate, N. Y.’s Niagara Fron- 
tier makes interesting “read- 
ing’ for any executive respon- 
sible for locating a new plant 
or distribution point. 

Transportation is fast and 
economical. Here the New York 
State Barge Canal (centre) 
joins the Niagara River, which 
gives easy access to the Great 
Lakes and the new Seaway 
Railroads and the superb New 
York State Thruway offe 
added shipping flexibility. 
Across the river is a great 
market~— Canada. 

And all along the Frontier 
are thriving, remarkably di- 
versified industries, manned 
by a large force of skilled and 
unskilled labor...and powered 
by low-cost, dependable Niag- 
ara Mohawk electricity. We’d 
like to send you our booklet, 
telling more about the Niagara 
Frontier ...and all of Upstate, 
N.Y. Just write Niagara 
Mohawk Power Corporation, 
Dept. DR-38, Syracuse, N. Y. 


weit 





lhe New York State Thruway flows through 
the heart of the Niagara Mohawk System 
which extends from the Niagara Frontier 
cross the state to the Hudson River 


powered by 
NIAGARA 
MOHAWK 


NIAGARA adi MOHAWK 














change will be automatic and down- 
ward. Yields from. all 
levies, including those for OASI and 
the highway program—both excluded 
from the Administrative budget, but 
covered in the consolidated cash 
budget seem certain to fall short of 
the estimate. The drop-off, however, 
will be partly tempered by higher 
postal rates—though in the Adminis- 
trative budget this is counted as a re- 
duction in net Post Office spending 
rather than a rise in receipts. 

Will Congress go farther than the 
Administration? Probably it will do 
nothing in the tax area—again, as- 
suming a cut is not thought necessary 
to support demand. It has been clear 
for a while, however, that our legisla- 





major tax 


BUSINESS SIGNPOSTS 


tors will act to boost spending Sig- 
nificantly. 

There is strong pressure to raise 
total defense outlays. In addition, the 
pay raise voted for Government 
workers will probably exceed what 
President Eisenhower requested by 
25 per cent or more, and may be 
made retroactive. Furthermore, the 
Administration's proposal to hold off 
on some “pork-barrel” public works 
projects never had much of a chance. 
More money will probably be made 
available for the atomic power pro- 
gram, both for research activities and 
for reactor construction. Foreign aid 
may be cut below the recommended 
level, but not greatly. A net gain in 
the range of an additional $1 billion 











1939 1947 Selected Lotes? Previous Year 
Average Average WEEKLY Indicatorst Week Week Ago 
102 163 STEEL INGOT PRODUCTION 146 145 250 

Ten Thousand Tons (a) 

25 49 ELECTRIC POWER OUTPUT 124 123 120 
Ten Million KW Hours (b) 

76 121 BITUMINOUS COAL MINED 80 75 98 
Hundred Thousand Tons (c) 

69 92 AUTOMOBILE PRODUCTION 123.2 128.5 169.0 
Thousand Cars and Trucks (d) 

35 98 DEPARTMENT STORE SALES 96 93 102 
index 1947-1949 = 100 (e) 

§ 13 BANK CLEARINGS, 26 Cities 25.1 18.7 25.0 
Billion Dollars (f) 

284 67 BUSINESS FAILURES 319 342 317 

Number of Failures (f) 

1939 1947 Selected Latest Previous Year 
Average Average MONTHLY Indicators! Month Month Ago 

58 100 INDUSTRIAL PRODUCTION 133 136 146 

Index 1947-1949 = 100 (e) 
58 95 NONFARM COMMODITY PRICES 126.0 126.1 125.2 
index 1947-1949 = 100 (g) 
37 100 FARM COMMODITY PRICES’ 93.6 92.6 89.3 
Index 1947-1949 = 100 (g) 
2.2 7.5 WHOLESALE SALES 10.9 10.9 11.8 
Billions of Dollars (g) 
» 10.0 RETAIL SALES 17.0 17.0 16.3 
Billions of Dollars (h) 
5.4 15.6 MANUFACTURERS’ SALES 26.7 27.2 28.8 
Billions of Dollars (h) 
45.8 58.0 EMPLOYMENT 62.2 64.4 62.6 
Millions of Persons (h) 
72.9 190.5 PERSONAL INCOME 343.6 343.6 335.9 
Billions of Dollars, seasonally adjusted 
annual rate (h) 
103 257 BUILDING PERMIT VALUES 438.3 392.0 417.0 


Millions of Dollars (f) 


SOURCES: (a) Amer. Iron & Steel Inst.; (b) Edison Elect. [nst.; (c) U.S. Bureau of Mines; (d) Automotive News; 
(e) Federal Reserve Board; (f) DUN & Brapstrrerr, INC.; (g) U.S. Burea. of Labor Statistics; (h) U.S. Department 
of Commerce. TWEEKLY INDICATORS: Steel and bank clearings data for the third week of February; all others 
for the second week. [MONTHLY INDICATORS: Manufacturers’ sales and wholesale sales for December; all 


others for January. 
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protect 
your products, 
parts, prints 
in the amazing 






polyethylene bags 
seal with only finger 
pressure * open easily 
with thumbnail... 
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TO OPEN i = 
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reseal / reopen / repeatedly 


Thousands of consumer and industrial 
products can be packaged better 
and Sold Easier in these moisture- 
proof, dust-proof, Zip-Lip “See Thru” 

bags. Either printed one or two 
sides or plain, they are unexpectedly 
low priced. 
What do you package that can be 
better protected, shown and SOLD 
in the bags that seal, reopen, 
reseal, repeatedly? 


Offices in Many Principal Cities 





CAR LINER and BAG CO., INC 
2000 Prospect Avenue, Dept. C 
Shelbyville, Indiana 
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to $1.5. billion, depending on how 
much any lift in defense affects items 
that can be provided quickly, ap- 
pears a reason: ible expectation. The 
increase will be larger still if the line 
is held on foreign aid if legisla- 
tion to hold present dairy support 
levels, now due for reduction in 
April, should be successfully put 
through over a Presidential veto. 
Congress is also likely to reject 
Administration proposals to lower 
support levels for major crops. More- 
over, it may make larger provision 
for Feder: oe housing but such action 


4 
workin would allect fiscal 1959. spensting 
ners slightly, if at all This will also 
be the case with the aid-to-school- 
it j construction bill sponsored by Sen- 
problem: 





ator John F. Kennedy (D., Mass. ) 
if this can be pushe d through Con- 
gress. Finally, it is. quite possible 
that C ongress Will raise the Adminis- 
trations ante for aid to education. 








More aid in prospect 


For 45 years manufacturers and wholesalers have used As for prospects for deliberate anti- 


COMMERCIAL CREDIT’Ss Commercial Financing Plan to recession measures, the outlook is 
supplement their cash working capital. This method is more obscure. With respect to spend- 
adaptable, whether the amount is $25,000 or millions, ing, there may be elbow-room for 


even greater acce ‘leration in the de- 
fense program. Apart from this, how- 
ever, the major weapon now avail- 
able is public works — undertaken 


whether the need is for months or years. 
More Cash... Without Renewal Problems 


Experience has proved that this method usually pro- 


vides more money than is available from other sources. 
Funds are used as long as needed without negotiations 
for renewal. If increased sales create a need for in- 
creased cash, it is available automatically. 


Quick ... Flexible ... Popular” 


Cash usually available three to five days after first 
contact. No interference with management. No pre- 
liminary charges. Cost minimized because amount used 
can be varied as the need varies. For more facts write, 
wire or phone the nearest COMMERCIAL CREDIT CORPOR- 
ATION Office listed here. Just say, “Send me more 
information about the plan described in Dun’s Review 
& Modern Industry.” 


either directly by the Federal Govern- 
ment or by other agencies with Fed- 
eral aid and encouragement. The 
Administration has about $2 billion 
worth of Federal projects, represent- 
ing its kitty for a so-called “quick” 
compensi ittory works program, and a 
stock of longe r-range projects. In 
addition. the Post Office has a sizable 
backlog of “lease-purchase” build- 
ings, construction of which would re- 
quire only a small initial outlay by 
the Government. The Postmaster 
General recently sent to Congress a 


program calling for heavy drafts on 
this bac ‘klog. (Congress will no doubt 
approve such action and in addition 
seems certain to raid one or more of 
the other shelves, as well as step up 





‘Consult 
300 St. Paul Place, Baltimore 2 


ee 
Commercial 
ia 222 W. Adams Street, Chicago 6 
Credit 722 S. Spring Street, Los Angeles 14 


100 E. 42nd Street, New York 17 
112 Pine Street, San Francisco 6 


spe ‘nding on proje cts alre ady under 
way or now scheduled for initiation. 
Prominent Democrats are already 
studying closely measures to step up 
flood control and reclamation proj- 
ects in surplus labor areas and to 
spur hospital building, the highway 
program, public housing, and slum 
clearance. At present, however, it 1s 
hard to gage either the over-all size 
x the mix of the program that will 


Capital and Surplus 
Over $200,000.000 


COMMERCIAL CREDIT COMPANY subsidiaries, during each of the last several years, 
advanced over one billion dollars to manufacturers and wholesalers to supplement 
cash working capital. The total volume of finance subsidiaries amounted to over three 
billion dollars. 
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be adopted, and thus the net effect | 
that it will have on spending in the 
next fiscal year. 

What about tax rates? One point 
at least is clear: If a cut is voted, it 
will be largely or exclusively in per- 
sonal income taxes. However, in view 
of the probable long-term trend in 
Federal spending, any cut seems un- 
likely unless the recession threatens 
to become quite serious, which 
means that action could hardly come 


reine ate Spring at doe vist | C)HEe Silwer Dollar 


( Theoretically, the longer-term out- 
look does not preclude tax reduction, | 
since this could be on a one-year may save many. 
abatement basis. In practice, how- 
ever, it would be difficult to keep the 








abatement temporary. From _ this : 
oer ee ee F Test your postal scale with a U.S. silver 

viewpoint, tax relief is less desirable - . : 

than a step-up in public works that dollar—mint-weight 15,16 ounce. If your scale 

would go forward anyway or initia- shows markedly less than an ounce, many of 

tion of other projects with a short your letters probably arrive “Postage Due”, 


building period. Moreover, unlike 7 a ; | 
| 3 7 a an annoyance to the recipients. If the dollar 
some of these projects, tax relief can- . 


not equitably be concentrated in sur- weighs an even ounce or more, you are wasting 
plus labor areas.) But if a cut is | postage, using 6c on 3c letters in many cases! 

The new Pitney-Bowes **4900” designed 
for the small office, registers weights from 2 
oz. to | Ib. with dependable accuracy. With its 
cylindrical computer, you can quickly find the 
exact postage needed for Ist-3rd class mail... 
Save time, postage, good will! 

Five other PB models available, including 





made, it will probably be of signifi- 
cant size—somewhere in the range of 
$2.5 billion to $3.5 billion. 


Summing up 

What does all this come to? It still 
seems certain that the economy will 
not nosedive. The increase in Fed- 


eral spending that is already in the | a parcel post scale weighing up to 70 Ibs. Ask 
cards, coupled with a similar rise | the nearest PB office for a “Silver Dollar”’ test 


in outlays by states and _ localities, 
provides adequate insurance against 
that. Nonetheless, there is no guar- 
antee that we shall not experience a 
recession more serious than earlier 


...or write for free illustrated booklet. 


postwar shakedowns. The boosts in 
spending now definitely ahead do not 
appear big enough to preclude the 
possibility of that. 

(The January forecast, in fact, had 
assumed that at least as much addi- 
tional spending would occur.) Larg- 


. Free: Send for a 
. | handy desk or wall 
chart of Postal 


er outlavs or tax cuts. aimed delib- Rates, with parcel 


: post map and zone 
erately at propping demand, are an- poss Heap Gan oom 


other matter. The odds now are that 
we shall get some of these, beginning 


finder s 





next Spring or Summer. If so, the 
best bet is still that at worst the dip | | | 

will not be much if at all greater than | sport a — 
in 1948-1949. F a 





Stamford. Conn. 
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New Reynolds Metals $88 million aluminum reduction plant under construction near Massena, N. Y. 
opens up new era of industrial development in St. Lawrence Seaway area. 
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New York Central helps Reynolds Metals 
find low-cost power site for new plant 


Plant Site Consultants of the Central assembled 
facts Reynolds officials wanted to know. 


They made land evaluation analyses. Tax 
studies, property surveys, soil-test borings, area 
labor availability survey and freight rate studies 
helped provide many answers. Plant Site Con- 
sultants of the Central arranged with executives 
of Reynolds to meet key representatives of every 
significant interest in the area. They negotiated 
the purchase options and built spur-line tracks 
into the property. 


The Chevrolet Division of General Motors 1s 
building a castings foundry adjacent to the 
Reynolds aluminum reduction plant to have 
easy and economical access to aluminum ingot. 


There is a large city or small community “Central” location on the 
York Central that 


modern 11,000-mile rail network of the New 


meets your plant-site requirements. 


‘Any 


‘ 4 
\ PITTSBURGH 
~_ 






* NEW YORK 


MONTREAL 
x 


We have several additional plant sites, from 100 
to 1,000 acres, in the St. Lawrence Seaway pri- 
mary aluminum area. Also hundreds of other 
“Central” locations on the modern 11,000-mile 
rail network of the New York Central. 


Let New York Central be vour source of refer- 
ence for data on raw materials, natural resources, 
markets, labor, power and fuel, community serv- 
ices, etc., in locating a plant site to meet your 
needs. Our staff will help you choose the plant 
site most advantageous to you. 

Write to: W J. Marshall, Manager Industrial 
Development, New York Central Railroad, In- 
dustrial Development Department (E), 466 Lex- 
ington Avenue, New York 17, N. Y. 


Metals Company. General 


New York Central assembled 1,750 
Motors 








New York Central 
can help you too! 


Ihe services of our Plant 
Site Consultants, on a 
strictly confidential basis, 
are available without charge 
Plant site appraisal reports 
are tailored to your type 
of operation 


We assemble the necessary 


acreage 


Our staff aids in expediting 
plant construction in many 
Ways. 





acres of land for Reynolds 
acquired a plant site from 


Reynolds for the erection of Chevrolet’s castings foundry. 


. 


PLANT- SITE 


REYNOLDS METALS 
COMPANY 
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PER CENT 
OF FAILURES INADEQUATE SALES Bre] 
IN 1957 
60 - RECEIVABLES —INVENTORY Suu — 60 
DIFFICULTIES 
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40 sa 40 
30 — — 30 
20 — -— 20 
10 - -—10 
0 -0 
UNDER $5,000 TO $25,000 TO $100,000 
$5,000 $25,000 $100,000 AND OVER, 
FAILURES: 
e 
CLIMBING IS per cent, business trades accounted tor most of the 
failures in January totaled 1,279. wholesaling upsurge. On the other 
Casualties have ranged higher only hand, the increase among retailers 
once—March, 1957—in the :postwar — was general in all lines except drugs. 
period \lore concerns succumbed Ceneral merchandise and apparel 


than in anv. other since 
19:39 
The 


ately to 53 


January 
when 1. O67 failures occurred. 
failure moder- 
per 10,000) enterprises 
listed in the DuN & Brapstrreer Ref- 
Book. As 


INDEX 


rate ot rose 


reHlected in Duns 
this 
steep as it was in several months of 
last vear, but it marks the highest 
level for fanuary since 1940. 
Dollar involved. in 
months bulked 42 


cent larger than in December. At 


ChTECIMCE 


lk AILURI rate is not so 


the 
per 


liabilities 


casualties 


$64.4 million. thes Were the heaviest 
in eleven months and 19 per cent 
above the January 1957 total. Cas- 
ualties in the million-dollar liability 
class, rising to seven from two in the 
preceding month and trom two a 
vear ago, were primarily responsible 
for the big jump in losses. But more 
concerns of all sizes tailed than last 
vear. Their totals ranged 9 to 15 
per cent above 1957 levels. 


Retail Failures Set Record 

After holding relatively steady for 
the last half year, casualties among 
wholesalers jumped sharply in Janu- 
ary. The total for retailers edged 
to a postwar record. In fact, failures 
rose above December levels in all 
functions except commercial 
ice. The apparel and automotive 


SCTYV- 
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heaviest casual- 


the 
ties STnCe the previous January. In 


stores suftered 
the building materials and automo- 
tive crades, failures set postwar rec- 
\mong manutacturers, month- 
but 
the over-all total increased slightly 
Totals tell off considerably trom De- 
cember in the lumber, machinery. 
but 
manutactur- 


ords 


to-month trends were mixed. 


and transportation industries. 


casualties ot COHCEeETIS 


ing iron and steel products were at 
the highest point in almost a vear. 
Among contractors, a rise in general 
building was partially offset bv a 
dip in subcontracting, which sank to 


ad SCY en-month low. 


Construction Casualties Down 


Fewer construction businesses suc- 
cumbed than in January last vear, 
indicating that perhaps the long up- 
ward trend in this line has ceased. 
In other 
1957 persisted, with manutacturing. 


functions, increases over 
retailing, and service casualties up 
10 to 11 per cent and wholesaling 
per above a year 
ago. There was a general increase 
in all wholesale trades, but the re- 
tailing rise concentrated  en- 
tirely in the building materials and 
automotive trades and in eating and 
drinking places. The year-to-year 


surging 43 cent 
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“miracle” 
fabric f 
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... but it is a highly superior fabric 
with special qualities that make it 
ideal to do the tough jobs that other 
fabrics can’t do. 


We make no outlandish claims 
about Coverlight. It combines great 
strength with light weight. It’s water- 
proof, durable and resistant to acids, 
oils, mildew and rot. It is extremely 
difficult to rip or tear. It remains 
flexible at extreme temperatures. 

No, Coverlight is not a “miracle” 
fabric... but it is the fabric you 
should consider for the rough, tough 
jobs where these specific qualities 
can make a good cover a better cover. 


*neoprene-coated nylon 


Another 





ULCAN 


RUBBER PRODUCT 


REEVES BROTHERS INC. 
Vulcan Rubber Products Division 
54 Worth Street « New York 13 N.Y. 
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Live Storage Permits 
Efficient Use of 
Production Equipment 


This Planet system, which was recently 
installed in an auto plant, automatically 
handles frame members from tube form 
ing to assembly. Its outstanding feature 
is the stacker illustrated which provides 
an automatic float for tubing formed in 
excess of immediate production require 
ments. In this installation. the stacker 
and bands the 
dollies for live storage. This permits effi- 


accumulates tubes on 
cient use of the forming equipment at 
timed intervals, while supplying assem- 
bly with a steady flow of tubes. 


Plan With Planet 


A system of this kind would work 
equally well for any uniform stock, such 
as bars, rods or billets. Perhaps it might 
solve a problem in your plant. Let Planet 
demonstrate how it can help you. Write 


or phone today — there's no obligation. 





LANSING, MICHIGAN 



















* NEW YORK 


WHY BUSINESSES FAIL 
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*Less than 1 per cent 
Compiled by DUN & BRADSTREET, ING 


reports 


trend in manufacturing was steady 
or slightly upward in most indus- 
tries. The sharpest rise occurred in 
the leather 
with a decline in textile and apparel 
lines. 

In all except the 
major geographic regions, failures 


industry, contrasting 


two of nine 
rose between December and Janu- 
ary. Increases amounted to some 25 
per cent in several areas, including 
the Middle Atlantic and East North 
Central states, and exceeded 50 per 
cent in the South Atlantic states. On 
the other hand, the Mountain 
Pacific states suffered tewer casual- 


and 


ties than in the preceding month. 
Oregon and Washington were re- 
sponsible for the drop in the Pacific 
total—California edged up slightly. 

Apparently the rise in failures in 
the East and West South Central 
states, which was strong throughout 
1957, has abated. Neither they nor 
the Mountain many 
failing businesses this January as a 


states had so 
vear ago. In all other regions, mor- 
tality exceeded the 1957 level. In 
fact, the Middle and 
South Atlantic regions reached their 
highest levels in the postwar period. 
Totals rose sharply over last vear's 


casualties in 


in a number of individual states: 
Massachusetts. New York, Michigan, 
Wisconsin, Kansas, North Carolina, 
and Kentucky. 

Failing concerns in the 25 
cities surged up 26 per cent from 
December to reach the highest level 
since May 1956. Sharp increases oc- 
New York, Detroit, Mil- 
waukee, and Baltimore. However, 
non-metropolitan districts showed 
the greatest rise in casualties from 
the comparable month of last year. 

Underlying causes of failure shift- 


large 


curred in 


DU 
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Classification 
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Year Ended December 31, 1957 


COMM. 
MFG. WHOL. RET. CONST. SERV. TOTAL 
© © %o %o © 
oeee 3 5 4 3 4 4 
ses 2 4 2 1 1 
been 93 89 92 94 92 92 
aes 54 48 52 35 51 49 
‘one 6 5 13 10 7 
coer 12 17 6 18 7 10 
eee 6 11 11 3 2 8 
eee 9 4 6 4 12 7 
see . 2 5 ; 3 3 
ses 17 20 22 29 19 22 
eee 6 4 8 4 5 
oes 1 2 1 . 1 1 
now 1 , 1 2 2 1 
based on opinions of creditors and information in credit 


Since some failures are attributed to a combination of causes, percentages do not add to 100 per cent 


ed little between 1956 and 1957— 
managerial inexperience and inepti- 
tude continued to account for nine 
out of ten casualties. Over a longer 
time span, however, the pattern of 
some causes has changed noticeably. 
For instance, competitive weakness 
was noted more than twice as often 
in L957 as In 1949. Also. since 1949. 
a growing portion of failures have 
been attributed to inadequate sales 
and receivables difficulties. 

As the chart on page 31 indicates, 
the the 
casualty. Similarly, there are differ- 


reasons vary with size of 
ences between industry and_ trade 
groups. Neglect plays a larger role 
in retail and wholesale failures, re- 
flecting the importance of individ- 
ual proprietors in these groups. But 
neglect (because of ill health, drink- 
ing, gambling, marital problems. 
and SO On) accounted for an exceed 


ingly small percentage of total tail- 


THE FAILURE RECORD 


Jan Dex Jan 
1958 1987 1987 Chet 
DuN‘'s FattuRe INDEX*® 
LU nadjusted $S.3 488 $0.4 +10 
A diusted, seasonally $3.2 $1.9 48.0 =o 
NUMBER OF FAILURES 1279 LORO 1148 +11 
NUMBER BY SIzt OF Dist 
Linder $5,000 199 134 173 114 
$5.000-$25 000 603 Si4 S43 +11 
$>5,000—$ 100.000 340 347 1060 +d 
Over $100,000 137 85 126 +9 
NUMBER BY INDUSTRY GROUPS 
Manufacturing 219 2O8 197 L1} 
Wholesale Trade... 130 96 9] 143 
Retail Trade 676 S14 612 10 
Construction 176 174 177 | 
Commercial Service 78 SS 71 +10 


Ll {Bil lTiil S (i?! thousands ) 
$64,442 $45,325 $54,060 +19 
64.535 45,325 54,825 +18 


CURRENT, 
Porat 
*Apparent annual failures per 10,000. enterprises 


listed in the DUN & Brapstreet Reference Book 
tPercentage change, January 1958 from January 1957, 
In this record, a “‘failure’’ occurs when a concern 1s 
involved in a court proceeding or in a voluntary action 
likely to end in loss to creditors. “‘Current liabilities’ 
here include obligations held by banks, officers, affiliated 
and supply companies, or the governments; they do not 
include long-term publicly held obligations. 
Modern 
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FAILURES BY DIVISION OF INDUSTRY 


(Liabilities in millions of dollers} 


Number Liabilities 
January January 
1958 1987 1958 19587 
MINING, MANUFACTURING. , 219 197 249 16.1 
Mining—coal, oil, misc 6 6 0.5 |. 
Food and kindred products 14 13 O.8 1.6 
Textile products, apparel 45 $3 2.0 2.3 
lumber, lumber products 36 34 1.9 2.6 
Paper, printing, publishing Y 1] 0.6 0.6 
Chemicals, allied products s 3 0.2 0.7 
Leather, leather products 12 5 2.3 0.5 
stone, clay, glass products 6 ; 1.4 0.1 
Iron, steel, and products 14 10 0.9 1.6 
Machinery is 19 1.3 1.9 
fransportation equipment 4 6 6.6 0.4 
Miscellaneous SO 4 6.3 ‘al 
WHOLESALE TRADI 130 9 $.§ §.3 
Food and tar products 25 ls wy l.2 
Apparel it) 6 () 3 6 
Dry goods 4 | 0.1 ° 
lL umber, bldg. mats... hdwre 17 12 1.6 U.6 
(hem: iis a | 4 I 0. | ° 
Motor veh ¢ ¢ 10 7 () i) ¢ 
Miscellane: H) 1/ } 
Rerai Trap 676 61 O.8 17.9 
| land UOT 6 lO] | 
General cha r 44 4 2 
\ ire ind acc ‘ 133 140 ; 7 
} { ur = 4 » f 
| ver. bldg ' S& ) () & 
\ i’ fy SY rt 
I { KI Te pa ) Q 
1) < 14) 14 () 1} () 
M ¢ ( s4 1u () & 
( NSTI )? 6 | 9 10 
(senera cit i S. f U 7 
Bu | nr ra N¢ x Y ) 29g 
(othe mntrac \ | OY OS 
( (Mit AL SEI ’ ‘ | 4 4 
POrar ( bi STATES ) 1148 64.4 $4] 
Lia « ire Tro ied 1 n eare af 
1 LE iad ta 


ures. Fraudulent cases involving 
false financial statements, premedi- 
tated overbuys, and irregular dis 
posals ot assets were also rare. 

Receivables difficulties plague two 
to three times as high a percentage 
of manufacturers and wholesalers as 
of retailers. Excessive fixed assets 
claim a higher portion of the service 
casualties than of any other group, 
and heavy operating expenses ap- 
pear to be a greater problem for 
construction and service businesses 
than for trade concerns. The latter 
are more likely to encounter inven- 
tory difficulties that lead to failure. 

Retailers take a chance, and often 
lose, when they have no previous 
experience in a line. Many construc- 
tion contractors who are skilled 
workmen in the building field fail 
because they lack managerial expe- 
rience. They encounter difficulty in 
preparing correct cost estimates, and 
they are unable to cope with job 
delays. Underbidding is noted fre- 
quently as one of the causes of con- 
struction casualties. 





This report was prepared in the 
Business Economics Department, 
Dun & Brapstreet, INc., by 
Rowena Wyant. 
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A GOOD WORD FOR 
QUALITY PHENOLIC MOLDING COMPOUNDS 


IN THEIR WIDEST APPLICATION IS 





a good word, too, for dependable 
counsel. Whether you take our advice or 
not, you can’t help but profit from your 
consultation with Plenco’s problem-solv- 
ing specialists. And, in production, you 
can't help but benefit from the wide- 
ranging knowledge with which these 
modern molding materials are formulated 
and the precision with which they are 
PLENCO PHENOLICS produced. 

Does phenolics have the answer for 
you? Then, chances are that Plenco com- 
pounds, in their exceptional variety, ver- 
Satility and quality-controlled uniformity, 





Serving the plastics industry in the 


manufacture of high grade phenolic can provide it. We invite you to let us 
molding compounds, industrial resins 
and coating resins. demonstrate that. 


PLASTICS ENGINEERING COMPANY 


Sheboygan, Wisconsin 


PLEN CO 
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Members of a product design team present a mock-up of a new refrigerator for approval by Westinghouse management. 


PRODUCT PLANNING FOR FUTURE PROFITS 


PAS OF MARCH 1958, anyone’s list 
of the half-dozen worrisome 
problems of top management would 
have to include two items that quite 
a few of ' executives have 
never before encountered at first 
hand. One is a continuing softening 
of sales volume, often showing up in 
a shrinkage of back orders and a 
swelling of inventories. The other 
is the mounting pressure on profits, 
resulting from the unpleasant com- 
bination of lower-than-capacity op- 
erating levels and higher break-even 
points. 

Serious as these two problems can 
be, in the long run thev’re far from 
insoluble. Many management people 
have learned that there is one area 
of constructive action that promises 
to contribute to the solution of both. 
That area, of course. is new-product 
development. 

lf management attention today is 
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most 


today s 


RICHARD D. CRISP 


more intensely concentrated on the 
development of new products than 
ever before, the reason is simply the 
tremendous potential profit and vol- 
ume in new products. The nature of 
this potential shows up in the results 
of a recent study by an industrial 
publisher. In ten different industrial 
classifications new products were ex- 
pected to contribute from 30 per cent 
to 80 per cent of total volume over a 
period of five years—that is, from 
1955 to 1960. 


Figuring the Odds 


But while the development and 
marketing of new products promise 
important volume and profits to those 
who succeed, the odds against the 
success of a new product today are 
higher than most business men real- 
ize. In fact, a frequently quoted ob- 
servation, that four out of five new 
products fail, greatly underestimates 


DUN' 


the odds. There are three reasons for 
this. 

First, the observation was based on 
the experience of 200 large manu- 
facturers of consumer products, all 
of whom have substantial experience 
and skilled, specialized personnel. If 
four out of five of their new products 
fail, the odds tor all companies are 
certainly much higher. Second, the 
study was made in 1945. The com- 
petitive pressures against a new 
product in 1958 are unquestionably 
much heavier, and the chances of 
success correspondingly lower. Third, 
the estimate was based on the per- 
formance record of products actually 
placed on the market. It didn't take 
into consideration cases of product- 
mortality before launching but after 
substantial investments of time, ef- 
fort, and money. 

Long experience in the marketing- 
management field has convinced me 
Modern Industry 
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that there are tew areas of 


ment practice today where the gap 


Put e- 


between the most effective and the 
least ettective performance is as wide 
as in new-product activities. 

What does this mean tor compa- 
nies Whose experience in new-prod- 
uct activities has been less satistac- 
tory? Simply this: If your company 
is like marked 


provement in your new -product bat- 


most others, a 1m- 
ting average can be achieved rather 
quickly and easily, by introducing 
certain = ap- 
distilled 
from the experience of companies 


into your operation 


proaches and_ principles 
outstandingly effective in new-prod- 
uct marketing. 


How to Look for Trouble 
To help you identity the areas in 


your new-product program where 
the greatest opportunities for im- 
provement exist, here is a rundown 


of the chief trouble spots. 


1. What are the objectiy es of vour 
new -product activities? 


The 


commonly distinguishes the success- 


single difference that most 
ful from the unsuccessful company in 
the new -product area lies in the an- 
swer to this question: Do you have 
the specific objectives of your new- 
product program in writing so that 
they can be clearly understood by 
all? Failure to crystallize the objec- 
tives of a new-product program be 
tore making substantial commitments 
of time, money, and effort is a major 
source of new-product failure. 
Crystallizing the objectives of a 
hew procuct is essential tor increas- 
ing efhiciency and minimizing wasted 
effort. The 
new product often involves consid- 


search for a promising 
erable wasted motion. Sharply de- 
fined objectives Call) greatly reduce 
that waste by (1) the 
search to those products that will 


contribute to the attainment of the 


narrowing 


predetermined objectives and (2) in- 


suring the early abandonment. of 
projects inconsistent with those ob- 
jectives. Dropping a product at a 
lower and hence less expensive point 
on the developmental curve results 
in marked savings. 

An example will help to show how 
marketers 
use objectives as a tool. The Toni 
Company was once actly ely seeking 
new products. The objective of the 
search was to find and develop prod- 


successtul new-product 
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ucts with a Winter consumption peak 
to offset the Summer peaks of exist- 
ing products. But ar important sub- 
sidiary objective was to find products 
that could share the cost of some of 
the company s expensive television 
commitments curing the Winter 
months. 

One product that was. considered. 
evaluated, developed, and even car- 
ried into the test-market stage was a 


hand But 


that hand lotion as a product class has 


lotion. research disclosed 
a consumption peak in small town 
At that time, televi- 
sion audiences peaked sharply In 
larger cities. The lack of fit between 
the shape of the market for the prod- 
uct and the companys objectives 


and rural areas. 


counted heavily in the decision to 
drop the product. 

\ similar lack of fit was disclosed 
when S. C. Johnson & Sons, Inc.., 
makers of wax products, was con- 
sidering adding shoe polishes to its 
line. One prime objective of the com- 
pany s new-product program at that 
time was to find products that could 
be sold by the consumer-product 
sales organization through the same 
distribution channels used tor its 
other consumer products. Shoe pol- 
ish sells in substantial volume. Much 
of that 


specialized distribution channels to 


volume, however, involves 
reach shoe-repair and shoe-supply 
retailers. The company lost interest 
in the product when it ftound it 
would have to set up a separate sales 
organization or else divert a consid- 
erable amount of the present sales 
departments time from its regular 


customers. Again it was the prede- 
termined objective that led to an 






















early recognition that there was a 
serious lack of fit. 


29. How similar are the new prod- 
ucts you are considering to those you 
now make? 


Getting the answer to this question 
can be vital to success or failure and 
hence should be considered as early 
as possible in the planning of a new 
product. For the experience of count- 
less companies has led to the dis- 
tillation of this principle: The more 
a proposed produc t differs from those 
you are now making and know thor- 
oughly, the greater are the odds that 
it will never contribute a dollar of 
profit. 

The explanation lies in what we 
might call a buried assumption. (In 
new-product situations, there is usu- 
ally an intrinsic and implicit assump- 
tion.) That is, it is assumed that the 
new product can be added to the line 
and marketed 
drain on the time and eftort of the 
management team, per sales or profit 
dollar, than existing products re- 


without much more 


quire. 
In the case of variations of prod- 
ucts with which the management 


team is already tamiliar—like a new 
cake-mix flavor or a new industrial 
lubricant added to an existing line— 
this assumption is likely to be valid. 
But when management has to learn 
an entirely new business to produce 
a new product, the assumption most 
emphatically does not apply. 

The millions of dollars that have 
been poured down the rathole before 
the facts 


we doing here?” 


management taced and 


asked. “What are 





The permanent Products Committee at Rockwell Manufacturing Company is composed of 


representatives of every segment of management 
well, Jr. (center), the committee is in regular session. Object 





Here. headed bv President W. F. Rock 


yn table is model of radial saw 
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would make a large dent in the Fed- 
eral deficit. 

Two factors are present in this 
kind of situation. The first is the 
high cost of the time and ettort nec- 
essarily expended by a company 's 
top management team. This added 
burden might be taken on without 
difficulty if a team began the job 
with time on its hands. Such a start- 
mighty unusual. The 
is the effect that this 
diversion of large share of man- 
agements time and attention will 
have on a company s 
existing products 
and product lines. 

Such a 
often an 
contributing 


Ing point 1S 
second factor 


diversion is 
important 
factor 
to a decline in sales 
and share-ot-market 
for existing products. 
When management 
concentrates  atten- 
tion on new-product 
activities, it's impor- 
tant to be sure that 
someone is watching 
the store. For it is a 
rare new product in- 
deed that can 
tribute enough to a 
companys volume 
and profit to oftset 
fully a significant 
decline in the com- 
panys established 
products. Such a de- 


COn- 


cline is often an un- 
anticipated and unidentified 
of a new product. 
Incidentally, there is a_ big Op- 
portunity here for many companies 
to improve their new- product plan- 
ning. An new-product 
program often requires the commit- 


aggressive 


ment of a significant share of a com- 
pany s total assets. inc luding the im- 
port: int if intangible one of top-man- 
time attention. Com- 
doing the best job in new 
products rarely lose sight of this fact. 
In evaluating a proposed new prod- 
uct, they always ask, “Would the 
amount of time, effort, and 
money devoted to our existing prod- 
ucts pay us a larger return on our 
investment? If the answer is “ves’— 
and it often is—the new product is 
dropped. 

These comments do not mean that 
emphasis on new-product develop- 
ment is being overdone. Rather, they 
are hehedied to underline this fact: 
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agement and 


panies 


salhe 


ning session at the Old Greenwich, Conn., 
research, engineering, production, manufacturing, 


4 new-product program is likely to 
be fully effective only if it is first 
planned and then executed with a 
full awareness of its probable im- 
pact on the company s total situation. 


3. Does vour new -product plan- 
ning proceed from factory to con- 
sumer. or does it work in reverse? 


An accurate and objective answer 
to this question will do much to re- 
veal exactly how up-to-date your 
company s marketing management is 


Control unit of a new automatic vacuum cleaner is subject of a product plan- 
Electrolux plant. Planners include 


in its approach to the new-product 
area. At one time; production-minded 


managements decided what they 


were going to make and proceeded 
to make it 
then 
product. Often the market was re- 
stricted, or the product was unsuited 


The sales department was 


given the task of selling the 


to the needs of the market. Extraor- 
dinarily high sales costs were the re- 
sult. 

Today 
accept beyond question that it is 
easier and cheaper to make what cus- 
tomers want to buy than to sell them 
what you want to make. As a result, 
management tends to be customer- 
oriented. It is this shift in emphasis, 
more and more widely recognized, 
that is largely re sponsible for w hi it is 
sometimes described as the “new 
marketing concept.” 

In new-product development and 
marketing, a consumer-oriented ap- 
proach prevails in those companies 


well-managed companies 


DUN' 


and methods executives. 


with the most impressive new-prod- 
uct record. Perhaps you think these 
comments are too obvious. The sad 
fact is that they are not. The 
portion of companies devoting ex- 
pensive developmental time to “get- 
ting the bugs out” of products tor 
which there is no customer need 
desire is shockingly high. 

This comment isn’t meant to apply 
to products that are too new for con- 
sumers to be aware of their need for 
them. I am thinking of those products 
with “advantages” 


pro- 


that the customer 
can only by 


sacrificing other val- 


ce njoy 


ues more important 
to the customer. 
For example, not 
sO many years ago, 
Servel developed al 
automatic ice-cube 
maker that fitted in- 
side the frozen-tood 
storage section of 
the Servel refrigera- 
tor. The 
troduced 


device, in- 
with con- 
siderable fanfare, 
jolted other refriger- 
ator manutacturers, 
one of whom quick- 
ly conducted a small- 

ale consumer 
When the re- 
laid be- 
fore him, he told his 
design department 
to scrap plans_ tor 
trving to top the Ser- 
What did the re- 


search show? It. disclosed that house- 


s 


study. 


sults were 


vel innovation. 


wives, being reasonable creatures. 
would much preter to have the space 
taken up by the device given to ad- 
ditional frozen-food which 


thev use everv dav. rather than have 


storage, 


automatic ice 
n quantity 


the convenience of 


cubes, which they need i 
only on special occasions. 

To determine how vour company 
stacks up in this re spect. study alist 
of the new products you have done 
major work on over the last several 
Ask yourself where the 
idea came from that 
started the work on a project. What 
evidence was there of a real and im- 
portant need for such a_ product 
among the customers vou hoped to 
sell it to? 

In the case of the industrial and 
consumer durable goods market, it 


is often difficult to secure a custom- 


vears. basic 


suggestion or 


continued on page 64 
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BILLIONS OF DOLLARS 
CAPITAL EXPENDITURES 





New approaches and more personal selling are taking the spotlight as 


the current recession forces companies to find fresh ways of . 


SIN 
War II, 
tled with the “hard sell” in only two 
short periods, 1948-1949 and 1953- 
1954. Now most companies are well 
into the third. What are they doing 
about it? 

A new DR&MI of 50 key 


companies across the nation shows 


(HE START of 


American business has wres- 


Wi rid 


SUTVeY 


that no one is reaching for the panic 
button. Few are embarking on crash 
programs to revive sales. Instead, 
most are intensifving their regular 
selling efforts, and some are devel- 
oping new approaches to ride out 
the recession. 

One of the surveyed companies 
has hit upon a new combination of 
marketing techniques. It is proving 
so fruitful that the company insists 
on remaining nameless, for fear of 


MARCH 1958 


STRENGTHENING SALES IN A SAGGING MARKET 


tipping its hand to competitors, but 
it is willing to reveal details. This 
company, a good-size metals manu- 
facturer, only major pro- 
ducer in its industry to chalk up a 
higher net profit in 1957 than in 
1956. And it is sure that its 1958 
sales and profits will top last year's. 
How does the company do it? 
The president 
“The theme of our program is no 


was the 


sales vice SAaVS. 


cost reduction in the selling effort. 


While other parts of the company 
have been cut back to the bone— 
weve even dropped the company 
picnic—the go-ahead signal is on for 
spending in sales.” Of course, he 
adds, the need for selective and et- 
tective spending to boost sales is 
more important now than it has ever 
been before. 


THOMAS KENNY, Marketing Editor 





In addition to a larger advertis- 
ing budget for 1958, this company 
is planning to step up its spending 
for market research and sales analy- 
sis—as a way to keep a close check- 
back on critical spending. 

The company also says that it for- 
tunately anticipated the turndown 
in the economy some months betore 
it became apparent to most people. 
As a result, the company began add- 
ing to its sales force early and now 
has about 15 per cent more sales- 
men than a vear ago. At the same 
time, management has been cutting 
down the size of its sales territories. 
to help salesmen work their terri- 
tories more intensively and dig out 
the volume there. 

Faced with a weak consumer mar- 
ket, the Lewyt Corporation, New 
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York manutacturer of vacuum clean- 
ers. looking to 
facturing business to keep total sales 
high. into such 
growth transfer and 
electronics 
from stepped- up defense 
in 1958. But the consumer 
is not being neglected. In 
unusual promotion is being used to 


its contract manu- 
expanding 
areas heat 
Lewvt expects to benefit 
spending 
market 


fact, an 


by 


«tS 


strengthen vacuum-cleaner sales. 


More Dealers, More Sales? 


One way to hypo sales in a weak 
market is to the outlets 
for a product. Lewyt aims to boost 
the number of its franchised dealers 
15 per cent in the current Spring 
To test the reasonableness 
goal, President Alex Lewyt 
spent a week in the market, pre- 
tending to be a salesman, and came 
back with fifteen new dealerships. 

the the current 
“Beat This is the 


increase 


drive 
ot this 


name ot 


The Chiet. 


lience 
drive. 


company s first all-out effort to add 


dealers. And it is given further im- 
petus by the prizes offered salesmen 
distributors: six Volkswagens. 

back up the dealership cam- 
seine the Lewyt sales staff is being 
expanded, training refur- 
bished, and the advertising budget 
kept high. 


Dian aan 
Proving 


sales 


different roads can 
lead to the another com- 
pany is drastically reducing the 
number of its dealers—to strengthen 
its sales. The Hotpoint Company, 
Chicago (a G-E had 14,000 
dealers ai few The 
number is now down to 11,800, and 
the company may arrive at a final 
total of from 8.000 to 9.000 within 
the next tew months. 

Says a spokesman for Hotpoint: 
“This may sound as if we are chop- 
dealers indiscriminately, but 
not. The type of dealer with 
we not renewing the 
kind who sold three 
one 
his 


that 


same goal, 


division ) 


months ago. 


‘ping 
we are 
whom are 
franchise is the 
Hotpoint appliances last year: 
to his Aunt Minnie, one to 


cousin. and one to himself.” 


Fewer Dealers, More Sales? 
Hotpoint is interested in dealers 
with demonstrable potential, and 
the company intends to upgrade 
them so that they may become the 
No. 1 dealers in their localities. This 
will be done in a number of ways, 
but the reorganization through 
which Hotpoint itself is going will 
be the 
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basis for them all. 


This reorganization involves both 
integration and a_ shift in distri- 
bution. Before it began, in January, 
the company had five separate prod- 
uct departments (TV, Range, Dish- 
washer, Home Laundry, and Refrig- 
erator). Each of the five depart- 
ments engaged in some sales efforts, 
but distribution control was entirely 
out of Hotpoint’s hands. . 

After the change-over, the com- 
pany was streamlined down to three 
operating departments and one 
over-all and distribution 
partment within Hotpoint. This new 
department is responsible for the 
sales and distribution of all Hot- 
point products and will enable the 
company to channel all its sales et- 
forts through one point. Uniform 
plans and policies should strengthen 
distributor and dealer relationships. 


sales de- 


Unified Distribution 


Although the company is still de- 
centralized (a basic G-E theme) 
into three product departments, 
each a sizable the 
company presents a unified front to 
its distributors and dealers. By gain- 
ing control of distribution, Hotpoint 
expects to achieve savings in inven- 
tories and boost sales. 

To smooth the way for the change- 
relations, Hotpoint 
the 
the 
the 
im- 
and 


business in itself. 


dealer 
weeks ago 


over 1n 
a few 
largest 
company s_ history. 
will aid 
delivery, 


announced 
advertising program in 
In addition, 
by 
servicing, 


company dealers 
pro\ ing 


dealer financing. 


Cutting Distribution Costs 

Like other makers of office equip- 
ment (which is becoming increas- 
ingly complex), the Underwood 
Corporation, New York ($85 million 
, has recently been caught be- 
climbing and sagging 
sales. To find a out of this 
squeeze, Underwood is building up 
an entire arsenal of cost-cutting and 
sales-spurring measures. First of all, 
major changes are taking place in 
the field sales organizations. Each 
of the 105 managers of the compa- 
ny s branch outlets across the nation 
responsi- 


sales ) 
tween costs 


Way 


is being given complete 
bility for the expense of operating 
his branch. This is actually a profit- 
sharing measure. 

In addition, the branches will no 
longer have to maintain inventories 
of the companys office equipment 
products. Instead, five regional ware- 


} 


houses are being set up—in Chicago, 
Harttord, Birmingham, Dallas, and 
San Francisco. | 

This will mean quicker delivery 
and better service on the entire line 
and will reduce shipping costs by 
about 20 per cent. The company will 
be able to take advantage 
of carload rates. | 
inventory will be 
third. 

Underwood is boosting its spend- 
ing for advertising this year by ap- 
proximately 50 per cent. 

And _ to better 
the company is tightening up the 
qualifications for a selling job. Rig- 
orous psychological testing is be- 
ing introduced, and training 
throughout the organization is more 


vreater 
and investment in 
cut by about one- 


get sales results. 


sales 
intensive than ever before. 


Selling Service 


As competition becomes sharper 
industrial marketers, thev 
to buttress 
sales. For example, the DoAI] Com 
Des Plaines, Hl. ($12 million 
a machine tool producer, is 


among 
seek unusual means 
pany, 
sales 
embarking on an expansion program 
that will require a hike of about 15 
per cent In over-all expenditures. 
First, the analyzed the 
specific services it provides purchas- 
ers of \Manage- 
ment or that thev added 
up to highly salable poi its. 
which were promptly packaged into 
1 hard-hitting sales promotion. Ac- 
to the prospects 
to with 


enthusiasm. 


company 
its machine tools. 
seven 


sien 
have reacted 


company, 
the program 
The 


set-up, 


real services 1in- 


clude machine operator 


training, and so on. 

At a cost of about $400,000, DoAll 
is setting up at its headquarters 
plant an elaborate exhibit, called 
“Machinerama Hall,” of actual ma- 
chines in operation as well as edu- 
cational displays of the history of 
tools. The company expects about 
10,000 people to visit the exhibit 
hall each year. Most of them, it 
hopes, will be live prospects.. 


Expansion Down the Line 

The company is also pressing for 
a sales boost by opening a new com- 
pany store in Houston and expand- 
ing its outlets in Los Angeles, Chi- 
and Atlanta. To sustain sales 
during the slow period, the com- 
pany is stepping up the introduc- 
tion of machines, which are 
promoted as cost-cutting aids. 


cago, 


new 
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Another company, Universal-Run- 
cle Corporation, New Castle. Pa. 


($28 million sales), a manutacturer 


of plumbing fixtures, is relying on 
three changes in its marketing pro- 
gram to counteract the sales slump. 
They are: reorganization of the sales 
force, a basic shift in sales promo- 
tion, and a time-payment plan_ to 
enable consumers to remodel or add 
a bathroom on a no-moneyv-down 
basis. | 

In four of the company’s six sales 
districts, new sales managers were 
appointed, In addition several sales 
managers were shifted from one 
sales district to another to take ad- 
vantage of particular managerial 
skills. For example, one district man- 
ager is especially strong in adminis- 
trative work. He was shifted to a 
district in need of such help. An- 
other is adept at breaking in new 
salesmen, and he was sent to a dis- 
trict that is taking on new people. 
And to improve customer service, 
sales territories are being revamped. 

Basic to reorganization of the sales 
force is the increased decision- 
making authority that is being given 
to district sales managers. For ex- 
ample, sales promotion personnel 
were recently transferred from head- 
quarters in New Castle to the six 
sales district ofhces. Each district 
sales manager is to have a sales pro- 
motion manager who will report 
directly to him. 


Emphasis on Local Promotion 


By moving the sales promotion 
function close to the point of sales 
pressure, the company expects to be 
able to give better service to the 
distributors through whom its prod- 
ucts are sold. The sales promotion 
managers will go from one distrib- 
utor to another, developing special 
campaigns to help them woo their 
customers, who are plumbing sup- 
ply dealers and contractors. This 
will involve distributor and dealer 
meetings, the preparation of special 
material, and coaching distributor 
salesmen in selling techniques. 

In addition, sales promotion budg- 
ets are now being allocated to dis- 
trict managers so that good sales 
programs wont be held up, await- 
ing approval from the home office. 
The company is stressing a_ pin- 
pointed promotion rather than over- 
all national advertising. 

Universal-Rundle’s —time-payment 

continued on page 81 
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WHAT ARE YOUR COMPETITORS UP TO? 


Most companies are taking special pains Just now to 


spur sales 


many even at the cost of increased spending. In a special Dun & 
Bradstreet survey, nearly 1,200 manufacturers and wholesalers 
in 38 states were asked, ‘‘Are you making a special effort this 
year to maintain or build your sales volume?’’ The companies, 
which are in a wide variety of lines ranging from asbestos to 


zinc, answered this question as follows: 

















MANUFACTURERS*— WHOLESALERS? —— 

Small Medium Large Small Medium Large 
eres 136 241 39 29 188 32 
Deb dds codes. ee 181 23 30 146 30 
Teet:......... i <2 62 59 334 62 

Specific sales-strengthening measures being taken by the 416 


manufacturers and 249 wholesalers who answered 
down like this: 


‘ves’ break 


MFRS. ~~ —W’'SLRS.- > 

i ee. © 2 82 2 

Adding new products....... 35 58 11 10 42 4 
Increasing sales force....... 33 42 11 S 2.4 
Increasing advertising budget. 23 23 8 > wee ee 
Selling more aggressively.... 13 38 3 5 32 4 
Increasing sales promotion... 11 10 2 2 2 
Widening territory covered... 10 #15 2 1 » © 
Improving product design.... 5 14 1 Not applicable 
Increasing sales calls........ 2 8 0 6 5 1 
Holding more sales meetings. 2 1 0 0 - ae 
Expanding to foreign markets. 1 2 0 0 2 O 
Adding branch offices....... 0 3 0 1 5 1 
Improving servicetocustomers 0O 3 0 ee 1 
GR cb cctasesatsankeesees 135 217 38 37 168 26 


Of course, this list doesn’t in any sense exhaust the possibilities 


available to management. Companies also specify 
laneous measures as: 


@ Weeding out unaggressive agents and distribut 
@ Eliminating slow-moving products 

@ Putting out new models earlier than usual 

@ Better packaging 

@ Liberalizing credit terms 

e@ Using truck-trailers to demonstrate products 
@ Increasing the use of premiums 

@ Keeping salesmen better informed 

@ Absorbing freight charges and trimming prices 


*Small manufacturers, as defined here, are those with sales of less than $1 
size manufacturers have sales between $1 million and $10 million; la 
are those with sales over $10 million. 


tSmall wholesalers are defined as those having sales under $500, 


such miscel- 


ors 


million; medium- 
rge manufacturers 


000; medium-size 


wholesalers have sales between $500,000 and $5 million; large wholesalers are those with 


sales in excess of $5 million. 
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Industry’s Leaders Look at Executive Compensation: 


THE PRESIDENT’S PAY CHECK— 
AND WHERE IT GOES 


KENNETH HENRY, Executive Methods Editor 





PEIOW MUCH a company president 
makes is usually no secret. Elis pay. 
down to the last decimal, is often a 
matter of public record. The tacts are 
available to anyone. trom the big- 
leader to the smallest 


vest union 


private investor who cares to check 


with the Securities and Exchange 











But the 


selves have otten been distorted. In 


Commission. tacts 
terpretations are more likely to re- 
semble the folklore about the tvcoon 
of half a century ago than to reflect 
the truth about the company s high- 
est-paid hired man today. 

While no composite picture ot 








them- 












what the top man makes—and keeps 

can be wholly accurate or inclusive, 
it mav serve to put the facts in better 
perspective. In direct compensation, 
the tvpical president on DR&MIs 
Panel receives $111,500 a vear. This 
amount includes salary. bonus. and 
profit sharing « urrenth pavable. The 


DRMI PANEL PRESIDENTS 
Percentage of president's 
salary that SHOULD be paid. 


100 
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PERCENTAGE 
OF PANEL DIRECT COMPENSATION® | 100 WS 
90 F \\ 
20 Up to $74,999 
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| 60 + 
40+ 
7 ew $150,000 to $199,999 30 L- 
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HOW MUCH IS SALARY? 
SALARY PERCENTAGE OF TOTAL PAY 
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PERCENTAGE OF PANEL PRESIDENTS 








total is higher than Eisenhower's 
salary of $100,000 a year, but the 
fringe benefits probably don't begin 
to approach the extra $90,000 to 
which the U. S. President is entitled 
for travel expenses. 
Assuming that the Panel president 
works 50 out of the 52 weeks a vear. 
and taking into that ‘he 
works an average of 52 hours a week 
(DR&MI, July 1957, page 29), his 
hourly rate doesnt seem so steep. 


and business 


account 


For example, it's less than six times 
what a TV service man charges per 
hour for a home repair call—a rate 
roughly $43 an hour tor the execu- 
tive against the technician's $7.50. 
Obviously, the comparison ignores 
any relationship between job respon- 
sibilities, pressures, and_ privileges. 
And it also ignores the tax clip. 

For this pay, the typical Panel 
president serves as trustee of cor- 
porate holdings averaging $136 mil- 
lion in tangible net worth and $246 
million in assets. His company has 
annual sales of about $291 million. 
employs 15,500 people, and produces 
its goods in sixteen U. S. plants. Of 
course, while the 109 companies on 
the Panel are mostly industrials 
including 72 of the 400 largest com- 
panies in the United States—non- 
manufacturing enterprises, such as 
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railroads, utilities, and national retail 
Fur- 
thermore, the averages conceal some 
companies with more than 100,000 


distributors. are also included. 


employees and more than 50 plants 
(over 9 per cent of the Panel), as 
well as several companies with fewer 
than 1,000 employees. 

Typically, the Panel president's 
salary runs about SO per cent of his 
total compensation—or roughly $89,- 
000 a vear. The remaining one-fifth 
of his direct pay takes the form of 
bonus or profit-sharing pavments. 
Out of this total compensation, the 
president has about 16 to 20 per cent 
left after taxes and living expenses. 
While in most cases he has no con- 
tract with his company, he does have 
a pension, life and medical insur- 
ance, and stock options more often 
than not. Of all his “fringe” benefits. 
the one he likes best is stock options, 
which give him a chance to profit 
directly from his 
management. But he is almost equal- 
ly concerned with the fringes that 
will protect his familv in the event 
of his disability, retirement, or death 
—and protect them more substan- 
tially than he could himself after 
taxes have whittled away at his sal- 
ary. But the stock he owns in his own 
company is a partial tax protection. 


own successful 


Every Panel member owns some 
shares in the company he runs, and 
a substantial number of presidents’ 
portfolios consist mostly of stock in 
their own companies.) In a 
the typical panelist probably feels 
that by owning stock in his company, 
he owns a share in himself, with a 
capital gains tax liability at a rela- 
tively comfortable 25 per cent. 

The typical Panel president is well 
aware that even though he may be 
among the four in a thousand high- 
est-paid taxpayers, he will never be 
a millionaire. In fact, if he saved 20 
per cent of his average compensation 


sense, 


every vear—the amount he has left 
atter taxes and expenses to invest as 
he likes—it would take him more 
than 25 vears (at 4 per cent interest, 
compounded annually) to accumu- 
late $1 million in hard, inflated cash. 


Behind the Averages 

As would be expected, the presi- 
dents’ average total direct pay con- 
ceals a wide range of actual compen- 
sation. Two in ten men on the Panel 
receive less than $75,000 a year, in- 
cluding : | 
and profit sharing. About one man 
in ten gets somewhere between 
$150,000 and $299,000 a year, before 
Form 1040 pares this down. About 
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JAMES M. SKINNER, 
JR. 
Philco Corporation 





NEELE E. STEARNS 


Crane Co. 





JOHN H. HILLDRING 
General Aniline & Film 
( orporation 





RAYMOND T. 
HICKOK 

Hickok Manufacturing 
( 0 Inne 





JOSEPH A. MARTINO 
National Lead Co., Inc. 





STEELE L. 
WINTERER 

A. & M. Karagheusian, 
Inc. 





I. MELVILLE STEIN 
Leeds & Northrup Co. 





WALTHER H. 
FELDMANN 
Worthington Corpora- 
tion 
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W. G. MALCOLM 
American Cyanamid Co. 





te. 
B. E. BENSINGER 
The Brunswick-Balke 
( ‘ollender ¢ 0. 


CARL S. HALLAUER 
Bausch & Lomb Optical 


0. 





JOHN H. BALLARD 
Bulova Watch Co., Inc. 





WILLIAM A. HEWITT 
Deere & Co. 





ROBERT G. 
FAIRBURN 


Diamond Gardner Co. 





EDWARD PLAUT 
Lehn & Fink Products 
C orporation 





C HARLES _—- 
HUSTON 
Lukens pd "Co. 





AMONG THE DR&MI_ PRESIDENTS’ 
PANEL MEMBERS ARE THE PRESIDENTS 
WHOSE PICTURES APPEAR ON THIS 
PAGE. 











three in ten panelists earn total 
direct compensation within the $75,- 
000 to $99,000 range. The rest—about 
four men in ten—receive between 
$100,000 and $149,000 a year 
chart on page 41). 

Of these presidents, four out of 
five have no employment contract 
with their companies. Among those 
who do, contracts run for periods of 
30 days (in the case of a president 
now 64 years old) to twenty vears 
(for a president now 47 years old, 
one of the youngest men on the 
Panel). But the usual contract terms 
reported are from three to seven 
years, with five years the common- 
est. In some cases, the contracts pro- 
vide for employment of the present 
man as a company consultant after 
his retirement. 


(see 


How It Breaks Down 

Salary accounts for about 
80 per cent of the typical president's 
direct pay, but here, too, the average 
evens out a variety of extremes. 
While about a quarter of the pan- 
elists do actually receive 80 per cent 
of their compensation in salary, 
nearly one-fifth say that salary makes 
up their entire compensation. This, 
of course, does not mean that sub- 
stantial sums vested in deferred 
benefits or private holdings do not 
play an important role in what a 
president is worth. A fairly sizable 
number, about one-seventh of the 
group, say that salary makes up 90 
per cent or more of their total com- 
pensation. Well over a third of the 
Panel report that salary accounts for 
anywhere from 60 to 79 per cent of 
their direct company compensation— 
the rest presumably is made up by 
such variables as profit sharing and 
bonuses. A few of the Panel members 
count on salary for slightly more or 
less than half of their direct pay (for 
details, see chart on page 41). 

If he is being paid more than his 
predecessor—and about six in ten 
Panel presidents say they are—the 
panelist believes that the difference 
is primarily due to company growth 
and the over-all rise in executive sal- 
aries. Some men being paid higher 
salaries think that job enlargement 


alone 

















































and policy changes are mainly re- 
sponsible. Some ascribe their higher 
pay to length of service or demon- 
strated personal ability. 

According to the American Man- 
agement Association's eighth (and 
most recent) annual survey of execu- 
tive compensation, directed by Dean 
H. Rosensteel, top management com- 
pensation increased 5.9 per cent dur- 
ing 1955 (when profits rose almost 
25 per cent) and 5.1 per cent last 
vear (when profits rose 5 per cent ) 
Presumably, the typical Panel presi- 
dent, in office close to seven vears. 
has benefited moderately from such 
rises. ' 

While many have been 
made to find out what most influ- 
ences the size of compensation, no 
completely predictable pattern has 
The most that 
according to some ex- 
perts, is that a president is his own 
bargaining agent for the compensa- 
tion he gets, and that the size of the 
company will have a good deal to do 
with the size of his pay. What others 
in the same industry pay may also 
set his salarv 9 to some extent. 
but the kind of industry 
factor. 


——. - — OE ree 


studies 


vet been discovered. 
can be said. 


is also a 


Whe Should Be Paid What? 
Few people would dispute the pol- 
icy of giving the top pay to the com- 
panys top man. It has often been 
pointed out that ownership and man- 
agement have become separated. Yet 
the president, as well as other com- 
pany officers, is expected to make 
plans, policies, and decisions for the 
company as if he actually did own it, 
to serve stockholders as a_ trustee, 
and to take payment, in several 
senses, as an employee who has per- 
formed a necessary professional serv- 
ice for the company. 
Among the more important incen- 
tives in any over-all company com- 
pensation program is the chance for 
a man to rise from lower manage- 
ment positions to higher, with pro- 
portionate recognition in the pay he 
gets. Thus, within the corporate hier- 
archy, what the president is paid sets 
the ceiling to which all other man- 
agers pay is rel. ited. Panel presidents 
were asked, “Taking your own com- 
pensation of all kinds as equal to 100 
per cent, what percentage of this 
amount do you think executives on 
other levels should be paid?” 
It is hardly surprising that what 
continued on page 108 
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Mrs. Lie: 


WHAT’S AHEAD IN LABOR LEGISLATION? 


Despite all the excitement over the McClellan Committee revelations, we're 
not likely to see much positive action in Congress unless the public pushes 
hard for legal curbs on union racketeering and abuse of power. 


A FEW WEEKS AGO, 
Meany and members of the 
ClO Ethical Practices Committee sat 
down for dinner and some frank talk 
with Senator John McClellan and 
two other members of the Senate Se- 
lect Committee to Investigate Im- 
proper Activities in the 
Management Fields. The 
ers, it was reported in the 
made it plain that their disposition 
to cooperate with the Committee in 
its probing into the darker reaches of 
the labor-management scene was just 
about at 

The reason for this marked 
coolness cuts right to the core of the 
labor issue in 1958. Meany reported- 
ly told the Senators that the only 
proper purpose of their investigation 
is to hunt down the 
and management—not to recommend 
legislation on basic labor problems. 
The AFL-CLO has publicly acknowl- 
edged the aid the Committee has 
given in helping labor clean house. 
It has cooperated with the Commit- 


labor lead- 
press, 


an end. 
new 
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George 


AFL- 


Labor or 


crooks in labor 


efforts in thuggery, 
the looting of union funds. 
oy But in the second area, the Sen- 


e probers and labor leaders part 


tees exposing 


a 
All this was publicly spelled out 
in a formal resolution adopted by the 
second biennial convention of the 
AFL-CIO last December. The 
vention complained that Senator Mc- 
Clellan had proposed a_ national 
“right-to-work” law and that 
members had suggested that consid- 
eration be given to making the anti- 
trust laws applicable to the unions 
and, to placing restrictions on the po- 
litical activities of labor. 
“These proposals are unrelated to the 


COD- 


organized 


problem of labor or management cor- 
ruption but are designed to weaken 
responsible unions and thereby ren- 
der them less capable oft keeping 
their own house in order,” the 
lution stated. 

Whether accepts the 
restrictive of the Me- 
Clellan committee's function in the 


reso- 


‘ — 
Congre SS 


unions view 


and the 


other 


that 


goes far beyond 


view 


takes the 
acti ities 


labor area, or 
“lmproper 
racketeering and excessive dipping 
into the union till, will determine 
what kind of labor legislation we get 
in LYS. 

One thing is certain: Organized la- 
fight with every 
that might restrict its use 
of strong-arm organizing and 
gaining tactics. | 


bor will resource 
anv move 


bar- 


Patterns of Resistance 


The unions’ eftorts to steer the Me- 
Clellan Committee 
tions of fundamental labor relations 


awav trom ques- 


policy are especially revealing when 
viewed in the light of the stalemate 
that has prevailed in Washington on 
labor legislation for the past ten 
years. The Taft-Hartley Act had 
scarcely begun to roll off the presses 
at the Printing Office 
when labor launched its drive to re- 
peal the “slave labor” law. Later on. 
when it had become clear that the 
of torces on the 


(Ccovernment 


issue 
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close balance 








would prevent any such action, 
wholesale revision became the ob- 
jective, and the unions vigorously 
pressed for amendments to water 
down the clauses they found most 
ottensive. 

Business men, after first swinging 
to the defense of the Act, began com- 
plaining that Messrs. Taft and Hart- 
ley had not gone far enough in re- 
vamping the Wagner Act. Feeling 
that many of the supposed manage- 
ment safeguards in the law were be- 
ing vitiated by National Labor Re- 
lations Board and court rulings, em- 
ployers moved in with their own 
proposals for closing loopholes in 
the secondary boy cott prohibition, 
the tree 


emplover 
speech guarantee, and curbing co- 


strengthening 


ercive organizational picketing. 
among other things. But some man- 
agement men counseled, “Better 


leave well enough alone.” Thev were 
afraid that if Taft-Hartley were re- 
opened, the net result would be to 
tone it down in the favor 
rather than strengthen it in line with 
employer thinking. 

This 


eased by 


unions 


hardly 
Eisenhower's 
fourteen Con- 
gress in 1954, which, in the opinion 


apprehension 
President 


was 
recommendations to 


of many business men, contained too 
little of solid merit and much that 
was bad and ignored some of the 
more pressing issues. Emplovers and 
the unions pleaded their respective 
cases vigorously—and the lawmakers, 
discerning no decisive weight of pub- 
lic sentiment on either side. didn’t 
budge. So the standoff 
through 1957. 


persisted 


The Dave Beck Spectacular 

Now the McClellan investigation 
has supplied the impetus to move 
center. It 
brought the stark reality of labor 
racketeering into the American living 
room by 


Congress off dead has 


: television, radio and news- 
paper. The single most significant la- 
Tatt-Hartle 
passed in 1947 undoubtedlv was the 
Dave Beck 
nously pleading the Fifth Amend- 
ment scores of times in full view of 
the whole country. 


bor event since vas 


spectacle of monoto- 


The impact on the public mind is 
undeniable. The American people 
cannot view with equanimity a pa- 
rade of avaricious union bosses who 
regard their positions as open doors 
to lavish self-aggrandizement rather 

continued on page 98 
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TWILIGHT OF DAVE BECK: Sitting bv his lawver, the soon-to-be-deposed chiet of the 
Feamsters Union waits his turn to testify at a hearing of the Senate McClellan Committee 
investigating labor-management activities. On the stand, Beck repeatedly “took the Fifth.” 
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ic Teamsters whoop it up on the Hoor of their convention. held last Octo- 





IN THE THROES: 1}! 
ber in Miami Beach. Choosing to ignore strong pressure from the AFL-CIO, they voted in 
the controversial J ame s R. Hoffa to succeed Dave Beck. A dissident minority was sque Iched. 
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THE GAVEL FALLS: The AFL-CIO voted to throw out the racket-ridden Teamsters at their 
Atlantic City, N.]., convention (above) last December. James R. Hoffa, the main target of 
charges that the Teamster leadership was riddled with corruption, scoffed at the ouster. 
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HOW TODAY’S TRADE ASSOCIATIONS AID INDUSTRY 


ALFRED G. LARKE, Employer Relations Editor 


Bigger, better, and more numerous—that's the forecast for the trade 


groups. Increasingly, members are depending on them for many functions that 


couldn't be handled so inexpensively —if at all—on an individual company basis. 


RE IT EVER so humble, there’s 
nothing quite like the American trade 
association. And some of them do 
appear pretty humble in terms of 
staff (often part-time), budget, and 
miele But whether a_ trade 
organization covers a group of farm 
equipment retailers or an industry 
with annual sales in the billions, the 
services it renders are vital to mem- 
bers—so much so that the trade asso- 
ciation seems to be becoming almost 
like another staff operation of each 
member-enterprise. One big associa- 
tion, for instance, is reported to have 
saved a member company about 
$200,000 last year just by relieving 
the company of answering reque sts 
for information from the public. (A 
Department of Commerce forecast _ 
trade association activities puts this 
function at the top of the list. ) 

Other benefits obtained from asso- 
ciations by small and medium-size 
businesses were set forth abun- 
dance recently at the President's 
Conference on Technical and Distri- 
bution Research for the Benefit of 
Small Business. 

In the case of a retail farm equip- 
ment concern in Paragould, Ark., its 
president, Earl E. Kirk, declared 


flatly, “I sincerely believe that the 
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success of every phase of my present 
day business is directly tr iceable to 
the services that became available to 
me when I became an association 
member.” His group, the National 
Retail Farm Equipment Association, 
had given him advice on such mat- 
ters as accounting, service shop oper- 
ation, sales promotion and advertis- 
ing, business management, and 
building plans. 

Coming cold into what was, for 
him, an entirely new field, he moved 
the location of his business on the 
basis of studies reported in an early 
association bulletin. He also attended 
the associations business manage- 
ment courses and installed a profit- 
control system which helps him fore- 
cast his own business and trim ex- 
penses before suffering losses instead 
of afterward. He upped sales of used 
equipment through a guarantee sys- 
tem recommended by the association. 
In addition, he has been able to draw 
up advertising schedules, control in- 
ventories, plan demonstrations, con- 
duct sales meetings, and set effective 
sales quotas, all with the help and 
advice of the national association 
and its afhliate, the Mid-South Farm 
Equipment Association. 

To serve its members effectively, 


an association does not need a large 
membership, or an elaborate staff, 
nor does it have to engage in a great 
number of activities. The National 
Association of Blueprint & Diazotype 
Coaters, for instance, with a mem- 
bership of 30 companies out of a 
possible 45, has a Washington staff 
of two—Preston B. Bergin, executive 
secretary, and his secretary. Yet, in 
the past year, it has proposed and 
had accepted standards for the in- 
dustrys products. It has studied 
freight rates and acted upon the 
study —to the end that the industry, 
it estimates, will save one half to 
three quarters of a million dollars a 
vear. This year it expe cts to make 
available a “sensitometer,” which will 
permit users of all papers to obtain 
uniform results in their reproduc- 
tions of originals. Its budget? About 
$50,000 annually. 

Perhaps some of its larger mem- 
bers could accomplish these results 
on their own. But it is certain that, 
with each member-company acting 
for itself, the industry could not have 
carried out these tasks so inexpen- 
sively. 

An impressive feature of today's 
trade associations is the extent of 
their coverage of all trades and in- 
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dustries and the variety of their ac- 
tivities. Theyre a peculiarly Ameri- 
can institution because of the means 
they provide for direct competitors 
to cooperate. The trade groups have 
Worked out ingenious methods tor 
pooling information about members 
operations—without betraying data 
that might give one enterprise a com- 
petitive advantage over another. This 
exchange is a constant source of 
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for the na- 


intormation 
tions business management. 


ideas and 


The trade associations, however, 
share credit for developing this ex- 
change with other typically Ameri- 
can institutions like the American 
Management Association and_ the 
National Industrial Conference 
Board. But there are two major dif- 
ferences between the trade groups 
and the more inclusive organiza- 
tions: 

1. The trade associations are, by 
and large, composed of companies in 
the same line, and hence probably 
competitive. Their activities are 
therefore more narrowly focused on 
one trade’s (or industry's) problems 
and are likely to be of more imme- 
diate value to a concern that’s just 
getting used to the idea of cooper- 
ating outside its own corporate struc- 
ture. 









. maintain liaison 
with other industries .. . 








2. The 


trade associations almost 
invariably play the role of spokes- 
men for their groups—a part es- 
chewed by AMA, NICB, and some 
other broad-gage associations. This 
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role is made possible, of course, by 
a greater similarity of interests 
among members of the narrower 
groups. They may be spokesmen to 
customer industries, the consuming 
public, legislative and other govern- 
mental bodies, and even other trade 
and industry associations. There are, 
of course, broad, general organiza- 
tions that are active in the spokes- 
man role—the U.S. Chamber of Com- 
merce and the National Association 
of Manutacturers, to name two—but 
what their diverse memberships can 
agree upon is still limited. There's 
plenty of room left for the trade asso- 
ciations to operate. In fact, many of 
them are members of the C of C or 
affiliates of the NAM. 

Although comparatively few early 
trade associations were organized 
primarily to divide up markets and 
throttle competition, some groups 
that tried it got cracked down by 
adverse court decisions under anti- 
monopoly laws. As a result, there is 
little temptation today for American 
associations to go in for this kind of 
program. Trade groups in other 
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... issue bulletins, 
reports, statistics... 











countries have continued to combine 
in restraint of trade—indeed, they 
have sometimes been encouraged in 
this by their governments. But asso- 
ciations in this country have a head 
start in the kind of cooperation that 
has greatly benefited their members 
and even their members customers 
and the general public. Examples 
are: product, performance, rating, 
and testing standardization; uniform- 
ity of labeling; safety standards; and 
management improvement aids for 
smaller members. 

More tempting to American trade 
associations than schemes to draw 
the teeth of competition are the ad- 
vantages of lobbying (smile when 
you say that, pardner), amply sup- 
ported by the Constitutional privi- 
lege of petition, stated in the First 
Amendment. But soundly established 
associations perform sO many other 
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valuable services that their members 
now seldom permit them to go over- 
board in Washington or the state 
capitals. Occasionally, an association 
is lured into indiscretions. It may 
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even draw down a Presidential re- 
buke, as the natural gas producers 
did in 1956. But from the members’ 
point of view, the possible gain from 
all-out lobbying is not worth the risk 
of bad public relations. And associa- 
tion executives fear the loss of mem- 
bers or potential members as a result 
of harmful publicity. 

Broad business problems, on which 
most business men agree, are usually 
left to organizations like the NAM, 
the U.S. Chamber of Commerce, and 
federations of trade associations. If a 
tough and more specific lobbying job 
seems demanded, however, a one- 
purpose committee is likely to be set 
up to conduct it. In fact, consigning 
lobbying to special committees is 
now almost standard operating pro- 
cedure. If the reaction is bad, the 
committee can be abandoned, with 
less damage done to the other posi- 








- ... and hold conferences on 
current industry problems. 








tive services that a standard trade 
association performs. 

In fact, it is doubtful whether you 
would find “lobbying” listed as an 
activity of any trade association. It's 
a bad word now, and when the sub- 
ject is mentioned, it is called “legisla- 
tive representation.” See any trade 
association statement of objectives. 
Or, even more likely, it may go un- 

continued on page 76 
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FOR GENERATIONS manufactur- 
ers have relied on glues to hold to- 
gether the wooden parts of their 
products But in the past ten vears, 
industry has been enthusiastically 
turning to the new high-strength ad- 
hesives for fabricating aircraft, giant 
commercial trailers, curtain walls for 
towering skyscrapers, and large metal 
parts tor diesel locomotives. In fact. 
a growing list of goods is benefiting 
from the low cost and light weight 
of adhesive fastening. 

Many new “wonder adhesives are 
being used to improve present prod- 
ucts and speed up present produc- 
tion methods. But the most exciting 
aspect of the adhesives boom is the 
new product lines that have come 
about simply because manufacturers 
have mastered the art of sticking 
things together. 

Here are some recent highlights of 

adhesive technology: 
e The amazing new B-58 Hustler 
(above ) could not have been created 
without adhesives. Over 800 pounds 
of adhesives are used to pick up 
2.300 pounds of payload in the 
bomber that will be America’s first 
line of aerial offense until the ballis- 
tic missiles are operational. Convair’s 
new 880 jet airliner will also depend 
on adhesive bonding. 
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oak laminated with a water-resistant 
synthetic adhesive. Wood was speci- 
fied to make the ship nonmagnetic. 

e The tile industry is booming be- 
Cause Hew rubber-based adhesives 
have made the installation of tiled 
fast 
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Hurtling through space at 1,500 
mph, this bomber is largely 
held together with adhesives. 

















houses Can now he equipped with 


MELVIN MANDELL, /ndustrial Editor 
The Navys newest minesweeper, 
the U. S. S. Bittern. is made ot red 


this former luxury. 

Parquet flooring now comes in 
prefab sections rather than in small 
pieces and hence can be laid more 
rapidly and cheaply than in the past. 
The sections are made up of pieces 
of wood joined together in the fa- 
miliar squares bv adhesives. 
have made 


Adhesive backings 
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CONSTRUCTION: The ribs, columns, and arched beams of this arena. built by Timber Struc- 
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tures, Inc.. are made of wood laminated with adhesives. More fire-resistant than steel. these 


parts will retain their strength, despite charring, 


at higher temperatures than steel. 
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adhesive is automati- ASSEMBLING: The fac pane ls are carefully laid on the core. A 


AUTOMATIC DISPENSING: Solvent-releas: 


cally spraved on these honevcomb cores as they pass by on a moving variety of materials—plastics, wood, insulation board, steel, alu- 
belt. Adhesives can be applied by brush, palette knife, or spray gun, minum, and glass—can be bonded to the core for various military 


but automatic dispensing machines are 


wallpaper and floor coverings im- 
portant “do-it-yourself” consumer 
products. 

@ Pretabricated insulated building 
panels with finished surtaces bonded 
to a sandwich core of foam plastic 
or honey comb speed up office build- 
ing and house construction. 

@ The printed circuits used by the 
electronics industry depend on ad- 
hesives to bond conductive copper 
to an insulated base material. 

@ Unusual tabrics are woven with 
Mylar yarn to which a metallic coat- 
ing has been glued. 

@ Bolts of cloth can be backed with 
metallized Mylar for use in shoes. 
upholstery, and other products that 
must wear well. 

@ Chemical laboratories can set up 
pilot plants in jig time by connecting 
y 


corrosion-resistant piping 


~~ 


plastic 
with adhesives. Much cheaper to in- 
stall than metal plumbing, plastic 
piping will soon be used in houses. 

@ Printing costs are lowered by new 
methods of bonding plastic and 
metal to 

ing blocks — replacing 


engravings their mount- 
mechanical 
methods. 

Although the amount of adhesives 
employed in any one automobile is 
not great (Ford uses only about 4.5 
pounds Chrysler about 10 
pounds in each car, to attach acces- 
sories and lightweight parts and to 
bond brake and clutch 
plates), the industry is one of the 
major consumers from the point of 
view of sheer volume. At least one of 
the Big Three is now investigating 
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and COTHIMNET? ial applic ations Phe COTre Can he pure hase d s¢ paral ly 





job you want done, li 


1. What are the materials to be joined 
2. What is the 


impermeable? 


characte1 


| 


3. What equipment is available to cle 


6. How are adhesives to be applied? 


Is it and what Is Its Ca pat ityver 


9. How much will be gained by quick 


he of value? 
ll. What's wrong with the present met 


Is there any field servicing problem 


15. 


17. What te mperature can the assembly 
LS. Does the joint have aly dovetailing, 
19. Are 


the adhesives tO he used to 





8. What is the maximum time available tor drving: 


How long does the jount have to last: 


16. What pot life is desired? What is the minimum pe rmissible pot lite: 


HOW TO BUY THE RIGHT ADHESIVE 


Before an adhesives formulator can judge what kind of adhesive is best for the 
will need to have 


anstcers to most of these questions. 


- Be pre pare dl to furnish sample S 


of thie surtaces to be joined? Rough, smooth, porous, 


an or treat surfaces betore joining? 


4. Can present materials suppliers prepare surtaces to specification? 


5. What is the end use of the assembly? Po what mechanical stress and vibra- 
tion will it be subjected? To what temperature extremes? To what solvents will 


it be « xposed water, moisture, oils. acids, alkalis? 


7. What tabrication machinerv is available to apply heat or pressure? How big 


~ 


drving? 


10. Would fast setting, followed by a longer aging period to achieve full strength, 


hod of joIning? 


In repairing adhesive jointse 


13. What shelf lite is nec ssary\ tor adhesives? 


14. What are Government spec itications or test procedure s. if anv? 


- 
a 
tolerate in tabrication? 


} , : 
doweling, or other mechanical features? 


supplement a mechanical or fusion joint? 








adhesives for attaching major metal 
structures. If plastics ever replace 
steel tor car bodies, adhesives will 
naturally become the major joining 
medium. When the industry 
adopts structural adhesives in a big 
way, as some European car makers 
have done, it will turn the present 
boom in adhesives into something 
more like an explosion, Traditionally, 


auto 


DUN'S 


many other mass-production manu- 
facturers follow Detroit's lead to new 
production techniques. 

Industry's high interest in new ad- 
hesives is indicated by the reaction 
to Eastman Chemical Products an- 
nouncement that one of its research- 
ers had accidentally discovered a 
new high-strength adhesive with a 
particularly fast set-time. Within a 
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TREATING: \fter issembl\ thi Cort and 
hace panels ire stuck t vether in these heat- 
1] 1] 
ed nip rotiers Phis photog! iph as Well as 
the two phot graphs at the left, courtesy of 

‘ 
the Rubber & Asbestos ¢ poration, wer 


taken at Skvdvne. Ini 


few months. Eastman sold more than 


¢) 


700 one-ounce samples at $5 each. 
One reason tor the pace of adhe- 
sive development is that most of the 
organic materials used in the syn- 
thetic adhesives have ee reee a other ap- 
plications. Epoxy resins, for example, 
are mixed with metal particles to fill 
cracks in heavy metal parts and auto 


They make 


finishes and potting compounds tor 


tenders. also excellent 


electronic parts. Trving to learn 


more about the properties of these 


resins. chemists uncover new wavs 


to use them as adhesives. 
Why are SO 


many manutacturers 


turning to adhesives? A DR&MLI sur- 
vey of dozens of industries turned 
up the following answers: 

@ Adhesives eliminate a prior drill- 
ing operation for rivet, bolt, or screw 
holes. As a result. production costs 
are cut, a smooth surface is pro- 
duced, and appearance is improved. 
Strength is 
load is distributed evenly over the 


increased, because the 
joint, a factor that also eliminates 
stress concentration. 
@ Increased use of plastics with 
metals makes adhesives practically 

kor 
turned to 


example, a salt 
T'eHon-lined 
steel 


under 


mandatory. 
processor 
chutes because one. stainless 
chute after another wore out 
the abrading action of salt particles. 
The waxy Teflon plastic can only be 
held to its metal base by adhesives. 
Mechanical fasteners won't work well 
with plastics, which tend to creep or 
deform. However, plastics can be 
joined by methods other than bond- 
ing. Examples are spin welding, sol- 
vent cementing. and hot gas welding. 
@ Less skilled or even unskilled la- 
bor can be emploved. 

@ Adhesives | intri- 


permit’ greater 


cacv ot design. Some parts can he 


fastened in complex assemblies only 


with adhesives. 


@ In some cases, joining cant be 


done except with adhesives ror in- 


stance, when theres not enough 


room to maneuver a riveting gun or 
screwdriver, or when the materials 
are too thin tor anv other method 

@ Adhesives save weight. Pound for 
pound, “honevcomb” panels are the 


strongest load-bearing structures 





SOLVENT REMOVAL: Another manufacturing te hnique with solvent-removal adhesives is 
to dry the applied adhesive on the core and face panels in an infrared oven, then assemble 
the parts and reactivate the adhesive by running the assembly through a conveyerized oven 
again. The adhesive is one that is formulated by Minnesota Mining & Manufacturing. 
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@e Adhesives can do double duty—as 
sealants and for dampening vibra- 
tion. The adhesives that hold aircraft 
wings together also seal them tightly 
enough to hold gasoline. 
@ They avoid product damage—to 
magnets, for example—by eliminat- 
ing the high heat characteristic of 
brazing, soldering, or welding. ( Al- 
though many adhesives require mod- 
erate heat to set, cold-setting formu- 
lations are available 
e Substantially 
Hix removal | 


less after-finishing 


1S needed. 


Look Before You Leap 


Each kind of syntheti: adhesive 


has special characteristics VW hic h 
must be catered to. You cant switch 
from some other tastening method to 
adhesives or from one adhesive to 
another. apparently better, adhesive 
without considering how conditions 
mav aftect the new adhesive. When 
the nation s turniture makers shifted 
trom messv animal glues to synthet 
they 


able to spec d up produc tion bv elim- 


ICS about ten vears ago. were 
inating clamping, which calls tor a 
But 


soon. trom the more humid parts of 


lot ot “in-process storage space 


the countrv. came reports of new 
furniture falling apart at the joints. 
\ quick change in the adhe sive tor- 
mulation make it 


was necessary to 


more resistant to moisture 


Some manutacturers have even 
run into labor trouble when they 
changed adhesives. Their workers 


were used to the smell of the old ad- 
hesive and objected when the new 
One Was introduced. The new odor 
wasnt more intense; it was just dif- 
terent. 

Manufacturers have also encoun- 
dithcult adhesives be- 
climatic \ dhe- 
sives that cure by evaporation of a 


tered with 


cause oft Variations. 


solvent drv more slowly on humid 
Summer davs. The answer is to use 
variations of the formulation in Sum- 
mer and Winter. 

Adhesive joints are still a long way 
from offering the strength of weld- 
ing, soldering, or brazing, especially 
at elevated temperatures, but where 
that greater holding power is not re- 
quired, adhesives can often do the 
job. 
~ Adhesives are chosen pretty much 
on a trial-and-error basis. It’s best 
to find a-few adhesive suppliers who 
have handled problems similar to 
yours and ask them to come up with 
solutions. Usually each supplier will 
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offer a few samples, detailing differ- 
ent approaches to the _ fastening 
problem. You just follow directions 
and make up sample joints to test as 
best vou can. 

Although the American Society for 
Testing Materials has prepare dan 
exhaustive wiry book on adhe- 
sive-test standards, few manufactur- 
ers have either the expensive test 
machines or the test know-how. If it 
is worth the bother and expense, you 
can go to one of the numerous re- 
se me 3 labs that are equipped with 
the various machines for testing ad- 
hesive joints in compression, tension, 
and sheer or by peeling. Charges run 
as low as $25 per sample. 


Know Your Needs 

[In setting forth their requirements 
for adhesives, many manufacturers 
vaguely and arbitrarily ask for “the 
strongest adhesive available.” In 
many instances, they pay for more 
sticking power than they will ever 
need, according to Bernard Gould of 
Rubber & Asbestos Corp.., Bloom- 
field, N.J. If the materials to be 
fastened can stand L.O0OO psi, 
why pay for an expensive adhesive 
that makes joints to withstand 3,000 
psi? If the product is only briefly 
subjected to high tempe ratures. don’t 
pay five times as much for an adhe- 
sive that can hold parts together at 
continuous high temperatures. 

In general, each of the major sup- 
pliers makes only one class of fab- 
rication adhesives (there are thou- 
sands of formulations in each class ). 
Few companies supply all types. To 


only 


NOSE GUARD: Here, 


1 Trailmobile trailer. Sturd y, 


tol, \ ai. 
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Adhesives are not the only advance 
in fastening. A great variety of new 
mechanical fasteners are also coming 
on the market. Fusion techniques— 
welding, brazing, soldering—are 
improving. 

In heavy construction, the high- 
strength bolt has virtually replaced 
riveting in field although 
subassemblies are still put together in 
the factory by riveting. High-strength 
bolts require less labor, speed con- 
struction, and can be put into place 


also 


assembly, 





NUTS AND BOLTS MOVE WITH THE TIMES 


without the noise of riveting. 

“Blind” rivets—they can be set in 
place without the need for a second 
man to back them up from the inside 

‘are coming to the fore. Explosive 
techniques are being used to insert 
rivets and other fasteners. 

In woodworking, screws that drill 
their own holes are another labor-sav- 
ing advance. In short, there’s still a lot 
of money to be saved by keeping up 
with the latest developments in the 
nuts-and-bolts de ‘partment. 








a worker is finishing a plastic 
lightweight honeycomb and rein- 
aes d plastic sections, made by Universal Moulded Products, Bris- 
are replacing heavier, yet less rigid, stainless steel noses. 


help you in your dealings with ad- 
hesive suppliers, see the checklist 
(page 49) of questions that you 
should be able to answer if your ad- 
hesive supplier is to come up with 
the best preparation for your pur- 
poses. Fortunately, this highly com- 
petitive industry is ao. for the 
technical service it provides, al- 
though, it's reasonable to 
expect a supplier to recommend an 
adhesive he can tormulate. 


ot course. 


The “Pot-Life” Problem 

One of the most exciting develop- 
ments in the field of synthetics is the 
use of epoxy resins in adhesives. 
Easily and uniformly applied, epox- 
ies cure to a dimensionally stable, 
moistureproof state. And they cure 
so hard that epoxies can also be used 
to make stamping dies for thin-gage 


steel. If there are no solvents in the 


“nose cap” for 
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formulation, an epoxy adhesive cures 
to the same thickness as applied. 
This means that they can be used to 
fasten parts of precision assemblies. 
Although synthetics 
have a limited ( but reasonable ) shelf 
life, there is no shelf-life problem at 
all with — They don't start to 
harden until hardener 
has been rere The hardening proc- 
ess may take seconds or hours. de- 
pending on the catalyst employed. 
this control of curing 
time has its dark side. In general, if 
you want fast curing, have to 
put up with a short pot life—that is, 
a fresh batch has to be mixed every 
fifteen to twenty If a long 
pot life is essential. vou have to con- 


some of the 


cati ily st or 


However. 


vou 


minutes. 


tend with long cure times or use heat 
to speed curing (see photo on page 
52). In epoxies, vou cant rob Peter 
and pay Paul. 





FILM ADHESIVES: Attaching Scanograver plastic or metal engrav- 
ing plates to a newspaper printing form was one of the first appli- 
cations of film adhesives. 
and also catalyst toxicity, vapor removal, and priming problems. 


Their use should step up fabrication 


and Modern Industry 
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We at Verson often talk of the versatility of our 
presses and the advantages they offer anyone en- 
gaged in the press forming of metals. This is more 


than just talk ... it is an established fact, attested 
to by a host of satisfied customers. 

The above excerpt is from a letter recently re- 
ceived from Mr. W. D. Tucker, General Manager 
of John Blue Company, Inc., Huntsville, Alabama, 
a leading manufacturer of farm equipment. Mr. 
Tucker goes on to say that since the Verson Gap 
Press is the largest in the plant, it is put into service 
on practically every application including drawing 
and forming steel shapes, multiple forming, punch- 
ing and shearing operations. 


A Verson Press for every job from 60 tons up. 
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A Verson 

Press user 
reports on 
versatility: 


QP Presc 


Is being Subjecteg” 


The machine is a Verson 10-F Gap Press of 250 
ton capacity. It has a 10” stroke with a 5” power 
adjustment and operates at 30 strokes per minute. 
Area of the flanged slide is 34” x 52”... the area 
of the bolster, 36” x 62”. The press requires floor 
space of 135” x 73”, is 186” high and weighs approx- 
imately 64,000 pounds. 

If you’d like further proof of Verson versatility, 
talk to other Verson Press users. You'll come away 
realizing that here is more than just a press 
here is a production process, engineered and built 
to provide greater efficiency and production 
higher profit potentiai. Put Verson’s know-how to 
work for you. Send an outline of your needs. 












19352 S. KENWOOD AVENUE, CHICAGO 19, ILLINOIS * 8300 S. CENTRAL EXPRESSWAY, DALLAS, TEXAS 


MECHANICAL AND HYDRAULIC PRESSES AND PRESS BRAKES + TRANSMAT PRESSES + TOOLING + DIE CUSHIONS + VERSON-WHEELON HYDRAULIC PRESSES 
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“WHY | LIKE MY NEW 


Contoura-Matic” 
PHOTOCOPIER 























“IT’S SO COMPACT AND 
EASY TO OPERATE.” 


























“COPIES EVERYTHING—EVEN 
COLORED PENCIL NOTATIONS.” 





























“THIS DISPOSABLE CHEMICAL 
CARTRIDGE MEANS NO MORE MIXING.” 


a ~ 
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* Least expensive 
automatic. Weighs 
only 12 Ibs. Takes 1/2 
the space of a 
typewriter. Write for folder. 





Contoura-Matic 


F. G. Ludwig, Inc., 1301 Coulter $t., Old Saybrook, Conn. 
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One solution to the tug-of-war be- 
tween pot life and cure time is to use 
an application device that mixes the 
adhesive and the catalyst at the mo- 
ment of application. Several com- 
panies have developed guns for this 
purpose, but they lack flexibility, 
They can only be set for one propor- 
tion of adhesive to catalyst. Chang- 
ing the formulation calls for a dif- 
ferent gun. The development of an 
easily adjustable appiication gun to 
take different 
would be a considerable advance in 
adhesives technology. 

There are some “one-part” epoxy 
that the 
catalyst already included. This 
means a long pot life. But since the 
built-in catalyst does not take effect 
until the adhesive is heated. expen- 
sive, space-consuming heating facili- 


CPOXy formulations 


adhesives available have 


ties are called for. 

Epoxies have one other disadvan- 
tage. Although the adhesives are safe 
enough to swallow once they have 
hardened, the catalysts are mildly 
toxic. This means that workers ap- 
plying epoxy adhesives generally 
have to wear gloves or use protective 
They 
trained not to rub their eves with 
their fingers. 


hand lotions. must also be 


High-Strength Structures 


Adhesives are contributing to one 
of the important advances in the de- 
sign of structures, the dimensionally 
stable “honeycomb” sandwich. Every- 
one is familiar with the corrugated 
box. By corrugating a sheet of paper 


and gluing face panels to it, a very 
strong, stiff, lightweight section re- 
sults. Under the demands of super- 
sonic flight, the aircraft industry has 
turned to sandwich with honeycomb, 
corrugated, or wafHe cores. At first 
the cores and face panels were made 
of aluminum bonded with adhesives, 
but as higher speeds have caused 
frictional heating bevond the strength 
limits of aluminum, the industry has 
turned to stainless steel and titanium 
sandwich, fabricated by brazing. 

But the costs of brazed honevcomb 
are high | up to $300 a square foot ). 
and the rejection rates are sometimes 
staggering. Although brazing tech- 
niques for making sandwich are im- 
proving, the aircraft and 
manufacturers are hoping to find the 
eventual mass-production 
in an adhesive that retains 
strength at over 500° F continuously. 
that withstand 
700° F are already ay ailable, and new 
inorganic adhesives that can function 
at 1,000 


missile 


solution 
its full 


( Adhesives briefly 


F are under development. ) 


How to Make a Sandwich 

For the great majority of civilian 
applications, 
bonding of sandwich is completely 


however, adhesive 
satisfactory. To a greater extent than 
metal cores, paper and plastic cores 
are emploved in commercial applica- 
tions, with pressed board, wood, plas- 
tic, aluminum, steel, 
even glass face panels. 
Products tabricated with sandwich 
include trailer and truck bodies: office 
partitions; factory, garage, and office 


stainless and 





PRESSURE COOKING: To obtain maximum strength, certain epoxy adhesives, like the Bond- 
master paste used to fabricate the honeycomb panels for North American's F-100 Super 
Sabre, must be cured under heat and pressure, applied here through a glass-cloth blanket. 
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When time counts- 


count on the Tickometer! 


























® Forty-six telephone companies 
are using Tickometers to count and 


imprint on toll charge slips, and get 


@ In thousands of companies, routine repetitive jobs 
such as counting, stamping, consecutive numbering, 
cancelling, coding, signing checks and receipts, have 
been taken over by the Tickometer—which does these 
jobs far faster, with substantial savings in payroll time. 
@ The Tickometer is fast, can count and/or mark up to 
1,000 items a minute—checks, cards, coupons, sales and 
production slips, tickets, tags, product labels. It has 
innumerable uses. And it is so accurate banks use it to 
count currency! 

@ Easy to set up and use, the Tickometer can be used 
by anybody. Feeds and stacks automatically, 
registers partial or full totals, and 
can be set for a predetermined count. 
® You can rent or buy a Tickometer. 
Service from 297 points, coast to 
coast. Ask the nearest Pitney- Bowes 
office to show you. Or send the 
coupon for free illustrated booklet 


and case studies of actual savings. 


= Pitney- Bowes PITNEY-BOwEs, INC. 





et 

eee . = 
; 1529 Walnut Street 

PB, Stamford, Conn. 

Dtennienal 

oo , ; a ‘ 
v }] Send free Tickometer booklet & case studies 





Counting & Imprinting Machine 





Name —_— — 





Made by originators of the postage meter ; 
...Offices in 107 cities in U.S. and Canada Address a 








MARCH 1958 53 














from coast to coast it's known for its features 


BORROUGHS 
LIBRARY SHELVING 


sliding shelves adjustable without bolting 





34” vertical adjustment 
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single or double face 


open back units have corner bracing 











Are you in the market for library shelving? if so, may we suggest that 
you ask your office equipment dealer to show you the Borroughs line. 
it’s available in 3 heights—42”, 84’, 90’. All units are 36” wide outside, and 
934" deep. You have your choice of 4 finishes--Spring Green, Dark Green, 
Gray, Fall Tan, in electrostatic baked-on enamel. Also, as an optional fea- 
ture, there’s a Sliding Book Stop which can be moved to any desired position, 


send for literature 


B © R ee © U —3 ir % MANUFACTURING COMPANY 


GCF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3064 NORTH BURDICK alnp.. KALAMAZOO, MICHIGAN 
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doors; desk and table tops; boat 
decks; interior and curtain walls: 
transit cases; skylights; and_ refrig- 
erators. 

Most honeycomb is made in panels, 
valued for their flatness under load, 
but curved, contoured, tapered, and 
even more complicated structures are 
being produced. Since most of the 
coring used in commercial sandwich 
panels is supplied by companies that 
specialize in this product, it is very 
easy to get into the sandwich busi- 
ness—just buy the cores and add any 
sort of face panel you desire. | 

Expert knowledge in construction 
of sandwich structures with adhe- 
sives can be profitably extended to 
product lines that may be new to a 
companys operations. Where the 
costs of assembly can be significantly 
reduced with adhesives, or unusual 
new designs ventured, oppartunities 
for diversification are present. Many 
companies that were mainly in mili- 
tary work have used their knowledge 
of honeycomb and other sandwich 
construction to move into civilian 
lines, particularly truck and _ trailer 
bodies. Lighter weight is especially 
valuable in long-distance trucks sub- 
ject to state-enforced weight limita- 
tions, but in any product with a low 
cost-to-weight ratio it is desirable for 
cutting shipping and handling costs. 

Another example of a new product 
made practicable by the develop- 
ment of better adhesives is vinyl- 
coated sheet steel, which can be 
deep-drawn into various shapes with- 
out losing its coating. 

In compact, expensive products 
like electronic and scientific instru- 
ments, manufacturers look to adhe- 
sives to improve present products 
rather than to launch new ones. Here. 
structural strength problems are 
minor. However, if these instruments 
are destined for use in either military 
or civilian aircraft. every trick to re- 
duce weight is important. 


How the Future Looks 

Making the very reasonable as- 
sumption that the use of adhesives in 
fabrication will continue to increase 
at the same rate as in the past decade, 
prices of synthetics—which run as 
high as $75 a gallon—should continue 
to drop as adhesives formulators be- 
gin to feel more of the benefits of 
mass sales and production. 

Problems of toxicity and skin irrita- 
tion should diminish or disappear al- 
together as new materials are devel- 
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BREAKING UP THE JOINT: A new tile bond- 
ing agent Tile 
Council of America’s lab in Trenton, N.]. 


is under sheer test at the 


oped (General Mills has already in- 
troduced a new nontoxic hardener for 
epoxy adhesives ). 

As product designers become more 
aware of the variety and capabilities 
of adhesives, they will design their 
creations expressly for adhesive fas- 
tening rather than attempt to adapt 
adhesives to existing products. 

Fabrication methods should be- 
come less expensive, faster, and more 
mechanized. The new film adhesives 
are particularly well suited to auto- 
matic operations. Applied continu- 
ously off paper-backed rolls, they are 
one solution to the problem of short 
pot life. And they insure a uniform 
thickness of adhesive. 

Another answer to the pot-life 
problem may lie in some epoxy-dis- 
pensing machines now under devel- 
opment. Originally designed to add 
the hardening catalyst to epoxy pot- 
ting compounds just as they are 
poured into electronic assemblies, the 
machines should enable many mass- 
production plants that lack heat-cur- 
ing facilities to use the fast-curing 
(but short pot-lite) epoxies. How- 
ever, these machines will cost from 
$3,000 to $15,000 apiece. 

Production people, especially in 
the metal-working industry, will 
learn more about using adhesives to 
produce good joints. Many manufac- 
turers still complain that adhesives 
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Pick our brains to your 
heart's content...we can take it! 


In fact, not only can we take it, we 
thrive on it. Brainpicking is our busi- 
ness. Foster D. Snell, Inc. has 150 tech- 
nically trained, profit-oriented brains 
at your disposal—ready, willing and 
qualified to assist in product improve- 
ment, new product development. 
Among our services to the chemical 
and chemically allied industries are: 


Product Research & Development 
Product & Process Control 
Analytical Services 

Surface Chemistry 

Cosmetic Technology 

Organic Synthesis 

Fuels and Lubricants 

Chemical Specialties 
Engineering; Packaging ’ 
Market and Economic Research 
Protective Coatings 

Inks and Adhesives 

Tobacco Technology 
Bacteriology and Toxicology 
Sensory Panel Testing 

Food Technology 

Textiles and Papers 

Product Evaluation 

Air Pollution 

Waste Utilization 


ee ee eee 
{ Send coupon Foster D. Snell, Inc. 
before your Dept D-3, 29 West 15 St., 


competitor does. 
Beat him to the 
market place 
with a product 
that’s better! 


(For further information on these and 
other subjects pertaining to your spe- 
cific problems send coupon below.) 

Don’t you worry about competition. 
Let competition worry about you. If 
you are not one of the 8,000 who have 
received our booklet send coupon now 
for “HOW TO DEVELOP SUCCESS- 
FUL NEW PRODUCTS.” It tells you 
the 7 fool-proof steps to a successful 
product, points out the pitfalls to avoid 
in developing a new product, shows you 
how to cut your own research costs and 
get more results per dollar invested. 
MAIL COUPON BELOW, NOW, 
FOR THIS BOOKLET OR FOR LIT- 
ERATURE ON YOUR SPECIFIC 
PROBLEM! Absolutely no obligation. 


New York, N. Y. 
Baitimore, Md. 
Bainbridge, N. Y. 
Worcester, Mass. 


sNELL 


38 years of successful new product 
research and development 





New York 11, N. Y. 


C) I do not have booklet, “HOW TO DEVELOP SUCCESSFUL 
NEW PRODUCTS.” 


CR 
Please send me literature covering same. 


—-—----—~ 


Please send me free copy by return mail. 











Company 





Address 
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with a DIP TANK SYSTEM 
by PETERS-DALTON 
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PAINT DIP SYSTEM—BUILT AND INSTALLED BY PETERS-DALTON AT THE NEW LINCOLN aie i 
DIVISION PLANT, WIXOM, MICH. IT 1S USED IN LINCOLN PAINT PROCESSING TO 
PROVIDE INTERNAL PRIME PROTECTION TO BOX MEMBERS OF UNDERBODIES. 
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Lasting and protecting finishes can be rapidly applied to products — ranging 
in sizes and types, from large and small appliances, business machines, metal 
furniture, to automotive frames, chassis, etc. —-by means of a Dip Tank 
Paint System such as shown here. 


The efficiency of design, engineering, construction, and installation by Peters- 
Dalton, is portrayed above. And while this particular system is for use in the 
automotive industry, comparable set-ups, or Spray and Flow Coat Systems, 
can be designed and built by P-D to best handle your products — regardless 
of size or production run quantities. 


Behind each installation by P-D you have the assurance of more than a quarter 
century of highly specialized experience in the finishing field. From original 
design to final installation, Peters-Dalton engineering and fabricating is avail- 
able to you, to insure finer finishes for your products. Why not send us your 
specifications or prints? Just write, wire or phone ... we'll be glad to tell 
you more. 
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LIGHTWEIGHT FURNITURE: Streneth and 
lightness are gained in tables and other fur- 
Phis 
glass on aluminum core top was fabricated 


by Winner Manufacturing Co., Trenton, N.] 


niture by using honeycomb panels. 


do not produce connections ot uni- 
form strength. The adhesive formu- 


lators answer that customers dont 
clean the surtaces to be joined as 
uniformly and = caretully as thev 


should. (Clean interfaces are essen- 
tial tor good adhesive joints—even 
more than for good soldered and 
\Metal-working 
plants are the biggest offenders. They 


brazed connections. } 


sometimes forget that adhesives can't 
stick to metals covered with oily 
films lett by machining operations. 

To keep up with the ever greater 
speed of assembling machinery, ad- 
hesive-dispensing equipment will be 
developed to apply new types of ad- 
hesives even taster. 

With the Wright Air Development 
Center and other military groups 
now supporting so much research 
into the fundamentals of 
and with the National Science Foun- 
dation paying tor advanced: work at 


adhesion 


the Adhesives Research Laboratory 
of the Institute of 
Technology, it is certain that new 
ways of preparing surfaces tor use 


\lassachusetts 


with entirely new adhesives (inor- 
ganics, in particular) will be devel- 
oped. Perhaps they will not 
plagued by present limitations like 
low strength at high temperature, 
short pot life, toxicity, or smells. 

We are still a long way off from 


be 


skyscrapers, ocean liners, and giant 
cantilever with 
adhesives. But dont be too surprised 
if the of 1978 are 
glued together. Meanwhile, no man- 


bridges fabricated 


steel structures 
ufacturer should neglect to consider 
using adhesives to improve present 
products, counteract rising produc- 
tion costs, or crack new, expanding 
markets. END 
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‘We’ve eliminated 2/4 
of our paper work 


... With our new 
Ozalid Order-Writing 
and Invoice System” 





IT BEGAN ONE DAY LAST YEAR. | WAS ALL THOSE ARE WASTED RE-WRITING OPERATIONS OUR IM I'M SURE YOU'LL BE ABLE TO 

TALKING TO OUR METHODS MAN... SALESMEN WRITE ORDERS. THEN WE TYPE THE SAME HANDLE ALL THAT PAPER 

? WE PUT ON 2 MORE BILLING TYPISTS “a THING OVER ON SHIPPING TICKETS. ACKNOWLEDGE WORK IN JUST ONE WRITING= 
AND STILL OUR BILLS ARE LATE! WHY MENTS. BILLS. BACK ORDERS. THE SAME DATA WITH AN OZALID SYSTEM 

LET ME SHOW You 4 ae keiths LET ME EXPLAIN IT 

+ SOMETHING 




















































PURCHASING’'S 
INSTALLING THEIR OWN 
OZALID SYSTEM. THEY 
LIKE OURS SO MUCH! 






RIGHT AFTER THAT WE LOOKED tt ee ——. 
INTO THE OZALID SYSTEM... i ee ee | mes * : 


| MUST ADMIT | WAS SKEPTICAL 

AT FIRST, BUT THIS OZALID SYSTEM 
IS TERRIFIC. WE CUT OUR CLERICAL 
EXPENSE 80° OUR BILLS GO OUT 
THE SAME DAY! 










AND WE'RE TURNING OUT 
PAPER WORK FOR NINE DIFFER. 
ENT DEPARTMENTS FROM THE & 
SALESMAN’S ORIGINAL. OZALID Be 
he BEATS RE-TYPING ANY DAY 
= SR . = NO ERRORS TOO 
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| 
Lowest Cost Per Copy | 
Ozalid Direct C ds wasteful ‘‘re ee Ozalid, Dept, H-% | 
Zalic irecl Copying ends wasteltul repeat writing’ in Johnson City, N. Y. , 
every department...makes dry, perfect copies in seconds. | Please send more information on Ozalid One-Writing | 
And a letter-size sheet of Ozalid paper costs you less than | systems for these departments: | 
a penny —lowest cost per copy of any copying process. | Purchasing | Order-Invoicing ‘| Accounting 
4 , ®) | Receiving Production Control Engineering | 
Cc) 2. VAN a i 2 Name . 
| Position | 
DIRECT |\COPY|L, SYSTEMS 

Firm 
d / | j 
— _ . ‘ | Address 

A Division of General Aniline & Film Corporation I 
| City State | 
. 


In Canada: Hughes Owens Company, Ltd., Montreal 
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PANY STEEL 
"ANYWHERE 


Here's what U. S. Steel Supply's Gare ree means to Specification Steel Corp. 
- SERVICE 








“U.S. Steel Supply Service has helped us 


| 





INVENTO 
COSTS 70°" 


says Ray N. Stephens, president and general manager, 
Specification Steel Corporation 








a 


“We have reduced our on-hand inventory more than 70% by dealing 
with U.S. Steel Supply,” says Mr. Ray N. Stephens, president and general 
manager, Specification Steel Corporation, Colton, California. 

“Two years ago we maintained an on-hand inventory of 630 tons of as- 
sorted shapes and sizes of structural steel, plus considerable sheet and bar 
stock,” says Mr. Stephens. “This space-eating inventory required a huge 
investment of over $100,000, which meant that less working capital was 
available for plant expansion and efficient production. 

“Because of U. S. Steel Supply's ability to deliver what we want 
when we want it,” continues Mr. Stephens, “we now carry less than 30% 
of our former inventory—and the working capital, previously tied up in 
plant inventory, has been channeled into increased production facilities 
and accounts receivable requirements.” 

Steel fabricators, such as Specification Steel Corporation, have found 
that by using ANY STEEL, ANYWHERE, ANY TIME SERVICE it is actually 
less expensive to buy from U. S. Steel Supply. 





Here’s how to put this service to work for you! 


Your steel needs, regardless of your location, can be handled immediately 
and accurately by U.S. Steel Supply's ANY STEEL, ANYWHERE, ANY TIME 
SERVICE. You ll get money-saving, time-saving and problem-solving bene- 
fits when you deal with U. S. Steel Supply, plus the invaluable experience 
of our technical people and our sales representatives. 

If you want one of our representatives to help vou plan for new efficiency, 
new economy and new profitability in your future steel buying, write to 
U.S. Steel Supply at the address listed below. 


U.S. STEEL SUPPLY 


DIVISION 











General Offices: 
208 So. LaSalle St., Chicago 4, Ill. 


Mailing Address: 
P. O. Box 1099, Dept. B3, Chicago 90, Ill. 





Warehouses and Sales Offices Coast to Coast 
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Look before you leap 


AUTOMATION AND MANAGEMENT by James 
R. Bright. Division of Research, Graduate 
School of Business Administration, Harvard 
University, Boston 63, 270 pages, $10. 
This book is based on research in 
thirteen companies that have already 
automated. It is probably the first 
detailed evaluation of the practical 
effects on various phases of manage- 


ment. 
Since there is actually no gener- 
ally accepted definition of “automa- 


tion,” the author has used the term 
in its popular sense to mean the in- 
stallation of substantially automatic 
production operations. The plants 
studied range from a mattress com- 
pany, in which the main change has 
been the introduction of a continu- 
ous chain conveyer system, to an 
almost completely pushbutton feed 
mill that produces 100 tons per 
eight-hour shift with a workforce 
composed of one man, a foreman, 
and a truck driver who provides Oc- 
casional help in the plant. 

By and large, automation has been 
any where from mode stly to extreme- 
lv successful. Only one company of 
those examined has given it up—and 


that because of special circum- 
stances. But undoubtedly the. thir- 
teen companies would have had 


fewer unpleasant surprises if they 
had had the benefit of the hindsight 
this book provides. 

Take, tor example, the effect on 
the sales department. As one vice 
president of manufacturing — ex- 
claimed, “The sales department 
doesnt know what is about to hit 
them. Every week there are 3,000 
more of these things that have to be 
sold. We must keep this plant going 
at capacity at least five years to get 
our money back. The sales boys are 
the ones wha. are going to feel the 
difference!” 

And the necessity tor maintaining 
volume is only half the problem: 
there is also a good deal less flexi- 
bility, as, for example, in product 
mix. 
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Incidentally, Professor Bright 
points out, this inflexibility may 
work to the advantage of the smaller 
manufacturer who cannot aftord to 
automate. “Automation,” he says, 
“may well prove to be an actual 
blessing to the small business man 
who is fast in his production and 
sales reactions. When a new product 

. or a new idea comes along he 
can... have it on the market before 
the highly automated plant can even 
have the change-over plans drawn. 
When the customer wants a modi- 
fication, a special item, or a rush 
short order, is the automated plant 
a competitor? Quite the contrary. 
Its managers are not even _ inter- 
they can't afford to be.” 

. however, is 


ested... 

The effect on sales, 
only one of the aspects of automa- 
tion considered in this book. There 
are detailed reports on production 
advantages and problems, procure- 


ment. maintenance. and personnel. 


Combating the price spiral 


Prosperity WitrHout INFLATION by Arthur 
F. Burns. Fordham University Press, New 
York 58, 88 pages, $2. 

Is it possible have prosperity 
without the creeping inflation that 
has characterized our economy—ex- 
cept for brief periods—for so many 
vears? Dr. Burns, a former chairman 
of the President's Council Eco- 
nomic believes that it is, 
and suggests a program that he 
thinks would do the trick without 
causing too much pain to anyone. 

His major recommendation is that 
the Employment Act of 1946—which 
asserts the Federal Government's 
responsibility for employment, pro- 
duction, and purchasing power— 
should be amended to add price sta- 
bility to the list. One of the main 
forces behind inflation in recent 
vears, he says, has been the belief 
of business men, union leaders, and 
consumers that prices would keep 
on rising. And because they believed 
that continually increasing inflation 


Advisers. 











REDUCE 


the size of your 


waistline 


RELAX-A-CIZOR reduces inches from 
your waistline a new way. It is real 
muscle-tightening exercise. But it re- 
quires NO effort. Does NOT make 
you tired. 

USE IT AT HOME while you rest, read 
your newspaper ...or even take a nap. 
NOT A VIBRATOR. Instead it is real, 
healthful exercise. Pleasant, quick and 
easy to use. Only 30 minutes daily 
while you relax. 

SAL MAGLIE SAYS: ‘For doing a real 
iob of keeping muscles in trim, | don't 
know how you can beat a Relax-A- 
cizor." DON CORNELL SAYS: “I recom- 
mend the Relax-A-cizor to all my 
friends who have any kind of a waistline 
problem.’ JACK BENNY SAYS: “I use 
Relax-A-cizor regularly to keep trim, 
relaxed, and forever 39!" 


TRY Relax-A-cizor FREE 


Write or telephone for full information and free 
illustrated literature. 








New York City, MU 8-4690 Boston, KE 6-3030 
San Francisco, SU 1-2682 Detroit, WO 3-331] 
Philadelphia, LO 4-2566 Chicago, ST 2-5680 
Los Angeles, OL 5-8000 Newark, MA 3-5313 


_———— FREE MAIL TODAY ———— 


i 
| RELAX-A-CIZOR, Dept. DR-1 
LOS ANGELES. CALIF 980 NO. LA CIENEGA 

| NEW YORK CITY 711 FIFTH AVE 
| CHICAGO, ILL., SUITE 800. 17 NO. STATE ST. 
| Please send illustrated literature about | 
Relax-A-cizor to | 
| Mr — Mrs - Miss 
7 NAME | 
ADDRESS 
y CITY ZONE ...STATE 
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Profit 
“Squeeze-play 
that works 


(or how Burns can save you 
20% on plant protection) 


Our recently completed study of a cross 
section of top American businesses showed 
that most could save upwards of 20% on one 
major cost by a simple operational switch. 


That switch is to Burns Contract Security 
Service for Plant Protection. 


The reasons are clear and basic: Burns puts 
trained, supervised men on the job, pays 
all administrative and operating expenses 
(uniforms, side-arms, etc.) and pays all 
fringe benefits including overtime, vaca- 
tions, Social Security, insurance, et al. 














Thus the guard force is handled at a rate 
commensurate with its functions and is 
not (as is often the case) arbitrarily tied 
to other productive labor costs. 


Furthermore, Burns Service provides trained, 
competent personne! and ‘round-the-clock 
Supervision for free. 












Offices in principal cities 


e8#@-*s 
e® "@6 


Za 





We'd be glad to make a survey 
and cost analysis of your plant 
protection program at no cost or 
obligation and we're pretty sure 
that such an analysis will show 
you how to save at least 20% 
... maybe more. 


Whether you're in banking or bal- 
listics...whether you’re a brewer 
or a baker, Burns can be of service 
...at a saving. Incidentally, a lot 
of our clients are handling clas- 
sified U. S. Government contracts. 


A phone call, a letter or a wire 
will put a Burns Security Special- 
ist at your service. In the mean- 
time, our brochure .iIt takes 
more than fences” is yours for the 
asking. May we hear from you? 





SECURITY 


BURNS ‘throughout the world 


/ 


SERVICES | 
serena 


THE WILLIAM J. BURNS INTERNATIONAL DETECTIVE AGENCY, INC. 
EXECUTIVE OFFICES: 101 PARK AVENUE, NEW YORK 17, NEW YORK 
DUNN'S REVIEW 


was inevitable, they acted in ways 
that fostered it. Thus unions have 
pressed for round after round of 
Wage increases, and employers have 
not resisted too strongly because 
they felt that higher labor costs 
could be passed on to the consumer 
—who, in turn, has swallowed the 
increases because he saw no other 
choice. A firm declaration by Con- 
gress would go a long way, in Dr. 
Burns s opinion, to dissipate this 
viewpoint. Such a move would also 
increase the likelihood that the anti- 
inflation steps possible under pres- 
ent laws would be taken, and taken 
in time. 

For the rest. the measures he ad- 
vocates are mainly the familiar ones: 
control of Government spending, use 
of budget surpluses to reduce the 
national debt, and credit restraints. 
The latter, he believes. can be im- 
posed without subjecting small busi- 
ness to hardship if full use of exist- 
ing laws is made. First, the Federal 
Reserve authorities “could favor at 
the discount window those: banks 
which were attending with special 
solicitude to the requirements of 
their smaller Second, 
they could dust off Section 13b of 
the Federal Reserve Act, which per- 
Reserve banks to ex- 
to sound busi- 


customers. 


mits Federal 
tend credit directly 
nesses unable to obtain it through 
regular channels. For still greater 
usefulness, he believes, this section 
might well be liberalized. 


Second-best tax? 


SALES TAXATION by John F. Due. 
sity of Illinois Pre SS, { rbana. Il] . 396 pages, 


9.4 D 


U'niver- 


This book is at once a report on 
the sales taxes imposed in the United 
States and other and an 
evaluation of them in terms of their 
revenue-producing powers, ease of 
administration, and effect on the 
economy. The author's final verdict 
is that they are “second-best taxes,” 
to be imposed only as substitutes for 
an expenditure tax or for the income 
tax “in circumstances in which the 
state of political development does 
not permit adequate use of this form 


countries 


of tax. 

Considered merely as a means of 
raising revenue, sales taxes are in- 
ferior to the income tax, Dr. Due be- 
lieves, because they penalize those 
who are compelled to spend almost 





all their income—that is. the lower 
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It costs you nothing to switch over to a cabinet that will save up to 40% 
on towel costs—if you’re using ordinary roll or folded towels. 


Paper or linen. Why? Because the Westroll Cabinet at the left is 
loaned free of charge to purchasers of soft, absorbent Westroll Towelling. 


How do you save? 


With Westroll Cabinet's amazing ability to control, but not limit, 

the use of towelling. Without realizing it, users take far less towelling 
than from other cabinets. As proven by over five years of savings by 
Westroll customers across the U. S. and Canada. 

Westroll Cabinets and Towelling also simplify washroom maintenance, 
Reduce litter. Keep washrooms neater. Load easily. Need refilling 
less frequently. 





Westroll Cabinets are tamperproof. They do not require adjustments or 
repairs. They are always available from your nearby West 
Representative. He’ll be glad to demonstrate Westroll in your office and arrange for a 

free trial. No obligation of course. Just send the coupon. Or call your local West Office. 





siesta hae si iain dna iain a ee atin tai aie 


Programs and Specialties for 
Pretective SEMNETOR San FVeLeNTIES HHRNTERENES WEST CHEMICAL PRODUCTS INC., 42-16 West Street, Long Island City 1, N. Y. 


i dl f d i Branches in principal cities e In Canada: 5621-23 Casgrain Ave., Montreal 
_ . ms ‘ | 


WEST vrosugs'in 








Please send your free folder on cutting towel costs with Westroll. 


Please have a West representative telephone for an appointment. 












| Name selidaaiinenlaiatitiadiami ants a 








s 








| Position ladle —_ . _ 
WEST DISINFECTING DIVISION | Mail this coupon with your letterhead to Dept. ] 
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on the control of a 


GLOBE OiLIFT, 2 
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Find out how OiLIFT Power will do YOUR heavy lifting 


trailers, rail cars, airplanes. 

Whether the load is 1,000 or 50,000 
Ibs. . . . whether the lift is a few 
inches or 50 ft. . . . the Globe 
OiLIFT which does the job is assem- 
bled from standard components: 
power cylinders, superstructures, 
controls, etc. Each OiLIFT is backed 
by a 30-year world leadership repu- 
tation in manufacturing heavy duty 


With one. hand on the control lever, 
or pushbutton, of an oil-hydraulic 
powered Platform Lift, a lone work- 
man can perform Herculean tasks in 
lifting, loading and materials han- 
dling. The 10-ton Globe OiLIFT (left) 
loads and unloads fork lift trucks. 
Similar Lifts move traffic over split- 
level floors to eliminate ramps... 
position materials for machine or 
conveyor feeding . . . load trucks, lifts. 


This coupon below will bring you "Case Studies in Modern Lifting’’—factual studies 
pertinent to YOUR type of business ... including cost and time-saving information. 








I GLOBE HOIST COMPANY DR-909-L 
East Mermaid Lane at Queen Street 
| Philadelphia 18, Pennsylvania 


GLOBE, 


OiLIFTS 


PLANTS; DES MOINES—PHILADELPHIA—LONG BEACH, CAL 


Please send me detailed information on 
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GLOBE TL AY COMPANY INE isionsssiugeiinceinnscansjasbeskcnndpeiieapiilicn 
East Mermaid Lane at Queen St. |. ee vl ints ioiiaiaeiasiidiianieaadseeslontiaiiaaidtatlat 
Philadelphia 18, Pennsylvania eh clnihals ED Adinidincncen - 
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income groups. Sales taxes should 
be used, he thinks, when govern- 
ment expenditures are so high that 
the income tax cannot vield enough 
without seriously curtailing incen- 
tive or capital formation. 

As a means of inflation control, 
Dr. Due prefers the spending tax 
because it can be progressive and 
can make spending above a certain 
level almost prohibitive. While he 
admits that the sales tax is easier to 
administer, the author believes that 
this advantage might disappear once 
there was greater familiarity with 
the spending tax. . 


For managers—any level 


LEADERSHIP ON THE JOB: GUIDES TO GOOD 


SUPERVISION, edited by the staff of Super- 
visory Management. American Manage- 
ment Association, I515 Broadway, New 
York 36, 303 pages, $6 (AMA members, $4). 

Though the articles in this book, 
which is made up of a number of 
short pieces by different authors, 
are directed mainly first-line su- 
pervisors in the shop and office, all 
managers may find some profit in 
reading it, for it is devoted entirely 
to the problems cf dealing with 
people. Among the 
cussed are communication, develop- 


subjects clis- 


ing a competent workforce, special 
personnel problems, employee atti- 
tudes, and union and community 
relations. 

The articles were selected as the 
best of those that have appeared 
in AMA’s magazine Supervisory 
Management. 


In brief 


PRACTICAL FINANCIAL STATEMENT ANALY- 
sis by Roy A. Foulke. McGraw-Hill Book 
Company, Inc., 330 West 42nd St., New 
York 36, oe Edition, 712 pages, $10. 
Mr. Foulke’s “Fourteen Important Ratios” 
are well-known to readers of DR&MI. In 
this revised edition of his book, he explains 
in detail not only how to apply them in 
judging the performance of a business, but 
how to apply other tests as well. The final 
chapter deals with recent developments in 
accounting theory and practice, 


INTERNATIONAL FINANCE by Charles N. 
Henning. Harper & Brothers, 49 East 33rd 
t.. New York 16, professional edition $10, 
text edition $7.50. While it is intended 
primarily as a textbook, this work may be 
valuable as a reference book for the busi- 
ness man. Presupposing no knowledge on 
the part of the reader, it explains exactly 
how international transactions are conduct- 
ed. The book includes more than 100 illus- 
trations of financial forms currently used by 


leading banks. 
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At The Ford Motor Company’s 
Cleveland Kngine Plant No. I 
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ICKER$ HYDRAULICS 


HELPS CUT MAINTENANCE COSTS 
of Machinery Supplied by These Companies 


to This Modern Automated Plant 


High production is convincing proof of equipment reliability—one of 
many reasons why Vickers Hydraulics is engineered into equipment for 
modern automated production plants. 

The above manufacturers find that Vickers Hydraulics simplifies installa- 
tion and minimizes piping—benefits also enjoyed by the user. Vickers 
highly efficient pumps produce significant power savings . . . Vickers 
controls help minimize scrap and rework by providing precise positioning 
for machining and other in-process operations. Component dependability 
helps provide extended periods of uninterrupted production. Demountable 
unit construction simplifies on-the-job repairs and helps reduce downtime. 

The Vickers complete line of components is ideally suited to hydraulic 
equipment standardization and interchangeability, reducing replacement 
inventory. Our application engineers will supply detailed information 
without obligation. General Catalog 50018 is available upon request. 


7996 
Application Engineering Offices: ATLANTA e CHICAGO 
VICKERS INCORPORATED CINCINNATI e CLEVELAND e« DETROIT e GRAND 
DIVISION OF SPERRY RAND CORPORATION RAPIDS « HOUSTON e LOS ANGELES AREA (EI! Segundo) 


MINNEAPOLIS e NEW YORK AREA (Springfield, NJ.) 
PHILADELPHIA AREA (Media) « PITTSBURGH AREA (Mt. 


Machinery Hydraulics Division Lebanon) « PORTLAND, ORE. « ROCHESTER e ROCKFORD 





ADMINISTRATIVE and SAN FRANCISCO AREA (Berkeley) « SEATTLE « ST. LOUIS 
ENGINEERING CENTER La ya rte yt e Factories also in: AUSTRALIA. 
Q , ‘ma . JAPAN AND GERMANY e in Canada: Vickers- 

Department 1424 * Detroit 32, Michigan Sperry of Canada, Ltd., Toronto, Montreal and Vancouver 


Typical transfer line installation shows ample use 

of Vickers hydraulics for actuation and control of 

automated operations. ENGINEERS AND BUILDERS OF Ort HYDRAULIC 
EQUIPMENT SINZTE 1927 
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Ideal’ s plant at Portland, Suivatle ees of the most ace mae aaa in the world. 


a a 





Modern instrumentation, careful 
engineering, and a constant program 
of plant renovation make Ideal Cement 
Company’s 15 producing plants among 
the most efficient, low-cost producers 
of Portland cement in the world today. 


For more than 50 years, Ideai stock 
(and that of its predecessor companies) 
has been on the Over-the-Counter market. 
Listing has now been effected on 

with the New York Stock Exchange and the 


Crowd Pacific Coast Stock Exchange. 
the counNy 


IDEAL Cement Company 


DENVER, COLORADO 





15 Plants and 4 Terminals 
Serving Some of the Most Rapidly 
Growing Areas of the Nation 





Ad No. 4 











PRODUCT PLANNING 
continued from page 36 


er S-eye-view of a proposed product. 
But dont let the high costs of tooling 
up or the difficulties of working with 
a heavy or bulky product persuade 
you to rely on guesswork alone. 
Techniques for pre-evaluating pro- 
posed products, even of such kinds, 
are widely and inexpensively avail- 
able. 


4, Have all basic assumptions un- 
derlying new-product work been ex- 
haustively studied and tested? 


Often the initial decision to assign 
a high priority to a proposed new 
product is based on a_ preliminary 
(and sometimes superficial ) apprais- 
al of the problems involved. It is ex- 
tremely important to subject such a 
decision to careful review, before 
committing sizable funds to the proj- 
ect. In particular, all basic assump- 
tions should be reviewed. 

Many a new-product failure can 
be traced to using unsound premises 
as a basis for its development. Those 
premises may involve scale of de- 
mand, price, nature of competition, 
distribution channels, or almost any 
other element of marketing. You 
should be especially on guard against 
wishful thinking in this key area. 

As an illustration of how it could 
happen to you, here is the experi- 
ence of a well-managed company, an 
industry leader in a field that sells 
largely, jonah ‘ no means ex- 
clusively, through jewe ‘Iry channels. 
The objective of the new -product 
program was to expand volume by 
adding products similar to the com- 
panys existing line in terms both of 
manufacturing skills required and of 
distribution channels used. One 
product under consideration was a 
camera about as large as a pack of 
cigarettes. The analysis that led the 
company to embi irk on research and 
developme nt of the camera simply 
stated that a product with such-and- 
such characteristics could be sold in 
volume through jewelry outlets. Hun- 
dreds of thousands of R&D dollars 
later, the company perfected the 
product. At that point they found 
that cameras in the same price class 
as theirs were sold almost exclusively 
through photographic outlets. The 
product was quietly interred. 


5. When products have been in 
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development over a period of time, 
is the marketing picture periodically 
and routinely re-examined for new 
or changed factors that affect the 
volume outlook? 


It often takes considerable time 
to move a new product from the idea 
to the ready-for-production stage. A 
further lag is caused by the varving 
lead-times required for tooling and 
production. In effective new-product 
programs, provision is made for a 
periodic and routine, but far from 
perfunctory, re-examination of the 
marketing situation. Today the mar- 
keting picture changes with often 
breath- taking rapidity. A soundly 
conceived product, created to fill 
an unquestioned need, may fail be- 
cause some other product aimed 
the same need-target beat it to the 
marketplace. 

Careful attention to trends affect- 
ing basic market factors is also es- 
sential. The hazards of basic market 
changes are illustrated by the case of 
Ford's Edsel When the 
plans to launch the Edsel were made, 
the middle-price automotive market 
and expanding segment 
of the total. But it took three vears 
to translate the plans for the Edsel 
into a product-in-being with a going 
dealer Early 
Edsel sales were below expectations 
—partly because the middle-price 
share of the auto market was far 
smaller in 1957 when the car was 
introduced than it had been when 
plans were frozen tor production. 

You are unlikely to have to cope 
with the hazards that a three-vear 
lead-time adds to the always risky 
business of developing and market- 
ing new products. Even so, the Edsel 
to 
innovation 


new Car, 


was a large 


organization to sell it. 


experience is one remember. A 
major competitive 
shi arp change in import competition 
may mi ike it desirable for vou to re- 
examine your = Often it is far 
» put the brakes on 
a product and ° oat” the research and 
development costs than to market a 
product when the odds against its 


changed materially. 


Or a 


le SS ¢ xpe Nsi\ e 


success have 


6. Have the differences between 
your new products and your basic 
business—and especially the market- 
ing differences—been fully recog- 
nized? 


A company’s failure (especially in 
the planning stages of the program ) 
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ONLY THE 
_---- [Ze 


—keack-Fork 


(eee oree 


HAS IT! 
WHAT IT DOES The Raymond Reach-Fork 


enables you to install 6-ft. aisles in your 
warehouse right now! For the first time, 
there's no need for special racks or pallets. 
Using existing equipment, you can increase 
storage capacity as much as 50%. 

add? 


: ¢ RA rmono “we 


HOW IT WORKS The hoi operates 
from the aisle . . . it does not straddle the 
bottom pallet like other narrow-aisle tiering 
trucks. Its forks reach right into the storage 
rack to pick up or deposit your load. Forks 
reach outa full 24” and inal in seconds. 



















AVERAGE 10 to 12-FT. AISL i) 


ADDED 
SPACE 
per AISLE 








OTHER ADVANTAGES The Raymond Reach-Fork can 
be used on low-capacity elevators and floors due to 
its light weight. Ideal for loading motor truck trailers 
and boxcars too... because it stacks pallets closely, 
elevates 41” without increasing overall height. Equip- 
ped with new Raymond Power Unit that opens like 
a book for fast, easy servicing. 


eee 3) RAYMOND REACH-FORK 
—Se Electric Tiering Truck. 
Cap. 2,000 and 3,000 Ibs. 


ELECTRIC INDUSTRIAL TRUCKS @ HYDRAULIC ELEVATING EQUIPMENT 


SEND 
FOR 
BULLETIN 


The RAYMOND CORPORATION 


4633 Madison St., 


Greene, N.Y. 


( ) Please send me latest Reach-Fork Bulletin. 
( ) Please have a Raymond representative call. 
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1p ofp: 


SWITCH FROM ‘SAVING’ TO 
MAKING MONEY: 


Why burden yourself and your executives with the countless details of an unpro- 
ductive department—the purchase and care of your trucks? 

Leasing your trucks the “NATIONAL” way doesn’t cost, it pays. That’s because 
you immediately have top executive time available for the profit-making depart- 
ments of your firm. 

You add truck experts to your staff, but not to your payroll. You gain both exec- 
utive time and capital 

Do as other profit-minded truck users; plan now to change over from ownership 
to leasing... the “NATIONAL” way. For facts about truckleasing, write: 


® | 
TRUCK LEASING SYSTEM 


Members in principal cities in the United States and Canada 


23 E. JACKSON BLVD., SUITE D-3 + CHICAGO 4, ILLINOIS 




































NOTHING PUTS 
A MESSAGE 
ACROSS LIKE A 





iranspaque 
visual 

communication 

projector! 








Nothing makes an audience comprehend and 
retain a message like a combined aural and 
visual presentation. For adding visual impact, 
the Transpaque is invaluable. 

















With it, you can project reports, charts, sta- 
tistics, diagrams or photos with greater bright- 
ness on the screen than with any other pro- 
jector. Precision-made mechanically and op- 
tically. 





Perfect for executive and em- 
ployee training programs, man- 
agement and board meetings, 
sales conventions, industrial mar- 
keting seminars, distributor and 
dealer meetings. 


| 


For full information or free 


demonstration write Dept. D-38. 





(P|JROJECTION (O)|PTICS 


PROJECTION OPTICS CO., INC., 330 LYELL AVENUE, ROCHESTER 6,N. Y. 


Makers of Precision Optical Equipment Since 1919 
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to recognize the basic and striking 
differences between the business it 
is in and the business it proposes to 
enter spells doom for many new 
products even betore they see the 
light of competition. 

This problem is particularly acute 
in the case of companies that domi- 
nate their industry. They tend to 
enter new- ‘product marke ting with a 
rather strong “we are a leader’ bias. 
Despite the new-product actuarial 
tables, they are confident of success. 
Often they stumble and fall, tripped 
bv overconfidence. 

Their new product goes into a 
market where it is often a “me, too” 





THE AUTHOR « Rich- 
ard D. Crisp writes on 
marketing problems with 
the authority of experi- 
ence. For eight vears, he 
was director of marketing 
research and an owner of 


Tatham-Laird. Inc.. a Chi- 


cago advertising agency. 





Since 1955 he has headed his own market- 
Ing-management consulting firm, Richard 
D. Crisp and Associates, Inc. Mi Crisp has 
ilso served as staff assistant to the sales vice 
president or 3. & Johnson & Sons, In 

department of 


Foote, Cone & Belding account research 
supervisor for Lord & Thomas; and a mem- 
ber of the merchandising staff of Young & 
Rubicam, Inc. He lectures at Northwestern 
University and is the author of several books, 
including Marketing Research, recently pub- 
lished by McGraw-Hill Book Company, Inc 


Manage! of thie marketing 





or “just another” product, rather than 
a leader. Competitors ignore (as 
they should) the company s acts. 
Thev fail to follow—which can be 
disconcerting to those who think 
terms oft leadership. As a result, the 
company finds that its appraisals of 
“what will happen when we do such- 
and-such” are grossly in error, 

This is an extremely important 
problem area, partly because of its 
vreat and inescapable complexity. 
Differences between vour estab lished 
product and your new product may 
exist in almost any section of the 
marketing picture. They may exist 
in the area of product differentiation, 
for example. You are a leader in your 
basic industry because your prod- 
ucts are cle arly superior in ways that 
are important to the customers who 
use them. Your new product may 
be insufficiently differentiated, or dif- 
ferentiated in ways that are consid- 
ered need by the customers 
youre selling. What happens then? 
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By Using the Weber Touch-Stencil System 


All Shipping Cartons at Gillette 
are Addressed by One Man! 


Great savings result. Savings in manpower vitally needed in 





OSes 


more productive positions. Savings in time, particularly dur- Stencils and invoice forms prepared 


ing peak shipping periods, enabling customers throughout 


together on automatic tab equipment, 


the United States to receive faster and more efficient service. 


Savings in costly addressing errors. 


At Gillette Safety Razor Company, a Weber label-size 
stencil is pre-tabbed over the addressee section on Gil- 
lette’s customer invoice forms. The invoices, with sten- 
cils attached, are then fed through the tabulating ma- 
chine which cuts the stencil and addresses the invoice 
in one operation. The Tab-On stencil and invoice are 
then sent to the Shipping Department, where the sten- 
cil is quickly attached to a sturdy Web-O-Print hand- 
printer — ready to address an indefinite number of 
cartons just by touching them. 

No order is completed until it’s been shipped, and 
nothing gets shipped until it’s been addressed. What- 
ever paperwork method or material handling procedure 
you now use, a Weber System can be tailored to your 
requirements. 


Find out more about how you can save time and money 
in shipping the same as Gillette has. Send coupon for 
your free copy of our 16-page brochure which outlines 
the 7 famous Weber marking and addressing systems 
now being used by the leaders in every industry. 
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NEW 16-PAGE 
SYSTEMS BOOKLET 
No charge. 

& er Just mail the coupon. 


MARKING SYSTEMS a, 





= we eae ne 

Division of Weber ™ pp > 
Addressing Machine Co., Inc | 
Mount Prospect, Illinois : 
Creators of Svstems and Equipment 
for Addressing and Marking = 

— —- == ae ee ee: ee ee ee ee ee ee ee eee ee ee ee ee > GD ge 

WEBER MARKING SYSTEMS | 
| Dept. 3-c | 
| Mount Prospect, Illinois 
| Name | 
7 Posit on | 
| Company as 7 
| Address | 
| City a : Zone State J 
Ee enn erica tiannndiinilienesdimedieadientieetienimnimeniend 





All the experience you have devel- 
oped in your basic business becomes 
either irrelevant or obsolete. You 
have no basis for judging the extent 
to which, for example, your conver- 
sion of “triers” to users is good, fair, 
or poor. Besides, your estimate of the 
influence of price strategy on volume 
is unlikely to apply to this new, 
strange situation. 

Or consider service. Perhaps the 
basic products you have been selling 
have required: very little service. 
Your new product takes you into an 
industry or product area in which 
prompt service is more important to 
vour customers than what seem to 
vou to be basic differences in the 
qualities of the products themselves. 
What do you do now? To keep the 
situation simple, let's assume that 
vou anticipated this problem. But it 
would be tar more realistic to assume 
that you had tailed to do so and only 
found out about it when vou tried 
to diagnose your disappointingly low 
rate of sales. 

Another problem might well de- 
velop in trade practices and terms. 
As a newcomer in an industry, you 
will have to offer distributors all the 
attractions and advantages they have 








G. T. Peterson (left), manager of product planning for the RCA Victor Radio and “Victrola” 
Division of the Radio Corporation of America, confers here with engineering, merchandis- 
ing, and design executives on plans for a proposed model in RCA’s high-fidelity line. 


been getting from other companies. 
To break in, you may have to offer 
more. What will you do if the exist- 
ing concerns equal or exceed your 
offers? How far are you prepared to 
vo to “buy vour way in ? 

The answer to that last question 
can be vital. It certainly was in the 
case of one of the most spectacular 


financial flops in thé new-product 
When Brothers intro- 
duced Swan soap as a challenge to 
Procter & initial 
plans called for an advertising ex- 


area, Lever 


Gamble’s Ivorv. 
penditure rate three times that of 
Ivorys going rate in the planning 
period, But by the time Swan was 
actually launched. P&G's expenditure 





Save time, money! Ship 





jelele). Pugerielele). ae) k's. Ss gee 2), led. 7 Ws 1 2 ee cl eS] a fe) 2) Sl on tee 9 4 -i eet-d  e 





68 












LEFT: RCA-Whirlpool Mira- 
cle Kitchen, sent city to city by 
North American Van, arrives 
okay, right on schedule. 


RIGHT: North American 
movers load van for new 
Whirlpool show. Careful pad- 
ding protects items for safe 
delivery. 


your displays 
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more ethcient. 


change if the time interval involved is long. 


keting planning. 


of nonrepetitive \ olume. 





Cues to Successful Product Planning 


Here is a summary of the main points to keep 
in mind when planning a new-products program: 


program 


company knows best. the greater the dangers and risks. 


@ Make sure your new-product planning is customer- oriented 
rather than factory-oriented. Study and validate all basic assump- 
tions before making extensive commitments. Recheck them as a 
precaution against obsolescence through market or competitive 


1 product into a market as it is. not as vou mav wish 


e Maintain a careful schedule. Provide adequate time tor mar- 


@ Minimize risk by introducing the product on a limited scale. 


@ Check results against forecasts, and take appropriate 


rate for Ivory had been tripled. Pub- 
lished estimates of Lever Brothers’ 
loss on Swan have run as high as 
$20 million. 


Is the scheduling of your new- 
ain dev elopment wealiithesiie es- 


e Start out with specifically defined objectives. Such objectives tablished and reasonably maintained? 
reduce the area of search and tend to make the entire 


There can be no question of the 


@ Begin with the company's existing business and work out from difficulties implicit in establishing 
there. The more a new product differs from the product the and maintaining an “on time” sched- 


ule in research and developmental 
work, particularly where that work 
is primarily creative. But eventually. 
in the development of every product. 
a point is reached when it is possib le 
to predict with reasonable certain- 
tv how soon the product can be 


@e Carefully define and recognize the differences between the launched. It is in the scheduling of 
business the company knows best and the business the company activities during this interval that the 
is entering with a new product. Plans should be made to launch most marked differences between the 


it were. practices ot successtul companies and 


average concerns appear. 
Traditionally, delays in research 

and development are allowed to soak 

up a larger and larger part of the 


e@ In interpreting results, take into account the distorting tactor total time before introduction dav. 


As an almost inescapable conse- 
quence, vital elements in marketing 
planning are telescoped or eliminat- 
ed. The new product slides down 


action. 











DOUBLE-CHECK THESE ADVANTAGES: 


x7 Eliminates costly crating and uncrating. 
XS On-time delivery; fastest service anywhere. 
KL Liberal pads, covers—100°%) protection. 
WS Door-to-door service; no delay. 


N44 Frees your personnel for customer contacts, 





WY One exhibit or 100; no schedule too tough! 


& 


Le’ us ship 
Your Exhibits to the 
Universal and International 
Exhibition at Brussels, Belgium 
April 17— Oct. 19, 1958 





RELOCATED OFFICES AND LABORATORIES 





MARCH 1958 


via North American Van— 





Phone Your North American Van Lines Agent Now. 
He’s listed in the Yellow Pages under ‘“‘Movers.”’ Or 
send coupon below for details of Exhibit Display 
Moving, other North American specialized industria] 
services, and ‘‘Wife-Approved”’ moves for transferred 
personnel. North American Van Lines, Inc., World 
Headquarters, Fort Wayne, Ind. North American 
Van Lines Canada, Ltd., Toronto. 





North American Van Lines, Inc. 
, World Headquarters, Dept. Dr-38, Ft. Wayne 1, Ind. 


Without obligation send report on Impact-0-Graph tests and these booklets: 








(1) Exhibit Displays [) High-Value Products 

1 Transferred Personnel [) International Fairs 

Name 

| 

" Company.............. 
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Colitho Offset Plates 


for Systems Duplicating 











GREATER 
UNIFORMITY 


FASTER 
PREPARATION 


EAS/ER 
HANDLING 


-»» because they're pH-Controlled J 


A unique pH-control process insures the ideal chemical bal- 
ance in the coating of Colitho direct image offset paper plates 
for systems duplicating. 

pH-control coated Colitho plates are highly versatile. 
They can be used in the first, second or third position and in 
forms which include other types of masters. They can be 
preprinted by either offset or letterpress. 

In addition to speedier make-ready and less down-time, 
pH-control coated Colitho plates deliver matchless uni- 
formity from first copy to last, from form to form. No 
wonder systems men in quest of quality and economy are 
switching to pH-control coated Colitho plates for superior 
duplicating. Columbia Ribbon and Carbon Mfg. Co., Inc., 
Glen Cove, N.Y. Columbia Ribbon and Carbon Pacific, Inc., 
Duarte, Calif. 


COLITHO DUPLICATING SUPPLIES 
Matched Colitho duplicating supplies insure maximum per- 
formance of Colitho plates. They help make every duplicator 
a better duplicator, too. 


DIRECT IMAGE 


Offset OVUPLICATING 


PAPER PLATES 





OFFSET DUPLICATING 
PLATES AND SUPPLIES 


—— hn am «© 





*T.M. Reg. U.S. Pat. Off 
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the ways and sinks with only a few 
bubbles to mark the spot. 

In contrast, those companies that 
make something close to a fine art 
of new-product activities generally 
enforce a carefully predetermined 
time schedule throughout the new 
products developmental _ period. 
They have written lists of all kev ele- 
ments and decisions that must be 
made and adequate time allocated 
tor each. That kind of detailed sched- 
ule—which might run to more than 
150 different major decisions in mar- 
keting alone—is a potent planning 
tool, which minimizes many of the 
serious risks that might handicap the 
new product. 

There are two wavs to enforce 
such a schedule on a research-and- 
development team. First, successful 
companies often have no research 
and development team. Instead, they 
have a new-product team, on which 
both research-and-development and 
marketing management viewpoints 
are represented and closely integrat- 
ed. Second, commercially acceptable 
standards of product performance 
are provided as a guide to research 
and development efforts. This elimi- 
nates the time problem, with which 
most executives experienced with 
new products are familiar. The tech- 
nical research group wants “just a 
little more time.” In return. they 
promise a “much better” product. 

In some ways, producing a new 
product is like a pregnancy. A point 
is reached: when more time in the 
womb contributes little to the baby, 
and it can be mighty hard on the 
mother. 


8. Is your new-product marketing 
routinely begun either on a test-mar- 
ket or on a controlled, limited area 
basis? 


New-product marketing is fraught 
with risk. It is only plain common 
sense to minimize that risk by reduc- 
ing the scale of its introduction. Ex- 
perienced companies try to do this 
by using a carefully pre-planned test 
market or a limited geographical in- 
troduction, which is also a test of 
sorts. 

There are two important advan- 
tages in this limited-risk approach. 
First, when the product is a dud, 
the small-scale introduction demon- 
strates that fact, usually unmistak- 
ably, with a minimum investment of 
time, effort, and money. Second, al- 











most all test-market or limited-scale 
introductions reveal “bugs” in the 
marketing plan or ways to improve 
its substantially. By 
using a market test as the production 
management team uses a pilot plant, 
both the likelihood of and 


the scale of that success if achieved 


effectiveness 


suCCeSS 
can be increased. 


9. Is nonrepetitive or stock-build- 
ing volume carefully considered in 
evaluating the limited-scale test or 
introduction? 


One otf the most frequent mistakes 
(otten, it 
sistible ) tendency of management to 
underestimate the length of 
and the volume required to build up 


is the stro seems. irre- 


2) 
pid 


distributors supplies of a new prod- 
uct. As a result. some of this stock- 
building volume is incorrectly trans- 
lated into actual consumer sales, thus 
causing estimates of the new prod- 
ucts market potential to be ridicu- 


loushy exaggerated. 


10. Do you carefully compare the 
sales volume and the cost of achiev- 
ing it with the pre-introduction 
budgets and forecasts? 


Caretul and continuing attention 
to whether the sales achieved and 
the ot those 


match. exceed. or run under pre-in- 


costs securing sales 
troduction budgets and forecasts is 
standard operating procedure in et- 
tective new-product programs. It is 
important to watch the vital earl) 
results so that appropriate action can 
be taken. The definition of “appropri- 
ate action’ depends on how actual 
volume and expenses compare to the 
‘forecast. If the product is destined 
for failure, minimize losses and trip 
the trap on it at the earliest possible 
moment. If the product is running 
ahead of forecasts, then carefully 
controlled experiments to see how 
high volume can be pushed, perhaps 
with additional promotion or sales 
force, are indicated. 


It is impossible to cover new-prod- 
uct development completely in a 
single article. But these questions 
and answers represent a comprehen- 
sive checklist for setting up an eftec- 
tive new-product program. No one 
can hit the ball out of the park on 
every new product, but if you tollow 
these tips youll make fewer strike- 


outs. END 
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NARROW CONGESTED DOCK? This narrow 
raildock required a flared Magliner dock board, 
allowing power trucks to make sharp, right 
angie turns 





GROUND LEVEL LOADING? Check into a 


Magliner mobile loading ramp—a loading dock 


on wheels where you wantit...when you 


want it. One man moves it 








rr 






Sas 


RS ° “Saat 
PLANNING A NEW PLANT? Insta!! Magliiner 
Perma-Docks — the permanent magnesium 
dock board system. Low initial cost eco- 
nomical installation maintenance-free 
operation. Built-in dock loading efficrency— 
plus more usable dock space 





| Please send me my copy of 
1 Howto Cut Dock Loading Costs. 
Check here for information on: 
| (1) Movable Dock Boords 
| [] Permanent-Type Dock Boards 
[] Mebile Leading Ramp 

[} Delivery Truck Ramp 


MAGLINE INC. * BOX 33 
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And they'll stay down with Magliner 
magnesium dock boards on the job! 
Magliners speed loading, eliminate 
dock congestion get extra work 
from power trucks and other loading 
equipment. Costs go down and stay 
down because Magliners are magne- 
sium light—easy to put down... easy 
to move. No heavy lifting ... no injury 
hazards. Men, loads and equipment 
move fast, sure, safe—protected against 
accidents and costly damage. 





Magliners are magnesium-strong too, 
for rugged dependable service. . . safely 
handle loads up to 20,000 Ibs. and more 
Magliners are low in initial cost, pro- 
vide long-life service, require less main- 
tenance. Economy and cost savings 
right down the line! 


Put all these advantages to work for 
. put Magliners to work on your 


YOu . . 


dock! 


eu Le 


MAGNESIUM 


DOCK BOARDS 


Canadian Factory: Magline of Canada Ltd., Renfrew, Ontario 



























Name | 

Company — 

Address -_ 7 

Zone State } 

~ e PINCONNING, MICHIGAN 
7 | 
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The challenge of 
Friden /ape-Talk is bigs 


1 as your imagination 


If you can imagine an Automatic automation you wish to achieve, 


Office, Friden can deliver it now! Friden Tape-Talk machines will (1) 
Eliminate need for manual move- 


That’s the authentic, down-to- 

earth miracle Friden builds into ments and operator decisions; (2) 

machines that write, read and cal- 

culate with punched paper tape! 
To benefit by this miracle, your 

mind must open to radical change 

—from familiar, standard methods 


=> 


i. de tia, 


Increase work volume output with- 
out increasing payroll costs or over- 
time; (3) End primary and com- A 
pounded errors normally occurring 
in data recopying. 


of handling paperwork to auto- Call your nearby Friden Man or 
matic systemizing by Tape-Talk. write Friden, Inc., San Leandro, 

Friden promises this: In exact California...sales, instruction, serv- 
proportion to the degree of office ice throughout U.S. and the world. 


© Friden, Inc. 
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Automatic tape Automatic code tape ; Automatic calculator-tape ; Output Machina 


billing department in one desk : adding-listing machine : punch combination 


Automatic tape 
reader-selector-sorter 


Automatic tape 
transmitter-receiver 





S hexowrutinr® : Friden fully automatic ; Friden 
aa | ; ; Calculator— : Natural W 
Automatic justifying Automatic tape : The Thinking Machine of cent Bon | 
type-composing machine :  writing-accounting machine American Business Adding Machine 
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INSIDE INDUSTRY 





New Methods, Materials, and Equipment 


@ Maintenance Talk and Tools 


® Waste-Oil Disposal 


Pollution steals the show 


As if to underscore their growing 
significance to industry, air and wa- 
ter pollution was the subject of tech- 
nical discussions at the recent Plant 
Maintenance Show in Chicago. Over 
1,000 plant engineers attended the 
session, Where experts explained how 
maintenance managers can help re- 
duce pollution. Their main emphasis 
was on the importance of catching 
pollutants at the source, not as they 
are about to enter the atmosphere or 
nearby rivers or streams. The experts 
also strongly advocated holding 
wastes in lagoons when streams are 
low, for gradual release only when 
streams again reach the normal level. 

Among the exhibits, the enormous 
variety of small hand and shop tools 
was outstanding. There was a tool 
for every maintenance function, and 


many of the tools had more attach- ’ 


ments than a household mixer. The 
trend is to add power ~either steady 
or explosive—to all tools formerly op- 
erated by muscle power. 

The exhibits of floor coverings and 
floor-cleaning apparatus were also 
noteworthy. Some new floor cleaners 
look more like 
vertibles than industrial 
The George H. Tennant Company's 
biggest floor sweeper features dual 
headlights and a two-tone paint job, 
and costs a good bit more than some 
Cadillacs. 


swept-swoop con- 


machines. 


More drums in less space 


New 55-gallon drums can_ be 
stacked closer together because their 
hoop-like ridges are irregular. When 
one drum is stacked against another, 
the hoops interlock instead of meet- 
ing. Because of the interlocking et- 
fect, the drums, which were devel- 
oped by Signode Steel Strapping 
Company, Chicago, can be strapped 
together and handled in pairs or 
fours without a pallet. Vulcan Con- 
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®@ Interlocking Drums 
®@ Faster Molding Method 


®@ Longest Plastic Pipe 
® Things to Come 





MEPHISTOPHELES: Actually, this isn't a devil appearing in a burst of fire, but an inspector 
observing an automatic welding operation. Truck rims made here at Firestone Steel Prod- 
ucts, Wyandotte, Mich., are ten pounds lighter than those made by conventional methods. 


tainers. Inc.. Bellwood. Ill... makes 
this new kind of drum. 
intercompany plastic pipe 

A plastic pipeline more than a 


mile long now links the zirconium 
and titanium sponge plant of Mal- 
lory-Sharon Metals Corp. to the so- 
dium plant of U.S. Industrial Chemi- 
cals Company at Ashtabula, Ohio. 
The 6,200-foot-long  carbon-black- 
filled polvethvlene pipe is regarded 
as the longest plastic pipeline in the 
world. With an internal diameter of 
six inches, the pipe carries a hot. 
saturated brine that is a by-product 
of the metals operation. 


Oil dump 


Waste cooling oil from machine- 
tool sumps can now be more readily 
disposed ot by a plant vehicle spe- 


cially designed for the job. Called 
the Sludge-Vac. the $5,000 machine 
has a 200-gallon capacity. It dis- 
charges its cargo of chip-filled oil 
under pressure. The manufacturer, 
Gorske Industrial Equipment, Indi- 
anapolis, will soon introduce a small- 


er version. 


Progress in plastics molding 


Injection molding techniques—one 
of the big reasons for the plastics in- 
dustry'’s phenomenal postwar growth 
—now account for a tremendous 
range of products and parts for both 
industrial and consumer use. Molded 
polystyrene, for example, today is an 
integral part of products as diverse 
as electric hair-drvers, industrial 
truck controls, and chandeliers (DR 
&MI, June 1957, page 57). 

A basic improvement in any im- 
portant production method is bound 
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Monroe Shock Absorbers 
rely on 

Precision Performance of 

YODER TUBE 


MILLS 


After 15 years of continuous operation 
the Yoder Type-M Electric-Resistance 
Weld Tube Mill shown here, is still pro- 
ducing precision tubing for the Monroe 
Auto Equipment Co., Monroe, Michigan. 
Yoder produced tubing is the basic com- 
ponent of the famous “Monro- Matic” 
shock absorber. Measuring 2 44” outside 
diameter (plus several other sizes) the 
tubing is made from 22 gauge strip in 
one continuous Operation .. . it is auto- 
matically cold-roll formed, welded and 
cut to pre-determined lengths. 

This typical installation of a Yoder tube 
mill exemplifies the accuracy, depend- 
ability and production economies of 
Yoder-made tubing. If your business 
requires pipe or tubing, ferrous or non- 
ferrous, in sizes from 14" to 2G” diameters, 
there is a Yoder mill designed to produce 


it economically, efficiently and accurately. 


THE YODER COMPANY 
5531 Walworth Ave. « Cleveland 2, Ohio 


Check into the many cost- 
saving advantages of 
operating a Yoder pipe 
or tube mill... write 
for the fully-illus- 
trated 88-page Yoder 
Tube Mill Book... 

st 1s yours for the 
asking. 
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TUBE MILLS 


(ferrous or non-ferrous) 


MANUFAC TURIFG 
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EASY MAINTENANCE: When light fixtures are suspended on pullevs, plant maintenanc: 
S I | 

men dont have to climb ladders er use elevated-plattorm trucks in order to change light 

bulbs or clean fixtures. This method is particularly applicable in plants where aisles are. too 

narrow to admit trucks or even ladders. Fixtures weighing as much as 120 pounds can b 

hung trom this puilev. which is made by the Thompson Electric Company in Cleveland 
c | | i 


to interest an awful lot of people, 
particularly when it promises. sig- 
nificant savings to the fabricator— 
savings that eventually be 
passed along to purchasers. And like 
any other fabrication technique, in- 
jection molding has its limitations. 

| Recently W. R. Grace & Company, 
which two vears ago diversified into 


might 


plastics. announced that it had ob- 
tained exclusive licensing rights to a 
new injection-molding technique that 
is described as offering manutactur- 
iIng-cost savings of up to 20 per cent 
to makers of injection-molded plastic 
parts. 

With the new technique, known as 
valve gating, the molten plastic is 
held in a reservoir while pressure is 
built up until it actuates the release 
of a valve (or valves), forcing the 
liquid into the mold at high speed. 

Several advantages are claimed tor 
the valve-gating process, which was 
developed by Columbus — Plastic 
Products, Inc., Columbus, Ohio, and 
licensed to Grace. For one thing, it's 
said to reduce scrap losses and re- 
jects, cut down shrinkage and finish- 
ing costs, and involve less clogging 
of the mold. For another, 
claims, it permits reduction of the 
parts. Timing 


Ccrace 
weight of finished 
evcles are also cut down, and multi- 
ple valve gating offers the possibility 
of larger using molding 
equipment of smaller size than that 
required by conventional molding 
methods. 


pieces, 





Things to come 


@ “Walkie-cookie’ is the name given 
by Westinghouse engineers to an ex- 
perimental oven that can be turned 
on or off by remote control. The con- 
trol is a small transistor radio trans- 
mitter that a 
about with her while she shops, plays 


housewite can carry 


bridge at the club, or works. 


@ Continuous processing is now be- 
Ing adapted to commercial laundries. 
\ nation-wide organization of laun- 
dries has commissioned Stantord Re- 
search Institute to develop a new 
automatic process to replace present 


batch methods. M. M. 





-. 


QUICK WORK: Demonstrating the valve- 


gating technique, a W. R. Grace technician 
takes polyethylene dishpan out of mold. 


DUN'S REVIEW and Modern Industry 
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NEW WAY TO UPGRADE YOUR PRODUCTS: VINYL COATINGS 


This lustrous vinyl-coated 


automatic dishwashing, 
prevents clattering and 
chipping of delicate china. 









For soft, colorful seating ... 
for table tops... 





For premium slip-proof 
garment hangers and sox 
stretchers that won't 
rust or tear... 
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For bassinets, metal 
play pens, children's 
furniture... 


For leather-like 
stair-well filler, 

protective 
screening... 






Colorful, leathery coatings 
for wire and expanded steel 


Tough leather-like coatings of vinyl 


acteristics of the final coating are 


can create profitable new markets 
for you with wire and expanded steel 
products. Colorful coatings up to 
1 16” (60 mils) thick can be de- 
posited on heavy wire, rod_ stock, 
or expanded steel in one dip. Or by 
spraying it on. 


determined by the formulation. After 
spray or dip application, a short heat 
cure the resin and perma- 
nently bonds it to the metal. 


“sets” 


Write for sources of vinyl in liquid 
form for coating metal, glass, or 
wood. Get a head start on investi- 
gating the new, profitable ways to 
use wire and expanded steel—vinyl 
coated for resilience, color and 
premium appearance. Write today! 


You can make the elastomeric coat- 
ings soft and rubbery—or as hard 
as tire casing. Make the finishes 
glossy, matte, or even crinkled. And 
in any color you choose. The char- 


Organic Chemicals Division 
MONSANTO CHEMICAL COMPANY 
Dept. SP-1, St. Louis 24, Missouri 
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Monsanto manufactures a wide 
variety of plasticizers and Opalon® 
resins for formulators of these 
high-quality vinyl dispersions. 
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TRADE ASSOCIATIONS 
continued from page 46 


WY 5) PURO TOSI EI | cece noting egrets 


tions. 
R d C These phrases are not entirely eu- 
e uces osts eee phemisms to escape the “lobby” la- 


bel. Actually, executive agencies and 


Assures Controlled Finish oe | independent — or semi-independent 


‘ ‘ governmental agencies have so pro- 
Provi PS Rapi Stoc Remova literated in the last ten or twenty 

vears that trade associations are 
much more likely to find themselves 


; ] ; lj or . . ° : ° ; a 
aes — | .L pe dealin with admunistratiy tum 
lo assure rapid stock Basic “150° Hydrohoner o eam 


' 
removal and consistent —delivered from stock. 4 tionaries than, with Congress or its 
generation of surface finish ae committees. 

desired, the low-cost “150” ™ ie ore The importance of the Federal de- 
Hydrohoner utilizes the r 4 oN tense budget, now the biggest single 
distinctive Microhoning ee en oe ae chunk of the entire national budget, 
characteristic of self- t 2 

dressing abrasives. Be- 
cause abrasive grits are 
kept sharp-cutting at all 
times by a combination of * a 
controlled pressure and ne 0 meee grey ig % sheer size of the national budget is 
reciprocating -re\ olving - Bie : a “ another Gage of the necessity tor 
motions of tool, a con- . ~~ OF ie. business to have adequate represen- 
stantly high cutting effi- gees: a. ee tation in Washington. 

ciency is effected. > ‘ 


and business interest in procurement 
indicate in part how Important 
representation before nonlegislative 
Government bodies has become. The 


Five Top Activities 


But even though legislative repre- 
Possessing a 12-inch stroke and a work diameter sentation, or lobbying, is. still an 
capacity of 112 inches, the standardized “150” important function of most associa- 
tions, it is tar from being the major 
| activity of the typical group. In a 
tooling to assure easy adaption to a wide variety prospectus of association activities 
of work parts. Also, by addition of standard for 1957-58, Jav Judkins, chief of the 
Trade Association Division of the 


readily accommodates a variety of fixturing and 


Microsize gage automati- 

cally ends cycle when packaged units produced by Micromatic, it can ; 

exact size is reached. | | Department of Commerce, lists the 
err ees = be partially or fully automated. various kinds of Government repre- 


sentation after five other activities. 
Performing to the standards of higher-priced : ott 
erflorming to the standards of higher-priced, All national trade associations. he 


special-purpose honing machines and incorpo- says, will (1) function as the na- 
rating features of a general-purpose design, the nee wun - narere nai their 
Wis ae | particular industries, (2) keep in 
ae “150° Hydrohoner is an economical, long-range close touch with all related indus- 

- ected feed investment for long or short production runs. tries, (3) issue bulletins, usually 
control and stone wear ; . monthly. on business trends. legisla- 
compensation. Send Coupon for Complete Information. ite tein ait Bilin mulated 
and other specialized subjects, (4) 
learn why Microhoning will give efficient stock removal, C, prepare booklets and annual data, 


closer tolerances, accurate alignment and functional surfaces. ~ \ hni 
(5) aided by technical experts, ar- 


range frequent conferences of mem- 
[] Please send Micromatic literature and case histories. hers on current industry problems. 


[] Please have a Micromatic Field Engineer call. 


Swinonow? 





a ee Not until Judkins gets into the 
second category of activities those 
to be undertaken by 70 to 100 per 
COMPANY ae cent of associations—do government 


ST ccneesnenisapeduiiciniticnicnttuenets 








STREET____ | , | relations appear. 

Incidentally, a 1955 survey otf 634 
trade and professional associations, 
| made by the U.S. Chamber of Com- 

i @ OMA Tl r¢ ONE OR Pp merce, shows “government relations” 

M ~ ¢ e as the third most important activity, 

8100 SCHOOLCRAFT AVENUE - DETROIT 38, MICHIGAN’. preceded only by meetings and pub- 
lications. 3 








eT STATE 




















Judkins lists some SO activities in 
all. Of course, it is doubttul whether 
anv one association—even the Asso- 
ciation of American Railroads, with 
a staff of more-than 600, or the Na 
tional Association of Retail Grocers 
with 110,000) members—will under- 
take all or even most of them. But 
the mere fact that there are so many 
emphasizes the impressive variety of 
trade association activities. 

There has also been a trend in 
recent vears to trade association 
mergers. In some cases thev have 
paralleled corporate mergers in al 
lied fields. and some association ex 
ecutives foresee more. But the major 
trend, indisputably, is toward still 
more growth The number of trade 
associations will increase. Each one 
will COVeET a larger piece of member 
ship potential. Activities will spread 
out, especially in such areas as re 
search into raw material sources and 
market 


employee-training programs, indus- 


trends, management- and 


try promotion, and provision ot data 


tor longer-range planning. 


Why They Grow 

Jav Judkins cites three reasons for 
the Increase In trade associations in 
the past: encouragement by Herbert 
Hoover when he was Secretary of 
Commerce in the early 1920's. the 
need for organizations to formulate 
and administer “codes of fair « ompe 
tition under the NRA in the early 
1930's, and the great complexity of 
vovernmental regulations affecting 
business during World War Il. This 
last factor is undoubtedly. still at 
work. | 

At the last count, mid-1957, there 
were 12.200 trade associations. of 
which 1,700 were national. In 1920. 
there were 2,000, with 600 of them 
national in scope, Judkins estimates. 

The generating spark for the crea- 
tion of new associations will come 
trom within the industry. The day 
has passed when a jobless \\ ashing- 
ton newspaperman, hungry attorney, 
Or lame duck (Congressman could CS- 
tablish a one-man bureau to sell his 
services as legislative representative 
to a whole trade on a yvou-share-the- 
cost-and-Ill-get-rich basis. But the 
attempt is still made. Only last Sum- 
mer a man with a wonderful idea for 
a trade association, but no members. 
applied to the American Society of 
(Association Executives tor “contacts 
in his chosen field. He got nowhere. 

What constitutes a large or a small 
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The crankpin bore of a compres- 
sor connecting rod is Microhoned 
on a “150° Hydrohoner within 
tolerances of .OOOI1S” for taper, 


roundness. From .QOO8” to .OO1” 
of stock is removed from the bore 
(.875” diameter x .43” long) in 
about 8 seconds, while obtaining 
an 8 Microinch finish. 












OW Manufacturers Use 
50" sh / UR OW Os) 33 
To Reduce Costs...Control Finish... 
Obtain Rapid Stock Removal 





Leading Manufacturers of precision parts are using the low-cost 
“150° Hydrohoner to secure high production, rapid stock re- 
moval, geometrical precision and controlled surface finishes. 
Indicative of the versatility for application of this highly efficient 


honing machine are the following recent installations: 


QOO0O2” for size and out-of- 





In this installation, a “150” 1s Micro- 
honing in two runs the bore (.313” 
diameter x 1.375” long) of a braking 
cylinder. The first run removes be- 
tween .004” and .006” of stock in 30 
to 35 seconds. During finishing run, 
the final .0O00S” to .0OO8” is removed 
to provide geometric accuracy within 
0002” tolerance and an 8 Microinch 
or better finish. Precision and con- 
trolled finish of bore prevent hydrau- 
lic oil leakage and minimize wear of 





neoprene-cupped piston. 


4h af — - hy ‘ ; Fi ul / . . : — - j » 2 . — 
The Principtes Qihlad AP Pele QriOl O \} CrONONING Are CEXPtained tt @ IVU-MINNTE, 


if ‘ > , . ) 
16min, Found PrIOVIie, Proeress | Pre 


[] Please send me “Progress in Precision” in time for 
showing on | _(date). 


[ ] Please have a Micromatic Field Engineer call. 





[_] Please send Microhoning literature and case histories. 
NAME aa es : sceiiiiiiiciaaihaaaiiiaialiiiniamaaiasiaaanie 
TITLE ' = oun semaines senintempnennnniaieaemanniniemnianapeaiinnitl 
COMPANY iineiaieaimeiian caiaiiienaaina ne Tee ae —— 
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MICROMATIC HONE CoRP. 


8100 SCHOOLCRAFT AVENUE + DETROIT 38, MICHIGAN 
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trade association can be defined in 
clear-cut terms only by 
or budget. Even then a compara- 
tively small staff may administer a 
pretty large budget, depending upon 
the services the association performs. 
Many of the 10,500 
tions have only a mg time execu- 
tive. Even among the 1,700 national 
associations, at least half have four 

fewer persons on their stafts. Yet 


local associa- 


in a recent survey of 243 trade asso- 
ciations, Roscoe C. Edlund, 
tion specialist with Rogers, Slade 
Hill, turned up one with an annual 
budget of more than $6 million and 
seven in the $l-million-or-more class. 
Annual sales of the member compa- 
nies of 68 of the associations studied 
(ail in manufacturing ) totaled more 
than $60 billion—about a half to two 
thirds of all manufacturing sales in 
that year, it has been estimated. 
Staffs range up to 135, and some of 
the business groups have more em- 
ployees than they have members. 
Organizations with thousands of 
small members may operate on com- 
par itively limited funds, but a group 
whose members 


assoclia- 


in a basic industry, 
turn out billions of dollars of prod- 


size of staff 


ucts annually and spend as much as 
$100,000 a year in membership dues, 
may two of 
members. 


have only a score or 


Budget Influences Service 


From the viewpoint of how much 
service they give their members, 
trade associations vary widely. Ed- 
lund describes two groups that rep- 
resent about SO per cent of their 
industries. 
dues of 0.13 per cent of sales volume. 
One covers a $10 billion industry and 
has an annual budget of $1.5 million. 
a staff of 68, and dues that run from 
a minimum of $300 to an unlimited 
maximum. The other 
$55 million industry and has 2 
shared with three 


represents a 
5 mem- 
bers, an executive 
related associations, and dues rang- 
ing from $50 to $550 a year. Obvi- 
ously, the difference is in the services 
rendered members. 

Edlund also found an association 
with dues of 4 per cent of sales vol- 
ume, and another with dues of 1 per 
cent, with an increase to 3 per cent 
under consideration. These associa- 
tions cover industries severely threat- 
ened by competition trom other kinds 


Both have membership : 





















of products. Their heavy assessments 
go primarily into product promotion. 

The U.S. Department of Com- 
merce, reporting on all kinds of asso- 
ciations, says cost of membership is 
“usually” about 0.1 per cent of sales. 
In a big association like the Ameri- 
can lron & Steel Institute the ratio of 
dues to sales is in the range of thou- 
sandths of 1 per cent. 

One factor that permits big asso- 
ciations to keep dues ratios down, 
despite big association budgets, is, 
of course, the tremendous volume of 
sales against which the dues are as- 
But the 
associations obtain free from top ©CXxX- 


sessed. voluntarv services the 


ecutives of member companies are 
probably just as important. 

The Manutacturing Chemists’ As- 
sociation, for example, has one board 
chairman, three presidents, five vice 
presidents, three public relations di- 
rectors, three assistant public rela- 
tions directors, and five men heading 
aid-to-education depart- 


members of its 


corporate 
ments, all as active 
education committee. 

An industry made up of smaller 
units could probably not find so 


much talent for its board of directors. 





Austenal’s new precision-casting plant at La Porte, 
designed and constructed by Wigton-Abbott Corporation, is an 
outstanding illustration of how a plant can be designed to 
permit easy and economical expansion as and when needed. 
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much les 


and tunctional 


s tor one ot 22 


committees, 


technical 


NICA 


pays these committee members noth- 


ing for their services. Even. their 


traveling expenses to attend commit- 


tee SeSSIONS are absorbed by their 


companies rather than by MICA. 


Committe 


e Expenses 


In associations composed ot small- 


er units, and particularly in those of 


national scope, when lo 


() 
a 


and time- 


consuming travel may be required, 


expenses are naturally paid. \ sur- 


Vey made two vears avo by Ernst & 
Krnost tor the ASAE indicates that 
travel expense may amount to a sub- 


stantial 
budget. 


item mm an associations 


The possible scope of a trade asso- 


ciation s activities is illustrated by a 


rundow 1) 


of MCA comn 


iittees: 


alr 


pollution abatement, atomic energy, 


chemical 


packaging, chemicals 


1) 


foods. education advisory. fire insur- 


ahnce general safety. hvdrogen per- 


oxide. industrial alcohol. industrial 


relations advisory. international trade 


and tariff. labels and precautionary 


information. mechanical. medical ad- 


visory, patents, plastics, public rela- 


tions advisory, research 
tank car, tax policy, traffic, and water 
pollution abatement. Notable is the 
balance between the members im- 


mediate 
and their 
public rel 


dollar-and-cents 


advisory. 


COnCCTHS 


interest in the industrv's 


ations. 


The MCA exemplifies the trend 


(to the e 


xtent it exists ) 


to mergers 


among trade associations. The Plas- 


tics Mate 


rials Manutactt 


irers Asso- 


tay 


ciation merged some time ago with 


MCA, and this vear MCA’s absorp- 
tion of the membership of the Ameri- 


can Litl 


nounced. The National Plant 


lium Institute 


Was 


wlhi- 


Ferti- 


lizer Association also merged recently 
with the National Plant Food Insti- 


tute. 


In the quarterly Journal of the 


ASAE. a timberman who had served 
for some time as an association exec- 


utive suggests that more association 


mergers may be required to rational- 
ize the work of the trade groups as 
more and more corporations merge 


and diversify. 
To take care of diversified inter- 


ests. many companies 


belong 


to 


more than one trade association. For 


example, one company is reported to 
be a member, through one or an- 
other plant or division. of 125 trade 


organizations. And some associations, 
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Unique, new DuKane ‘“‘Flip-Top”’ projector makes every neophyte a 
professional salesman... Doubles the effectiveness of your experienced sales 
people! Delivers the message the way you want it, complete with sight 

and sound. Open the hid, plug it in, slide the record in the slot, and the 
Flip-Top starts selling instantly. Ideal for desk-side prospects or small 
groups. Complete with built-in screen. Startling clarity in color or 


black-and-white filmstrip. Top voice fidelity. All for only $99.50 


also from DuKawn EE 


completely automatic 


sound slidefilm presentation 


with the MICROMATIC 





FOR SELLING OR FOR TRAINING, the DuKane Micromatic is the industry’s 
standard for quality and performance. Film advances automatically — 
always on cue—triggered by 30 50 cycle impulse. DuKane ‘‘Redi-Wind”’ 
eliminates film rewinding forever! Shadow-box screen built into carrying 
case, plus plenty of power for big-screen projection. 


i DuKane Corporation, Dept. DR-38a, St. Charles, Ill. 


| I'm interested in a demonstration in my own office 
Duo Kang | 280-100 SMicromati 
CORPORATION | 


Name 


Company I 


Address 
DUKANE products are sold 
and serviced by a nation-wide City Zone State 
RR 6 SE GE Bk en es a is ns is es es a a 











mt @.-@ 8 = : Pa. 
*& PS 2 
bt aad 


~ > 


oa 

= 
on 

bs ee « . >? a 
a 


















Trained Equipto engineers stand ready to give you 
the benefit of vast experience in laying out storage 
facilities. This valuable service will give you a 
quick, accurate idea of the number and types of 
units you will need ... will assure maximum use 
of every inch of floor space .. . will increase 
working efficiency and save man-hours because of 
expert arrangement of units 

Equipto steel shelving features an exclusive steel 
stud that eliminates nuts, bolts, and tools... 
assures 60% faster assembly, instant shifting of 
shelves on 114” centers without moving adjacent 
units, greater shelf capacity. So if you plan to 
build, modify, or expand your storage facilities, 
take advantage of Equipto’s free layout service. 
Ask our engineer to call, or write for 

catalog on complete line. 





660 Prairie Ave., Aurora, Ill 
Steel Shelving . . . Parts Bins ... Lockers... 
Drawer Units . Carts Work Benches 
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proved performance and dependability 


The electronic facsimile machine for making 
mimeograph stencils e paper offset plates 
e single positive copies of graphic material. 


It uses just seconds of personnel 
time; requires no technical oper- 
ating skill to achieve superior re- 
production quality. Manufactured 
by Times Facsimile Corporation, 
a pioneer in the development and 
one of the major suppliers of 
electronic facsimile equipment. 
Durably built with precision-made 
mechanical parts and electronic 
components designed and con- 
structed in accordance with 
approved standards. Its attractive 
cabinet design occupies only 26” 
x 18” of floor area. 








Stenalay 
TIMES FACSIMILE 


CORPORATION 
540 West 58th Street 


New York 19,.N. Y. 


1523 L Street, N.W. 
Washington 5, D. C. 








or federations of associations, have 
worked out vs of the 
needs of members with widely vary- 
ing products. . . 
The National Electrical Manutfac- 
turers Association, for example, has 
sections for manufacturers of prod- 
ucts ranging from small household 
appliances, or even electrical-product 
parts, .to| power-producing equip- 
ment. NEMA does an outstanding 
job of planning its program in detail 
a year ahead. Then it budgets most 
of the individual projects and levies 


Wavs meeting 


the cost against the sections whose 
members will benefit. ( At the end of 
the vear, actual costs are determined 
and assessed against members, re- 
sulting in either a debit or a credit 
against next vears bills.) In this way 
NEMA can undertake projects of 
interest to single groups without bur- 
dening other groups with their costs, 
and still carry on industry-wide proj- 
ects to benefit all members. 


Tax-Exempt Pitfalls 


Tax-exempt organizations 
under the very watchful eve of the 


Internal Revenue Service. According 


COoTNe 


-to the ASAE Journal, the IRS has 


been tightening up on allowable ac- 
tivities for trade that 
want to retain their tax-exempt sta- 
tus. Roughly, the criterion for tax 
exemption whether not the 
service performed is available from 
a commercially operated enterprise. 
Some such may be per- 
formed if they are in the nature of 
by-products of other association ac- 
tivities and do not constitute its main 
purpose, Sometimes exemptions may 
be lifted only from the single activity 
competing with a private enterprise. 
the whole 
income may become taxable, as if it 
were a commercial enterprise. 


associations 
iS 


Or 


services 


Sometimes association § 


Aside from these limitations. how- 
ever. the trade associations have 
wide opportunities for service, and 


many are taking greater advantage 
of them each year. They stand to 
become—indeed some have already 
become—almost indispensable to the 
successful operation of their mem- 
bers enterprises. According to sev- 
eral vs made in recent years, 
they have enlisted the membership 
and support of about 75 to 80 per 
cent of the industries they cover, all 
for voluntary undertakings. Except 
by compulsion, any Government- 
devised system would probably have 
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difficulty in getting more. END 
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STRENGTHENING SALES 
continued from page 39 


plan for bathroom installation and 
remodeling is said to be the first 
of its kind in the Since 
plumbing fixtures for new construc- 
tion account for about SO per cent 
of the 
have usually neglected the replace- 
market in 
with the 
construction, 


industry, 


industry s sales. companies 
recent 
turndown in 


ment 

But 
residential Universal- 
Rundle determined to go atter that 
neglected 20 per cent of the market 
The company estimates that the new 


Vea;>rs. 
new 


time-payment plan should double its 
in this market. 

advantage is cited by 
Stanley S. Backner: 
need for a total 


sales volume 

Another 
Vice 
“By overcoming the 
payment installation, weve 


subordinated price considerations to 


President 
upon 


the consumers desire tor products 
of better quality, 


color 


with more. tea- 


and in products with 


tures, 
larger profit margins. 

The response of distributors to 
the plan has been warm, for as Vice 
President Backner “Plumbing 
contractors usually buy through only 
GIVen 


adds: 


or two distributors at any 
time. New customers gained through 
the time-pavment plan will normally 
their 


also.” 


One 


give our distributor hew con 
struction business 

To back up distributors by call- 
ing the attention of consumers to the 
plan, the company has placed adver- 
offering bathroom plan- 


in shelter magazines. 


tisements. 
ning kits. 


In addition to helping their cus- 


tomers sell, improving distributor 
relations and service, reorganizing 
the sales force, and similar eftorts. 


companies. are also. searching tor 
new sales approaches, 

fast-stepping compa- 
lookout for 
new wavs to up sales. But during a 
slowdown | their 
dusted — off. 


po 
eround. 


Of course. 
nies are alwavs on the 
business 


licenses are and they 


really start covering 


Cues to More Sales 


Run down this eight-point list of 
specific sales stimulants—all are be- 
and 


Ing put to use right how see 


how many could use in 


company : 


vou Vour 


salesman 


@ Make evervone a 


To bolster sales and avoid lavofts. 
Truck Lines Inc.. 


1958 


Ringsby 
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hunting 


to Reduce Your 
Operatin g Costs 


hen your “pencil is 
sharpened”’ and you are 
striving to arrive at the 
lowest unit price, isn’t 
it true you find certain 
operating costs that 
could be lower? All too often such 
items as high employee absenteeism, 
increased compensation and grow- 
ing insurance premiums do affect 
your selling price and permit the 
order to go to the other fellow. 
There is an effective way to cut into 
such costs. That is to plan ahead 
. keep your employees ‘‘on the 
job”... keep them safe. . . see that 
they are protected from toe injuries 
and foot problems which are among 


HY-TEST SAFEty SHOES 
Division—INTERNATIONAL SHOE COMPANY 
1509 Washington Ave., St. Lovis 3, Mo.—Teletype SL 300 
Philadelphia 23, Pa.—Teletype PH 476 


927 N. 3rd St., 







Oxford.. 


FORDS 


industry. 


the most prevalent of industrial 
hazards. 

HY-TEST SAFEty SHOES has the 
Plan. It sells Foot Protection, Foot 
Health and Foot Comfort to em- 
ployees. Once adopted it helps re- 
duce absenteeism and compensation, 
permits you to enjoy lower insur- 
ance rates. You'll be able to put a 
sharper point on that pencil, too. 
Why not investigate today .. . write 
or wire collect. 


7 YEARS OF) 
PROGRESS 





Brown Lioma Colf, 
Cushioned-Arch 
.one of 
more than 90 HY-TEST 
SAFEty SHOES, OX- 
end BOOTS for 
Men and Women 


in 








Denver. 





Release Capital 


Rent your fleet of trucks, 
chinery, with or without maintenance. 


or telephone. 


equipment ma- 
Write, wire 


trailers, 


BERMAN SERVICE INC. 


925 N. Godfrey St., 


Allentown, Pa.., 
Ask for Mr. 


Hemlock 3-5266 


Berman 
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To reproduce 
a record 
permanently .. 


Babylonians Rolled Clay 





The HUNTER PHOTO-COPYIST 
is the Modern Way 





THE NEW HUNTER CUB 


is a handsome piece of office- 
equipment available in either 
satin finish stainless steel or 
Hunter green. Fits any desk. 
It’s clean—no chemicals touch 
the operator. Hunter machines 
and papers are made in the 
U. S. by the American pioneer 
of photo-copying. 


bane 


PHOTO-COPYIST, INC 
Syracuse 4, New York 
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In 1958 B. C. the Babylonians made copies 
by pressing a hard clay roller, a raised 
letters, down on a soft clay tab But in 
1958 A. D., the new Hunter aa Photo- 
Copyist is the approved method. Only the 
Cub’s truly photographic process, with 
image formed by a silver deposit, copies 
everything. No matter in what medium, on 
what surface or in what color, the Cub 
copies any mark on any paper. And Cub 
copies are permanent, non-fading, suitable 
for filing. 


For Perfect Copies 


With Auto-Feed (optional) correct align- 
ment and registration are guaranteed and 
one negative can be exposed while an- 
other copy is being processed. 


The Cub needs no dark room—works in 
normal light. With 20 minutes instruction, 
anyone can turn out a perfect copy in 30 
seconds. At $195, the Cub is a photo- 


copyist that every office can afford, that 
no office should be without. 
ee 
| Hunter Photo-Copyist, Inc. | 
| 13 Spencer St., Syracuse 4, N. Y. 
| would like to have the Hunter Cub Photo-Copyist 
| demonstrated. Please have your representative call. | 
| PI NNTIDAxisiscsostnicnsbt usintiieicsise-caniehabdiaeitaeesiassecpdinaniateenastiantebiaacieh ted 
| ITI cass. csnsaininessincncuncosetenessiaunsinadunesteianeeninetsicbauioath 
| TE: AOL PN icsebsicbaatiiiinns | 
| My Nome is................-. sinnasitilgipendiccinsaiialaie dinbieidaunisemmunbinnedd | 
eT eee ne eee pee 
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Colo. 


Oh an 


($12 million sales ) 


unusual 


, Is putting 
with 
drivers. dispatchers, and typists vy- 


sales contest 


ing with regular salesmen to bring 


In new customers. Ofhce stafl peo- 
ple, dock and shop workers. and 
other behind-the-scenes employees 


their friends 
and acquaintances on shipping by 
Ringsby. 

Vice President Gail H. 
“Prize contests tor 
are nothing new at 
other truckline, but com- 
pany-wide contest is a unique plan 
to avoid layofts. Completed blanks, 
representing new 


are urged to sell 


Crawtord 
Says: salesmen 
> Ss - 7 
Ringsby or any 


Our new 


business secured 
by employees, are pouring in from 
all terminals.” 

each 
i billing clerk, for in- 
stance, gets 50 points and a sales- 
man only 10 points), the contest 
provides every one of the 1,250 em- 
plovees with a fair crack at the 
$3,000 in prizes. 


Bv using a sliding scale (for 


new account a 


The emplovees are 
into three catego- 
each with its own set of prizes. 
In addition, there 
each personnel category 
each terminal. 

So tar the contest has brought in 
about 1,000 new accounts for Rings- 


divided contest 
ries. 
are prizes tor 


and for 


by as well as an increase in business 
from 1,200 regular customers. 

The Western Union Telegraph 
Company, New York ($260 million 
sales), is also conducting an every- 
body-a-salesman program to encour- 
age behind-the-scenes employees to 
talk up the various services, in addi- 
tion to telegrams, that are offered by 


the company. 


e Seek out new channels of distri- 
bution 


alert 
to changes in distribution, which are 
occurring In many Kor exam- 
ple, the S. C. Russell Company, Co- 
lumbiana, Ohio, is getting distribu- 
tors. of appliances to take on its 


Companies are increasingly 


lines. 


and doors. Since 
to main- 


household windows 
distributors are also trying 
tain volume by dive rsifving, 


to seek new distribution 


now isa 
good time 
channels. 

Because many lumber dealers are 
turning into general building sup- 
ply dealers. the Yale & Towne Man- 
ufacturing Company, New York 
($125 million sales), is looking for 
lumber vards as outlets for its hard- 
ware products. 


and Modern 

















This month the Reynolds Metals 
Company will launch the first alu- 
minum awning sales campaign ever 
conducted in supermarkets. De- 
scribed by Re vnolds as “the greatest 
sales push ever put behind alumi- 
num awnings, the campaign will 
make use of the company s stall of 
175 consumer market salesmen, who 
will set up displays in supermarke ts 
located in 50 major cities across the 
country, 

As a point-of-purchase sales aid, 
packages of Reynolds Wrap alumi- 
num foil (normally sold in’ super- 
markets) will carry special adver- 
tising messages about the awnings. 


@ Move into growing markets 


Both Reichhold Chemicals and 
Owen-Corning Fiberglas are making 
a special effort to woo the producers 
of plastic boats. They are the fastest 
growing segment of a growth indus- 
try, the ple asure boat business. In 
fact, plastic boats will account for 
about 20 per cent of the sales of 
new craft this year, according to 
best estimates. 

The Trane Company, LaCrosse, 
Wis., is entering the residential air- 
conditioning market this year be- 
cause, according to Trane preside nt 
D. C. Minard, “when you consider 
that only about 2 per cent of the 
35 million single-family homes in 
this country are centrally air-condi- 
tioned, the opportunity becomes ob- 
vious. 


e Conduct special promotions 


Busy as pitchmen, companies are 
promoting to a greater extent than 
at any time in several years. Pro- 
motion themes are as wide-ranging 
as the executive imagination can 
make them. 

For instance, the Minneapolis- 
Honeywell Regulator Company, 
Minne apolis ($290 million sales ), is 
currently investing $100,000 in a 
“special “promotion called “Project 
Warm-Hearted House.” Aimed at 
the 20 million homeowners who 
have heating systems more than ten 
years old, the promotion involves a 
free dealer check- up of furnace SVS- 
tems. 

In another unusual promotion, the 
Consolidated Sewing Machine Corp., 
distributors of the Swedish Viking 
sewing machine, is using home dem- 
onstrators to increase the sales of 
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STANDARD 
ROL:-DEX 


for fast,economicalrecord handling 






RoleDex, Jr. 
- Model RS-53 


MEDIUM volume record 
handling... Up to 35,000 
tab cards in model RL-73. 
Other models for 5”x 3” 


and 6"x4”. A compact 
work center with rolling 
work shelf for the 
seated clerk. 


LARGE volume record 
handling... extra filing 


space in the RC-Series. Will 






records roll to the clerk! 


SMALL volume record hand- 
ling...The RoleDex, Jr., only 
slightly larger than a wheel 
file, has the advantages of 
much faster filing; greater 
capacity; variety of card sizes 
in the same unit; availabilty 
of records to outside refer- 
ence. Designed for 2,000 to 
12,800 records. 





Model RC-73 





house tab cards (horizontally or onend);8”"x5" cards; 
6"x4" cards, 5x3” cards and MIB (2%"x 3") cards. 


Send coupon for free literature 


Pot. ond Pots Pending 





= = &. ~ Name 
_ Syy"_—— Company 
| ae 
a ccitiainmnd 


WATSON MANUFACTURING COMPANY, Inc.° 


RoleDex Division, Dept. D-4, Jamestown, N. Y. 
= “ Please forword literature on ROL@eDEX Standard Units 
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When you ship, title passes, 
and your credit risk begins 


At the time of shipping, you create an account receivable... and 
unless you have credit insurance . . . your insurance protection 
ceases. You lose control of the asset because title of the merchan- 
dise has passed. It is sound to insure your product while you own 
it. . . itis equally sound to insure it when your customer owns it 

. and owes vou for it. Aggressive executives, through American 
Credit Insurance, continue protection of their working capital 
and profits invested in receivables. It is an important tool for 
constructive credit management. Our booklet on the many ways 
credit insurance contributes to financial security and sales progress 


should interest you. Write AMERICAN CREDIT INDEMNITY Co. of 


New York, Dept. 50, 300 St. Paul Place, Baltimore 2, Maryland. 


Protect your capital and profit 
invested in accounts receivable 


wih American 
Credit Insurance 





ANY ACCOUNT...NO MATTER HOW GOOD...IS BETTER WITH ACI 





its portable models. The demonstra- 
tors do just that—but they make no 
sales. Instead, they refer prospects 
to the local Viking dealer. 

According to ihe company, it is 
almost impossible to sell a sewing 
machine without a full demonstra- 
tion first. But it is increasingly dif- 
ficult to get prospects to dealers’ 
showrooms to see the machine per- 
form, hence the new promotion. 

To promote the sales of its appli- 
ances, the Norge Division of Borg- 
Warner Corporation, Chicago, is 
using a trading-stamp plan for deal- 
ers and retail salesmen. Described as 
the first trading-stamp plan to be 
used in the industry on the non- 
consumer level, it provides a range 
ot prizes tor dealers who Can lick 
their selling problems and paste the 
squares in their stamp books. 


& Develop new products 


To buttress their sales during a 
business slowdown, many companies 
add new, appealing items to their 
product lines. Recently, new prod- 
ucts have been popping up faster 
than ideas at a brainstorming. ses- 
sion. To name just a few: 

@ The Delco Division of General 
Motors has come up with an auto 
radio that can be lifted’ out and used 
as a portable. 

@ Sylvania Electric Products Com- 
pany recently announced a console 
television that will come apart to 
double as a portable. 

@e American Motors has introduced 
a new smaller-wheelbase model to 
lure some of the heavy spending 
that’s now going into foreign cars. 

@ Ford Motor Company recently 
announced the first heavy-duty truck 
line ever offered by the company. 
Ford explains that the heavy-duty 
truck market is expanding greatly 
and that the national highway pro- 
gram will give it an added push. 

A recent survey of 400 industrial 
corporations indicated that they ex- 
pect to get from 30 per cent to 80 
per cent of their growth in the next 
three years from products not now 
on the market. 


@ Keep advertising strong . 


One of the most significant mar- 
keting developments in recent years 
has ‘ie the divorce of the adver- 
tising budget from the sales projec- 
tion in many companies. During the 
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last recession, in 1953-1954, total 
expenditures for advertising moved 
upward while business volume de- 
clined. This had never happened 
before. Prior to that, the practice ol 
budgeting advertising expenditures 
as a percentage of anticipated sales 
harnessed the two together like a 
horse and wagon. 

Most of the 


nies expect to spend as much for 


50 surveved compa- 


advertising this vear as last, or even 
more. A recent survey by the Na 
tional Industrial Advertisers Asso- 
ciation indicated that most indus 
trial advertising budgets will be 
larger this vear. 

The DR&AMEI survey indicates that 
companies are substituting hard- 
selling product information in thei 
advertising for the soft-sell institu- 
tional copy used in recent vears. 


e Turn the slowdown to your own 
advantage 

Many companies are stressing the 
cost-saving features of their prod- 
ucts as a wav to relieve the cost- 
profit squeeze. For instance. at the 
Dictaphone Corp., New York. sales- 
men are frequently reminded of this 
sales approach and are backed up 
with sales promotion ammunition 
and an undiminished advertising 
program. 


@ Stimulate personal selling 


Across the nation companies are 
stressing the Importance of more 
personal selling. They are intensify- 
ing training programs for salesmen 
and insisting that more calls and 
contacts be made. | 

And salesmen are taking the mes- 
sage seriously. This is indicated by 
data just released by Emkay, Inc.. 
Chicago auto fleet leasing company, 
which keeps track of the | 
use of cars leased by industry. In 
the past few months. Emkay re- 
ports, the average mileage of sales- 


average 


mens cars has been running about 
20 per cent above the vear-ago level. 


But whatever the methods they 


may use to lift sales, companies are 
aware of the impor- 
tance of not concentrating on vol- 
ume at the expense of new profit. 
For they realize that, however large 
the initial inflow, success or failure 
depends on how many dollars stay 
with management down to the finish 


line. END 


increasingly 
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is believing 















You really have to see what 
Du Mont Industrial Television can 
do for you to believe it. This 
equipment is packaged, proved, 
ready-to-operate business equip- 
ment that can save you time, 
money and at the same time in- 
crease your operating efficien- 
cies. Don't waste time — start 
benefiting from this newest busi- 
ness tool right away. Ask for a 
demonstration and see for 
yourself... 


ne Sa Ee ae 
metas Peg fe _ 
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e “sa _ eote ey 





ee 








& 
Unretouched photo of Du Mont IT in bank installation, show- 
ing statement reproduced on picture screen. At left, actual 
size of figures on 8” screen. 





Control equipment for all Remote camera control Two complete camera. Picture monitors in many 
systems—simple or most __ for side-to-side or up and systems offer the right sizes up to 27” screen 
complex. down viewing one for your needs size. 


TT 


BED) care eee rm eon ike One De bed 7. eal wee Foe 


Industrial Television Division, D358 
Allen B. Du Mont Laboratories, Inc., 
Clifton, N. J. 


[] Arrange a demonstration [] Send complete details 
at my convenience 
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Here’s how Cook 
got off the hook! 


‘ ip rj Se * * 
OR, SEEKING SITES SUCCESSFULLY WITH Bou Sife- GIVICE 





Monday: Tuesday: 

9:30 — The Board of Directors 10:30—Woe is me! What a spot! 9:00—At nine the next morning 
decided to move: What am I to do? arrived a brochure. 

“A plant site we seek, Cook. But wait, here’s a thought! With all the right data, of that 
Go get in the groove!” I'll call GPU! I was sure. 





Full facts about sites and water 10:00 — Reported to Board, So that’s why, my friends, 




















and labor; presented the story; ‘I'm singing the praise 
Railroads, resorts and who'd be They all cried, ‘“‘“Great work! _ Of Site-Service. Use it! 
my neighbor. You're covered with glory.” It certainly pays! 
* First in the Field with the Facts! The one central FOR A GIANT STEP towards your own success-. 
source of plant site information for nearly half of ful site-seeking, write, wire or phone today 


riyv 1 d N . + . . - 
Pennsylvania and New Jersey for location information applicable to your 


industry, your company. 


fees “Sees — ™ 


ee St wa 
Easton ®@ Dover 
PENNSYLVANIA "4 ifipsburg® Morristown 
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ELECTRIC 
POWER 
COMPANIES 















Asbury | 
Lakewoode | 








Metropolitan Edison Co. Johnstoaa tee 
Pennsylvania Electric Co. 
New Jersey Power & Light Co. 
Jersey Central Power & Light Co. 





~ ; 7, 
FENERAL Pusuic YTILITIES corporation 


Att: Wm. J. Jamieson, Area Development Director 
67 Broad St., New York 4, N. Y. ° Telephone WHitehall 3-5600 DR-1 
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INTERNATIONAL MARKETS 











GETTING THE CASH 
FROM YOUR OVERSEAS SALES 


ALEXANDER O. STANLEY 


Foreign government controls may affect the course of your export 


business. Here’s how they work in twenty key markets today 


and how they may affect trade in the coming months. 


DONT BE SURPRISED if within 
the next few months an old bugaboo 
-the dollar gap 
is added to the assortment of worries 


appears again and 
plaguing international business. 

In the past, quick expansion in the 
spread between U.S. exports and im- 
ports had al side ettect On OVeTSCAS 
exchange restrictions and import con- 
took the torm of 
which made 


trols. This usually 
tightening regulations. 
it tougher to sell and tougher to col- 
lect on dollar shipments. There is no 
reason to believe that this pattern 
will vary in the future, 
with foreign controls must be 


so coexistence 
accept- 
ed as integral to foreign sales pro- 
grams. 

To the newcomer 
tional field. 
ment controls may 
lable risk—and one to shy away from. 
But to the case-hardened export ex- 
ecutive, they are an accepted part 
otf the di ily busine ‘ss of getting goods 
to overseas markets. Before vou scrap 
plans for starting or broadening sales 


interna- 
VOVern- 


in the 
these foreign 


seem an incalcu- 


overseas, examine the problem in all 
its dimensions. 

Exchange restrictions and import 
may temporarily inhibit 
sales abroad, but they also act as a 
fuse that will prevent an overload 
of sales to depressed areas. When 


controls 


countries cant earn enough dollars, 
directly or indirectly, 
slack sales or thinning prices in world 
markets, it is better for them to 
budget than to go bankrupt. 

Import, export, and exchange con- 


because of 
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As tar back as 


first nation to do 


trols are nothing new. 
1925, Portugal, the 
so, adopted regulatory measures. But 
the system of managed international 
trade first became popular in the de- 
pression years of 1930 to 1932 when 
it spread through Latin America. 
Ten of the 27 countries or colonies in 
this area, including the ABC markets 
(Argentina, Brazil, Chile) put some 
kind of controls into effect at that 
time. Today they still operate under 
a regulated system of currencies and 
trade. With the outbreak of World 
War II, this practice became almost 
world-wide. Today it's a rare market 
that's free of this device. If a control 
vou can be 
sure there's one on the legislative 
books, ready to be installed at a 
—— notice. 

The flexibility of the system with 
its infinite variations can be a head- 
ache to the executive concerned with 
overseas trade. But some method of 
orderly marketing procedure is bet- 
ter than none. And in the long run 
insulated markets are less a problem 
than insolvent markets. 


svstem is not in torce. 


Long-Term Tools 

Trade agreements involving quo- 
tas and tariffs can actually be ne- 
gated by currency controls, for these 
controls can be a powerful, insidious 
weapon in the hands of a govern- 
ment on the hunt for better b: irgains 
in world channels of trade. But, over- 
all, it's the detensive character of the 


controls that has been stressed, rather 


than their usefulness in contriving 
short-term trade advantages. 

The constant pressure for 
goods to satisfy the needs of a grow- 
ing population in the United States 
has been reflected throughout the 
world. Viewed in terms of absolute 
dollars (without weighting for cur- 
rency depreciations and price appre- 
ciations ), our exports and imports 
have dev eloped tremendously. 

Lets look at the statistical side of 
the picture. The 1936-1938 average 
outHow of goods ran at a modest 
$2.925 billion. An explosive 
expansion took place during the war 
vears, from 1939 on, activated by the 
voracious demands of armies on the 
march and the wholesale destruction 
of cargoes on land and sea. Exports 
reached an unprecedented level 
$14 billion by 1944. At first, there 
was a sharp retreat trom this crest. 
Then, from 1945 until the Korean 
involvement, exports vacillated, with 
the mean average hovering near the 
$12 billion mark. This seemed to be 
a new base for exports, and it held 
until 1955 when the level began to 
rise, regaining a volume of $14 bil- 
lion plus in 1955. New highs of $17 
billion and $19.5 billion were tallied 
for 1956 and 1957, respectively. ( For 
a more accurate trade pattern, mili- 
tary exports have not been included 


more 


level: 


in these figures. ) 
Our imports, which are the 
marv dollar producers in some 76 


pri- 


kev markets otf the world. have 
shown an almost constant and. in 
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some cases, dramatic expansion dur- 
ing the " ast 21 vears. From an aver- 
age of $2.5 billion annu: uly in 1936- 
1938, they rose steadily to en level 
of $8.7 billion 1950. yr $10 bil- 
lion mark was exceeded in each of 
the next four vears. By 1957 imports 
had reached a crest of $13 billion. 

But the moot point is the spread 
between exports and imports, known 
as the balance of trade. The profit 
we make in our world exchange of 
goods can be a problem to the ex- 
tent that it affects the ability of 
countries to pay. Considering only 
net merchandise exchange, the last 
time we had a “deficit” balance (that 
is, excess ot imports over exports ) 
was back in 1893. During the past 
decades, “surplus” balances have 
fluctuated between $250 million and 
$5 billion. But in 1957 our exports 
raced ahead of imports by $6.5 bil- 
Compare this with the 1956 
‘surplus’ of $4.7 billion, and the 
current worry about the dollar gap 
begins to take on the substance of a 
real problem. 

In the case of individual countries, 
the “deficit” has been offset or re- 
duced by net income from travel, 
transportation, and services. Loans, 
grants, and capital investments in- 
flow have also helped to bridge the 
gap, at least temporarily. 


lion. 


More Controls Coming 

But what if. these secondary 
sources of income or dollar inflow 
are pinched as a result of the cur- 
rent doldrums? Recent headlines, 
such as EUROPE GOLD STOCK DEPLETED 
IN 1957 and FALLING PRICES ABROAD 
MEAN TROUBLE, reflect some of the 
jitters besetting international busi- 
ness today. From this recent drift we 
can guess that a step-up in bulle- 
tins reporting tightening regulations 
abroad is inevitable. They will have 
to be watched tor carefully. 

But even though the statistical as- 
pects of overseas trade are bleak, 
there are other considerations to be 
counted and weighed. These may in- 
fluence heavily the thinking of fiscal 
authorities abroad and _ soften the 
final tone of revisions in existing reg- 
ulations. 

Forecasts tor 1958 by the National 
Foreign Trade Council, Balance of 
Payments Group, spell out only a 
mild drop in the important dollar- 
producing items. Here is what we 
can expect this year compared with 
what happened in 1957 (figures are 
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HOW THE 20 KEY OVERSEAS MARKETS COMPARE 


in their U.S. trade and exchange balances 
(data are in millions of dollars and cover first nine months of each year) 


U.S. exports* 


Net Balance 
to designated countries 
1957 


U.S. imports 





1957 
CO re ee ree 3,005.0 
II oi. so: yc wire ea w ete 964.9 
United Kingdom....... 825.8 
eee Pee 718.9 
West Germany......... 716.6 
CS 6 pt ed Rie eee Oo 652.6 
assy tetinty Sava ag: % a 505.9 
CS bax ig ae wie ck weed 482.8 
PUBTtO TRICO. ccc csccwns 463.8 
RE seacecheabwaase 441.4 
Netherlands............ 432.7 
I fa ied 50 4-oe ok Oe 345.6 
ee rea een ase de dae ad 339.8 
Belgium & Luxembourg.. 318.4 
yl. ee 273.1 
eee 22t.8 
OO Sa ee 210.3 
Union of South Africa. 208.6 
SWEDETIBNG. <0. cc cece: 185.2 


Colombia............. 167.2 


Total, 20 countries ..... 11,480.4 

Total, 76 countriesT . 14,548.5 

20 countries, percentage 
err 78 


*Data excludes special category exports. 


+Data excludes Soviet bloc 


NOTE 
European Market 
SOURCE: Bureau of Foreign Commerce, 





All countries in bold type now operate within the framework of the Common 


U.S. Department of Commerce 








1957 
ram bs — 849.3 — 797.8 
440.2 — $24.7 — 170.8 
564.7 — 261.1 — 7§.2 
683.7 — 35.2 t 41.0 
429.8 — 286.8 — 182.4 
316.6 — 336.0 — 301.9 
77.3 — 328.8 — 223.0 
194.1 — 288.7 — 231.0 
321.8 — 142.0 — 138.0 
389.4 — 52.0 7 20.3 
119.5 — 313.2 — 280.6 
483.7 t+ 138.1] + 367.6 
161.6 — 178.2 — 14.2 
211.2 — 107.2 — 78.1 
209.8 — 63.3 — 25.3 
102.9 —118.9 — 428 
3.4 — 206.9 —114.4 
79.5 — 129.1 — 119.1] 
122.9 — 62.3 — 33.9 
284.2 + 117.0 + 73.5 
7,451.8 —4,028.6 —2,326.1 
9910.1 —4,638.4 —2,588.9 
75 86 89 








estimated for 1958 and provisional] 
for 1957): 


1958 1957 


Earned overseas from U.S. _ (in billions of dollars) 





PPC TEreeee ee $12.6 $13.2 
Travel, transportation, 

misc. services ... 3.0 3.6 
Income to foreign halide TS 

of U.S. securities... 0.7 0.7 
Military expenditures. . 3.0 3.2 
U.S. Government aid . 

and transfers ...... 1.8 1.8 
Private transfers (net). 0.5 0.6 
U.S. private capital in- 

vestments abroad 

i 2 Zee ee ee Be 3.0 
Government loans and 

short-term assets.... L.O lL.] 


All this adds up to the expectation 
of a thumping $25.6 billion to be 
delivered abroad this vear, down just 


$1.6 billion from 1957. Described 
as staying close to the 1956 “pla- 
teaus.” the outlook for 1958, based 


on these forecasts, is good indeed. 
And the drain on dollar accumu- 
lation through payments for U.S. ex- 
ports is expected to be lighter by 
$1.3 billion. This means, of course, 
smaller sales tor U.S. companies. 
But the race for investment dollars 
is accelerating as more and more 
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countries liberalize investment laws 
to attract foreign capital, especially 
U.S. capital. And once plants have 
been built, the machinery for manu- 
facture must be installed and the 
supply bins and shelves must be 
filled with materials to feed the new 
assembly lines. It can be expected 
that import channels will be kept 
open for such essential goods. 
Cutbacks abroad 
of metals should reverse the decline 
in prices. And in some commodities, 
specifically wool, thin inventories at 
converters’ levels promise improve- 
ment in the price structure as well as 
in the volume of Efforts to 
institute a more orderly marketing 
procedure for coffee and to broaden 
consumption through extensive world 
campaigns may pull this commodity 
out of the doldrums and improve the 
inventory situation, which now bur- 
dens producers and distributors. 
Terms of trade create a cushion 
that can help keep maturing debits 
(through exports ) in a rough if tem- 
porary balance with cash credits 
(through imports). Traditionally, 
our imports are sold to us on short 
or cash terms, but an appreciable 


several areas 


sales. 


gern industry 














ae Missile components. Space Age warfare must be conducted on 
down-to-earth costs. So missile designers and production men call for 
missile components produced by Hackney Deep Drawing Method. This 
method reduces weight without sacrificing strength, saves assembly 
time and reduces production costs. Often improves product appearance. 





CLARK 


ns 
ug 





fy Lift truck cylinders. LP-Gas power for 


lift trucks saves money. Many lift truck users 
are converting to LP-Gas—using Hackney 
lightweight, removable cylinders—noted for 
safety, convenience and for easy handling. 


Double-bottoms. New Hackney LP-Gas 
Cylinders are made with double bottoms to 
end attacks of rust and corrosion in the area 
of greatest wear. It also is easier and cheaper 
to maintain and repaint these new cylinders. 


” 
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Shapes that reduce the cost of 


production, fabrication and service 


Steel barrels and drums. Hackney containers 
—smooth, crack-free, easily handled—are 
designed to cut costs for handling a wide 
variety of products. Available in steel, stain- 
less steel, nickel...with or without covers... 


straight-sided or bilged. Meet various ICC 
specifications for chemicals, oils and foods. 


Pressed Steel Tank Company, 1465 S. 66th St., Milwaukee 14, Wis. 


Pressed Steel 


- Ro : Rat SSA 
ope eT ee ee sass : 
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Double-barrel tank trucks—for double- 
barrel attack on LP-Gas bulk delivery costs. 
Basic design and quality construction make 
even the lowest priced models efficient, safe 
trucks for fast, profitable delivery of LP-Gas. 
Available in capacities, conveniences, prices 
to meet all your delivery route requirements. 











Still fabricating ‘first’! 


A PEIRCE PRR Gr Rak 











Downingtown 


Iron Works Division pioneered in building 


Ww elded carbon 


this highly efficient, 
ammonia still. Weighed 


steel 
50,000 pounds! 


Close tolerances were required on all parts: 


risers, riser slots, bells, trays and 


weirs. 


, « . an 
We're proud of our engineers and welders! 


for Gases, Liquids and Solids 


Manufacturer of Hackney Containers 





Heat Transfer Equipment 
Steel and Alloy Plate Fabrication 
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SPECIFY 
CARTON 


Fast, Low Cost way to 


CONTENTS 














With die-impressed 
STEN -C-LABLS 


Time-consuming, repetitive writing 
is eliminated when you use die- 
impressed Sten-C-Labls to specify 
contents of your cartons. 


Make as many imprints 

as needed direct to carton 

We die-impress the Sten-C-Labls 
with the basic form your proce- 
dure requires, according to your 
specifications— model number, 
size, weight, color, etc. Your stock 
clerk then fills in the variable 
information with regular type- 
writer, special typewriters equip- 
ped with large letters or ball point 
pen. Clerk can make as many 
imprints as needed direct to pack- 
age, neatly and legibly for easy 
reading. 


Easy way to make 

substantial savings 
STEN-C-LABL marking method 
replaces rubber mats or chop-out 
stencil methods—makes it easy 
to change from one marking job 
to another. The flexibility and 
speed of marking with STEN-C- 
LABLS can make substantial 
savings in time without investing 
in costly equipment. 


Write for free sample 

of die-impressed STEN-C- 
LABLS showing how other 
companies have simplified their 
marking procedures this easy, 
low-cost way. 


STEN *C*LABL, Inc. 


Dept. DR-3, 2285 University Avenue 
St. Paul 14, Minn. 


Please send FREE SAMPLE of 
die-impressed STEN-C-LABL 


for specifying carton contents. 


Name 





Company 





Address 





State 





City 


IN CANADA: WEST EQUIPMENT CO. 
1010 Lakeshore Road ° 


90 


Toronto 14, Ontario 





volume of exports go out on credit, 
with payments due in 30 days to 180 
days. This time lag may be espe- 
cially important this vear, since it 
may coincide with the expected pick- 
up in domestic business, which usu- 
ally means a pickup in our imports. 

Here, then, is the case for only a 
moderate tightening of controls in 
international trade in the months 
ahead. 


What to Watch for 


How will your plans be affected? 
While it is difficult to be specific 
about the repercussions, in the main 
this is what vou can expect: 

e If your products luckily fall in 
the so-called essential c: ategories— 
capital goods for new or established 
industries, replacement parts, and 
supplies to keep the assembly lines 
functioning—vou can expect the same 
preferential treatment from most 
overseas markets as in the past. Over- 
seas shipments of industrial supplies 
and materials have grown almost 
continuously since 1954. Within the 
composition of outward bound car- 
goes, this broad category made up 
more than 45 per cent of all 1957 U.S. 
exports. 

e If your products fall within the 
definition of luxury or se miluxury or 
nonessential you had better 
give some thous tht to the possibility 
of developing production facilities 
within the borders of your impor- 
tant markets abroad. You don't al- 
ways have to move whole plants 
bodily to these areas. Look at the 
facilities that already exist: perhaps 
these can be modified, enlarged, or 
extended. Also, consider the possibil- 
itv of license agreements. But take 
vour time. Keep in mind that the 
comple xion and requirements of each 
market vary. What may be termed 
nonessential in one area mi iy well be 
in the acceptable category of other 
areas. Also, remember that some ap- 
preciable proportion of the $10. bil- 
lion worth of U.S. exports (55 per 
cent in other than industrial products 
and supplies) includes a wide range 
of nonessential items. 

Get to know the basic pattern of 
the control and the tech- 
niques practiced by contro] authori- 
ties. These run the gamut in variety 
and ingenuity, but it is only when 
the pi attern is radically changed that 
there's need tor worry abet your 
sales and credit position. | 

To develop a checklist would seem 


goods, 


svstems 
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a solution, but unfortunately the pas- 
sage of one seemingly innocuous reg- 
ulation can rob all other controls of 
substance. To illustrate, an edict can 
create a partial free market in for- 
eign exchange—which, the face 
of it, would seem a tavorable devel- 
opment. But if the volume 
able dollar exchange is kept deliber- 
ately low, as has happened 
instances, 


on 
of avail- 


) some 
dollar quotations would 
jump prices on imported products 
sky- high. The result: 
and lost markets. In contrast. 
ingly tough controls often provide 
ample latitude for trade develop- 
ment. So be sure to examine each 
countrys revisions within the frame- 
work of all controls in effect. 


lost customers 


SeCCIn- 


Some of the Controls 

Here are some of the basic types 
of regulations will encounter. 
They are taken out of the context 
of the statutes to which they belong 
to illustrate the wide range of con- 
trols practiced. This capsule analvsis 
will at least prepare you for some of 
the complexities of doing 
abroad. And since 78 per cent of our 
export activity is confined to twenty 
markets (including Puerto Rico, 
which has Commonwealth © status 
within the United States ), it is worth 
while looking at this group first to 
see What is contained in the wavy of 
the 


vou 


business 


booby for unwary  eX- 
porter. 

CANADA: Far and away our prin- 
cipal trading partner, usually ac- 
counting for around $1 of every $5 
we sell abroad, Canada has no ftor- 


elgn exchange restrictions. Until now 


traps 


it was possible to trade treely. But a 
1954 established 
controls over exports and Imports. 
Not applied as vet, this control takes 
on new significance in the light of 
Canada’s recent complaints against 
several restrictions—especially on oil 
—that have imposed on_ their 
products. 


JAPAN: 


measure passe ‘d in 


we 


\ fat and growing deficit 
in the trade exchange with the 
United States makes Japanese con- 
trols seem comparatively moderate. 
A semiannual foreign exchange 
budget determines not only the com- 
modities but also the volume of those 
commodities that may be imported. 
But if an import license (allocation 
certificate ) is obtained, this means 
that the dollar exchange will be ear- 
marked, and you don't need to worry 
about exchange licenses. A second 
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MAGIC FORMULA FOR MANAGEMENT CONTROL! 


Meet 


Burroughs Typing Sensimatiec Accounting Machine. 


another new management control tool—the 
It works like magic to keep close tab on Vour descrip- 
tive accounting data, to process them accurately in 
any volume and deliver them the instant you need 


them for your fast-paced decisions and actions. See the 


BURROUGHS TYPING SENSIMATIC = 


Typing Sensimatie’s high-speed, jam-proof typing 
firsthand. See its great number of completely auto- 
matic operations and its versatility in switching from 
job to job at the flick of a knob. Call our nearby 
branch for a demonstration and full details. Burroughs 


Division, Burroughs Corporation, Detroit 32, Michigan. 





Burroughs and Sensimatic—T M's. 
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Why does Western Electric 
purchase supplies for 
the 21 Bell telephone 


companies? 


Telephone company require- 
ments are similar. Thus, 
standardization and 
centralized purchasing cut 
costs, improve quality, make 


for better telephone service. 


“In 1957, we purchased material and supplies 
from nearly 33,000 other companies — 90% of 
them “small business” with less than 500 em- 
ployees: total value, $1! billion. 






l Western Electse 

















major control, defined as the “auto- 
matic approval method,” is available 
to importers and is based on their 
traditional purchasing patterns. It 
preserves impout continuity to some 
extent, even though the quotas are 
re-examined periodically. 
UNITED KINGDOM: No. 3 
our list of export markets, the U.K. 
keeps a constant vigil over its im- 


Qt) 


ports. These require either a specific 
or a general open license. As a rule, 
dollar : 
granted for authorized imports al- 


exchange is automatically 
though an exchange permit is needed. 
Be sure your shipment not only is 


but fall 


within the time limit. set by the li- 


covered by a_ license will 
cense. Extensions of licenses are not 
granted automatically. A full expla- 
nation of delays in completing a 
transaction 1s required, and woe to 
the deadline! 


Confiscation of your goods can be 


Vou if Vou overlook 
the result. Since foreign exchange re- 
sulting from U.K. exports must be 
officially the 


ment is the final arbiter of what is 


surrendered. VOVCTT- 


essential. 

VENEZUELA: Floating on an oil 
economy, Venezuela has had an am- 
ple supply of dollars and has spent 
them freely. No import or exchange 
restrictions exist, except tor some 25 


special categories reserved tor the 


national government. But with the 
political leadership still unresolved 
since the overthrow otf the Perez 


Jimenez dictatorship, it would be 
wise to keep a vigilant eve on devel 
opments in Venezuela. 

WESTERN GERMANY: Controls 
on both lMports and exchange exist, 
but they are very much on a stand 
by basis. More than YO per cent ol 
all imports are tree, and dollar CN 
available. At this 


time. the forecast reads. “Trade. visi- 


change is readily 


bilitv unlimited.” 

MEXICO: No restrictions exist on 
foreign exchange tor permissible im- 
ports, and at the moment importers 
are readily purchasing dollar ex- 
change in the open market. Control 
is exercised through duties and a 
classified list of imports on which 
licenses are required, This list 1S 
changed periodically. Outwardly the 
import climate is good, but a slight 
overcast has been developing with 
the 


men to hoard U. S. dollars as a hedge 


tendency of Mexican business 
against possible devaluation of the 
peso, even though remote. 


ITALY: Encoureged by its 


bur- 


‘ 
geoning economy, Italy has _ exer- 
cised only light controls on its trade 
with us. Imports from the United 
States are loosely classified in two 
major groups: | 1) the so-called “List 
A’ imports against which any im- 
porter can quickly obtain dollar ex- 
2) those subject to 
license, which means all commodi- 
ties not in the “List A” category. The 
“List A” regulation has, in effect, lib- 
eralized 70 per cent of the imports 
from the United States since June 
1957. 

FRANCE: The import picture is 
than in 
other areas of europe. possibly re- 
flecting the constantly shifting French 
political scene. In the closing months 


change, and 


somewhat more contused 


of 1957, almost all imports and ex- 
ports were made subject to a 20 per 
cent This 
meant that the conversion rate of the 
franc actuality set at 420 
frances to the dollar, making imports 
more costly. Several months before 


surcharge or premium. 


was 1n 


that, the autgmatic license on im- 
ports was suspended. Now all im- 
ports from the United States are sub- 
ject to specific license. With its trade 
deficit climbing, the immediate out- 
look tor any relaxation of controls in 
Krance is poor. 

PUERTO RICO: This fast-growing 
market 
problems for us, since it enjoys U.S. 


poses no present contro] 


Commonwealth status and its cur- 
rency and citizens are part and par- 
cel of the United States. 

CUBA: With U.S. dollars circulat- 
ing along with the Cuban peso, this 
is an island of convertibility in a 
world of currenev controls. Except 
for certain commodities subject to 
import quotas, Cubans are tree to 
the, 


choose. There is one jarring note: the 


buy what and how much 
armed rebellion against the Batista 
government that has been going on 
for months. 

THE NETHERLANDS: Starting 
with tight restrictions at wars end in 
1945, the Netherlands has gradually 
eased these until today import li- 
censes, though. still required, are 
freely granted. And quantitative re- 
strictions on a long list of commodi- 
While ex- 
ports are licensed, the dollar remit- 


be 


by the international trader and are 


ties have been removed. 


tances trom sales can retained 


almost freely available for buying 
what he within limitations 


imposed by licenses. 


BRAZIL: Although Brazil has been 


wishes. 














90% of overhead 
servicing can be 
done faster and 
safer with these 


ECONOMY Hi-Reach 


Telescopers! 
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Model LB 
Hl-Reach Telescopers 


Four heights 20 ft. to 35 ft 
Standard Models from $1510.00 up. 


Model PUL 
Three Standard Models 


No. 1 — Lift 10’ 9” $370.00 
No. 2 — Lift 11° 9” $390.00 
No. 3 — Lift 15’ 0” $400.00 


Rubber tired wheels $10.00 extra 
F.O.B. Chicago 
Custom built Hi-Reach Tele- 
scopers up to 100 ft. Write for 
complete catalogue. Economy 
Engineering Co., 4516 W. Lake 
St., Chicago 24, Ill., 342 Madison 
Ave., New York 17, N.Y. 


Ie Uconomy 
) SUNG RIE 
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Minneapolis-Honeywell chooses an 
Armco Building for its new plant 


Plant officials say: ‘“Our Armco 
Building ideally suits the needs of 
our manufacturing processes by as- 
suring us of mobility. In addition, 


it simplifies future expansion.” 


% Be 


— , 
“- 


Ever hear of a plant with offices that 
can be scooted from one place to 
another in a matter of minutes’ Or 
a plant that can be expanded in a 
few weeks ? 

That’s the kind of flexibility Minne- 
apolis-Honeywell Regulator Company 
purchased in their new 58,000-sq.-ft. 
Armco Building at Wabash, Indiana. 
It is equipped with small, mobile 
offices of the same construction. 





When departments are shifted to 
meet production changes, the “mobile” 
offices in this modern plant are simply 
hitched to a tractor. skidded to a new 
site. and plugged into electrical out- 
lets. This kind of mobility provides 
maximum use of space in any produc- 
tion pattern. 


‘ But flexibility goes beyond plant 


ARMCO STEEL BUILDINGS 


‘2G a Pe EF ODI oe 
| Armco Drainage & Metal Products, Inc. | 
| 218 Curtis Street, Middletown, Ohio | 
7 Send information about Armco Steel Buildings for the following uses: 7 
| 
| Name Title 7 
| Firm | 
, Address | 
| Cit Z | 
y one State 

 scaceiniaic desided ainda ieee e manta: — 
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mobility. In an Armco Building flexi- 
bility also means easy, low-cost expan- 
sion. Standard factory-engineered 
parts can be used to enlarge the plant. 
The job is completed in days—and 


there is no waste. 


Where insulation is needed, stand- 
ard materials can be used in all Armco 
Buildings. Only the roof of the Minne- 
apolis-Honeywell plant is insulated. 
Tightly interlocking wall panels make 
Armco Buildings exceptionally weath- 
ertight— reducing the need for insula- 
tion. They are also fire-resistant — will 
not rot. warp or crack. Maintenance 
costs are practically eliminated. 


If you are planning a new building. 
it will pay you to get the full story on 
Armco Steel Buildings. Send the cou- 
pon below for complete information. 








a big dollar earner (primarily 
through coffee exports) for vears 
and is one of the few countries en- 
joying a favorable balance of dollar 
trade, it has been one of the tough- 
est markets for U.S. trade in respect 
to exchange. Import licenses are the 
smallest problem. It’s more the com- 
plicated procedure for getting dollar 
exchange. The system is to put up 
dollar exchange, in the form of “dol- 
lar certificates,” at auction, with a 
Hoor on minimum bids and amounts 
available for different products and 
a ceiling on how much can_ be 
bought. The certificates are issued in 
denominations of $1,000 and $5,000 
(mostly the former), and the maxi- 
mum any bidder can acquire at any 
auction is $50,000 in certificates. Oc- 
casionally higher quotas can be ob- 
tained by submitting voluminous 
proof of necessity. At this writing 
some 45 different rates of exchange 
prevail under the auction system. It’s 
market, and devil take the 
hindmost. But 
business of getting dollar exchange 


a “free” 
since the involved 
certificates is up to the importer, at 
least you will be spared the cumber 
details of finding ways and 
means to get dollar payment for your 
shipment. Despite the effect this sys- 
tem must have on the final retail 


prices of imported goods, and the 
+ 


some 


discouragement it must be to the 
importer of any but so-called’ essen- 
tials, Brazilian importers bought 59 
per cent more U.S. products in the 
first nine months of 1957 than in the 
comparable 1956 period. And_ this 
jump took place even with a drop of 
I7 per cent in exports to the United 
States. 
INDIA: 


through quotas, licenses, and out- 


Controlling imports 
right prohibition, India at least eases 
the strain of paperwork for importers 
by providing automatic access to 
dollar funds once the import regula- 
tions are satished. Licenses are usu- 
ally granted to established traders on 
a quota basis (determined by previ 
ous volume of purchases), but new 
traders can apply if the import has 
merit. In the first nine months of 
1957 our exports to India were al- 
most double those ot 1956. Untortu- 
nately, our imports did not keep 
pace; in fact, they stayed almost un- 
changed. The consequences have 
been painful. The trade deficit in the 
period under review jumped trom 
$14.2 million to a staggering $178.2 
million. The repercussions from this 
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twelvefold increase in trade imba! 


ances are bound. to show 


although the Impact of the drain on 


lip SOOT. 


dollar reserves bay be sottened by 

recent loans. 
BELGIUM AND 

BOURG: This first of 


pean economic combines maintains 


LUXEM- 
recent Euro- 
al comprehensive system of control 
ling imports, exports, and exchange. 
Both special and general licenses are 
issued to individual companies or 
industrial groups, which makes pos- 
sible one or a series of transactions. 
And because the authorities publish 
license 


lists ol voods subject to 


these lists are modified trom time to 
time—the Importer at least has some 
prior notice of what he may import 
with or without license 
THRE PHILIPPINES: 


trade deficits explain the controls in 


\lounting 


depth exercised by the Philippines 
Imports are on a quota basis. with 


allocations governed by previous 


activity. Those fortunate enough to 


qualify are held within strict limits 


as to the kind of commodities the 


may Import they must stav within 


the assigned linn (1 lines 7) busi 


the 


pends Qn at prorated share of foreign 


HeSS and volume which de 
intermittently. 
that re 


strictions will continue tight and may 


exchange available 


There is every likelihood 
even be tightened in coming months 
ARGENTINA: A mounting imbal 
trade harbors turthes COM 
this 


country, plagued for vears as it has 


ance oft 
plications for export sales to 
been with internal and external fiscal] 
problems. The fact that U.S exports 
to Argentina jumped 47 per cent in 
the 1957 
no offsetting gain in imports spells 


first nine months of with 


more controls over international 


trade. Right now, only legally regis 


tered Importers are permitted fo 


clear goods through customs, and 
they are required to put up peso dle 
posits ranging trom 20 per cent to 
LOO per cent of the FOB value of the 
merchandise. This puts a tremendous 
premium on working capital for the 
importer. While an unrestricted tree 
exchange market was created several 


_~ 


years avo. 


trolled hy 


" mT = : : 
categories, one ol 


imports are actually con 
classification into” three 
which eliminates 
the need tor prion exchange permit 
by payment ol special surcharges of 
20 pesos to 40 pesos per U.S. dollar. 
Imports are subject to reclassifica- 
tion, and only those on the list are 


permitted. Import conditions will 
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Costs less than 
a standard typewriter! 


Hand folding ts a headache in any 
office, slow and costly. And it takes 
girls away from their regular jobs, 
wastes time that could be spent on 
more productive work. 

Folding ts a mechanical job, better 
done by a machine. The Pitney-Bowes 
FH is such a machine—designed for 


the office. and priced so low that any 


small office can attord one. Costs /ess 


than a Standard typewriter! 
Electrically driven, the FH, with 
semi-automatic feed, can double-fold 
as many as 8O standard letter sheets a 
minute. (Automatic feed, at slight 
extra cost, 1s even faster). 
[Phe FH can be used by anybody. 


It is set without tools in less than a 


PITNEY-BOWES 


Folding Machines 


Made by the originator of the postage 
meter... offices in 107 cities. 


J Save $ 

= now wasted 
by tedious 
hand folding— 






minute—by just moving two knobs. 


Easily portable, it can be moved to 
any department where it is needed. 

Makes eight different folds, takes 
sheets from 3 by 3 inches to 8 by 14 
inches, handles most standard paper 
weights and finishes—and will even 
fold stapled sheets. 

With only occasional use, the FH 
soon pays for itself, in convenience as 
well as time saved. Ask the nearest PB 
office for a demonstration, or send 


coupon for free illustrated booklet. 














The fully automatic SSA - 
qq SS 
Vlodel FM takes lar ver Le TS rk 
; - —— 4 yer 
SiceS, Cal fold “up to — oa ; 
=, 
19.000 sheets an hour. 
PITNEY-Bowes, INC. 
1501 Walnut Street 
<* Stamford, Conn. 
Send free hooklet on 
Folding Vachine: ; 
7 
Name _ ; 
| 
3 
Address 5 
. 
‘see ee SS SSS SSS SS SS SS SS SSS Bee eee SSS 
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A word to the wise... 


is EFFICIENT 
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@® Your carload freight can move 
more efficiently—dependably on time 
from siding-to-siding. B&O Sentinel 
Service is the answer! It’s efficiency 


planned for you. 


Sentinel cars depart or arrive at plant 
sidings on schedule times known to 
shipper and receiver. Transit time Is 
dependably maintained by the constant 
personal supervision of trained “B&O 
Sentinels” in yards and terminals. 


If car movement Is interrupted at any 
point, both consignor and consignee 
are informed, then advised of resched- 
uling. For a complete carload service 
on a complete schedule, your wisest 
move is Sentinel Service. Ask our man! 


F& OHIO RAILROAD 


Constantly coing things —better! 








probably get worse betore they get 
better. | 
KOREA: This is a special situation 
involving politico-military considera- 
tions that make any evaluation elu- 
sive from a purely trade standpoint. 
Basically imports are categorized 
“regular” or “special.” The “regular” 
group) includes certain consumer 
goods, essential raw materials, and 
industrial equipment, which may be 
imported either with foreign ex- 
change purchased trom the govern- 
ment or with export earnings. “Spe- 
cial” items are some 40 less essential 
commodities, which may be import- 
ed under a “linking svstem,” that is. 
by means of foreign exchange earned 
trom exports. The 73 per cent gain, 
to the level of $210 million, in our 
exports in nine months of 1957 over 
1956; the minuscule U.S. imports of 
$3.4 million; the trade imbalance of 
$206 million, all these factors sug 
gest that vou lay down vour exports 
and take vour chances in Korea. 
UNION OF SOUTH AFRICA: 
Comparatively simple as control sys- 
tems go, the Union seems more influ 
enced by statistical considerations 
than controls in retaining its svstem 
of import licenses, especially on im- 
ports of capital equipment and raw 
materials. Import permits automati- 
cally cover the buver for his ex- 
change requirements. While quotas 
are established on importing con 
sumer goods, these have been sub- 
stantially increased for the 1957-1958 
period. And after the welter of con- 
trols evident in so many countries. 
it’s a relief to find only one tvpe ot 
license, identified as “G.” which cov- 
Crs all classes ot goods. 
SWITZERLAND: A_ breath of 
fresh air is’ encountered in_ this 
stronghold of hard currencies. Re- 
strictions on trading in U.S. dollars 
were abolished in September 1949. 
Import licenses are required for only 
about one-third of U.S. goods. 
COLOMBIA: The political Wneasi- 
ness in Colombia sets the pattern tor 
the shifting regulations exercised on 
international trade. While controls 
are complex, at least a free market 
has existed in foreign exchange tor 
about six months. Here again, the 
“certificate” technique is used to pro- 
vide for trade payments and liquida- 
tion of certain visible and capital 
transfers. But except for specific list- 
ed imports that require only a 20 per 
cent prior de ‘posit, most imports must 
have advance peso deposits of 100 
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per cent. That this has strained work- 
ing capital and discouraged imports 
is amply Our ex- 
ports sagged 35 per cent in the first 
nine 1957. 
Colombia was one of the few “plus 


demonstrated. 


months of even though 
balance of trade’ countries. Whether 
cause or effect, the fact remains that 
our imports dropped 13° per cent. 
With coffee prices still waning, not 
much change, except for the worse. 
can be expected. 

Among the 56 remaining markets. 
which absorb 22 per cent of our ex- 
ports, a variety of extremes also exists 
In present controls. They are too nu 
detail bait 
and complete data are readily avail 


merous to here current 


able trom the U.S. Department. of 
Commerce, Bureau of Foreign Com- 
merce. and trom U.S. banks main- 


taining international divisions. Read- 
ing the bulletins may not be a pleas- 
ant chore, but it can help vou reduce 
or avoid unpleasant repercussions. 
In the final analvsis, our export 
business has Hourished in this era of 
controlled world CCONOMIES, Perhaps 
without controls, it could have ex- 
panded even more. But in’ recent 
vears. thousands of U.S. companies 
have made fat profits from export 
sales, proving that it is possible to 
operate effectively within the svstem 
of a controlled international trade. 
Qt course. tensions 
sible. The birth of the European 
Common Market, the new West In 


dies combine. the Central American 


new are PoOs- 


economic merger, and the recently 
announced marriage of convenience 
between Egypt and Svria_ suggest 
new and complex problems in the 
offing. And the wavering economic 
indices in the United States also must 
enter into calculations of near-term 
developments. But in their own way 
exchange and import controls repre- 
built-in 
economic readjustments. At the least. 


sent props against severe 


they are a “caution” or “go ahead 


signal and should be watched for in 
the lanes of international trade. 


NOTE: made to the 
Csuaranty New York 
and Clifford R. Rolrberg, vice president, 
for making available the bank's “Annual 
Summary of Foreign Restric- 
This booklet, dated January 1958. 
was used as a basis for abstracting the data 
but the forecasts on controls in the 
twenty key The Trust 
Company also publishes regularly a pocket- 


Acknowledgment is 


Trust ( company of 


Exchange 


tions. 


not 
markets. (suaranty 
size booklet On foreign exchange restric- 
tions, “Monthly Bulletin for exporters and 
Importers,” available on request to compa- 
nies engaged in export and import trade. 
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A sign of efficiency 


for every type of building 


Wherever you see Kinnear Rolling Doors, 
you can be sure there's a high level of 
efficiency in handling plant trafic — plus 
other important advantages. 


The coiling upward action of the Kinnear- 
originated interlocking steel-slat door curtain 
makes all space around the door fully usable 
all the time. 


Kinnear Motor Operators add quick, easy, 
push-button control to this efficiency. They 
permit you to control any number of doors 
from a single point, or each door from any 
number of points. 


[his cuts traffic delays and bottlenecks 
and promotes prompt door closure, reducing 
loss of heated air in winter, cooled air in 


summer 


In addition, Kinnear Rolling Doors as- 
Sure extra all-steel protection against wind, 
weather, fire, intrusion and vandalism. 

You can’t beat Kinnear’s 60-year record 
for providing long, low-cost, dependable door 
Service under hardest daily use. Kinnear 
Rolling Doors — built to fit any opening — 
are easily installed in old or new buildings. 


Write today for catalog or recommendations. 


INNEAR 


ROLLING DOORS 
Saving Ways in Doorways 


The KINNEAR Mfg. Co. 


Offices and Agents in All Principal Cities 














Heavily Galvanized! 1.25 oz. of pure zinc 
per sq. ft. of metal (ASTM Standards) 
gives Kinnear Rolling Doors lasting pro- 
tection from the elements. Special Kin- 
near Paint Bond permits paint to be 


applied immediately after doors are 
erected, assuring thorough coverage 
and lasting adhesion. 


FACTORIES: 1500-20 Fields Ave., Columbus 16, Ohio; 1742 Yosemite Ave., San Francisco 24, Calif. 
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(Advertisement) 





WANTED—BY PURCHASE 
OR MERGER 


We are interested in acquiring 
a proven nondefense, proprie- 
tary item with $100,000 month- 
ly volume. Prefer fluid handling 
and/or control devices; hydrau- 
lic or pneumatic valves. Careful 
consideration will be given your 


proposition. 


Contact me personally, 

C. T. Keith, Vice President 
Aero Supply Mfg. Co. Inc. 
Corry, Pennsylvania 
Telephone: Corry 2-8261 











There’s No Weight Penalty 
with Magliner Magnesium 
Platform Trucks 


Push the load ... not the truck! You can’t 
make—or save—a penny pushing and handling 
deadweight! That’s why thousands of lightweight 
Magliner trucks are in daily use in large and 
small companies alike. 
‘Only “% the weight of steel-and-wood equip- 
ment, Magliners cut down on operator fatique 
. increase work output ... save handling 
dollars! Easy to manuever and easy to operate, 
Magliner platform trucks move loads faster and 
cheaper ... keep your men in a working mood, 
too! 
Made from the world’s lightest structural metal, 
Magliner magnesium platform trucks are strong, 
tough—built for years of rugged, dependable 
service. Before you buy get the facts about 
Magliners! Write today for bulletin MPT-211 
and the name of your nearest Magliner repre- 
sentative. 
MAGLINE INC. 
P.O. Box 183 


Pinconning, Mich. 





eieame 


In Canada 


Magline of Canada, Ltd., Renfrew, Ontario 
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WHAT’S AHEAD IN LABOR LEGISLATION? 


continued from page 44 


don’t 
and 


Thev 


thugs 


than as offices of trust. 
want to outright 
racketeers operate in the guise of la- 
bor representatives. And. very pos- 
sibly, they won't take kindly to union 
coercion in the form of “organiza- 
tional picketing and secondary boy- 
cotts, when these and other practices 
take the spotlight in the McClellan 
hearings. 

The public must know by now that 
the McClellan not 
represent just isolated instances of 
And it is not likely to be 
ho 


see 


disclosures do 
malpractice. 
persuaded that there really is 
need for firm measures to deal with 
union abuses simply because, after 
all. the 

up SOE 


investigation has also shown 
unsavory management be- 
If future he arings bring out 


more evidence of emplover involve- 


havior. 


ment in shady dealings, this ought to 
put still more steam behind the de- 
mand tor rath- 
er than diminish the evident indigna- 
tion over bad behavior on the union 


legislative remedies, 


side. 


Will Congress Act? 


But does all this mean that Con- 
far-reaching la- 
95S? No. The 
nil. The most 
that can be expected as things stand 
r two relatively in- 


oress will enact anv 


bor legislation in 


chances are almost 
is that one o 
effective “cream-pufl” | 
be put through to show the voters 


nOW 
Measures Way 


something has been done. 


The reasons are manv. First. as we 
hear on all sides. “it's an election 
vear. That seems automatically to 


clamp the lid on anvthing not abso- 
lutely essential that is on the contro- 
labor legislation 


And the 


action tor 


versial side ——and 
certainly is that. 
elections stvmie 


upcoming 
an addi- 
tional reason: Congress will adjourn 
early for the campaigning. There 
just wont be for the kind of 
committee hearings 


time 
exhaustive cle- 
manded by the great number of pro- 
posi als thi it have been offered. 
Another factor pointing to delay 
is the complexity of the issues The 
public wants reform, but the po 
tions are not clear-cut. For example, 
how far should government inject it- 
self into the internal affairs of trade 
unions in order to safeguard the in- 
terests of workers? Obviously, this is 
a question to be approached with 


great deliberation, since it involves 


D 


UN'S 


in a fundamental way the role of gov- 
ernment in 
Again, Congress is necessarily pre- 


our socie ty. 


occupied with missiles. national se- 


curitv, and education. as well as the 


need to keep a watchful eve on the 


health of our economy. 
forced the MeClellan 
down a big notch in the public con- 
may 
steam it 


Sputnik 


Inve stigation 


sciousness. It never regain the 
head of had the early 
phases ot its probe of the odoriferous 


in) 


Teamsters. 

But the to 
legislation this vear is still organized 
vet widely feared. 
power at the polls. Despite the se- 


single biggest obstacle 


labor's ill-defined. 


vere setbacks in public esteem that 
the unions the 
\icClellan revelations 
the plain fact is Congress is still dis- 
posed to treat organized labor with 
kid gloves. 
Specifically. 
this vear. it 


have suffered from 


committee s 


if anvthing is passed 


mar take the form of 
legislation: 

® requiring umons to register and 
file annual statements on welfare and 
pension plans with a Federal agency 
and meet certain other requireme nts, 
* requiring that union financial re 
ports and other information sient 
being reported to the Labor Depart- 
ment under the ift-Hartley law be 
made public, and 

® requiring unions to follow demo- 
cratic procedures In) the election ot 
determination ot basic 


officers and 


policy questions. 


How Much Help This Year? 


While there are varving degrees of 


merit in Government action in each 
of these areas. plenty of informed 
management men fteel that such 
measures offer no solution to the 
basic problems Of umlon strong-arm 
tactics and abuse of power. For ex- 


ample, they doubt whether an elabo- 
rate svstem for filing reports on wel- 
fare and pension Operations with the 
Labor Department will be an eftec- 
tive way to cope with the unscrupu- 
lous operators who have so wantonly 
milked these funds. 
Similarly, there 
whether merely making public the 
financial data and procedural infor- 
mation unions must already file with 
the Labor Department will accom- 
plish much. The superficially attrac- 
tive idea of public disclosure—the 


is some question 
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“goldfish bowl” approach to rooting 
out malpractice—may not do the job 
if it takes the form of Federally ad- 
ministered disclosure through agen- 
cies remote from the problem area. 

As to the third item. everyone 1s 
for Realistic 
measures designed to insure it cer- 


“unlOn democracy. 
tainly deserve support. But, again, 
few informed business men are per- 
suaded that laws requiring periodic 
election of officers. secret ballots on 


kev union decisions. and the _ like. 
will make much difference. Where 
unprincipled toughs have bullied 


their way to control in an organiza- 
tion, abetted by membership apathy 
or docile obedience to the local brass. 
they would probably have little trou- 
ble retaining their power and com- 
whatever procedural 


plying with 


forms are imposed. 
Placating the Public 
What 


measures to Congress is that: they 


really recommends — such 
offer a ready means of assuaging the 
public's desire for action, without 
risking serious labor opposition. 

If proposals like this are adopted 
alone, not as part of a more compre- 
hensive package, then the chances 
that the lawmakers will get down to 
grappling with the issues of most 
urgent concern to management look 
dim—this vear or next. 

The 


reform DCaASUTeS like these and Ones 


line between “clean-up” or 
aimed at restraining union power and 
remedying shortcomings in the rules 
rela- 


governing labor-management 


tions must again be stressed. Devis- 
ing ways to protect organized wage 
earners trom the predatory proclivi- 
ties of future Dave Becks is clearly a 
worthy undertaking. But most sea- 
soned industrial relations executives 
think that the basic problem is one 
with far more serious manifestations 
and implications. 

The need, as they see it. 
better statutory balance between la- 
bor and management rights. Here 
are some of the principal legislative 


is tor a 


areas where business has been work- 
ing for changes: 

@ The Taft-Hartley Act's supposed 
prohibition of secondary bovcotts is 
so riddled with holes that it offers 
| little 
this favorite union weapon. In case 


relatively protection against 
after case. unions have successfully 
applied pressure on emplovers who 
were in no wavy involved in anv dis- 
pute with the union except that they 
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EXCEPTIONAL INVESTMENT OPPORTUNITY 


LARGE KANSAS CITY AMUSEMENT CENTER WITH YEAR-ROUND 
RECREATION FACILITIES WILL BE SOLD AT PUBLIC AUCTION 
SUBJECT TO TERMS AND CONDITIONS OF SALE 


TIME OF AUCTION: INSPECTION OF PROPERTY: 
10:00 A.M. (C.S.T.) April 8, 1958 From March 19 to Sale 


A rare opportunity will be offered some aggressive investors to buy the Lakeside 
Recreation Center, Kansas City, Kansas. The owner is retiring due to age and 
health. 443 acre Lakeside, an outstanding amusement center, adjoins Wyandotte 
County Lake and is situated at the intersection of 91st Street and Highway 5. 
It is only 12 miles from the downtown area of rapidly growing Kansas City. 
The recreation and amusement field is one of the fastest growing today. Potential 
customers total more than 3,000,000 within 75 miles. Replacement value of this 
property on which construction began in 1953 is conservatively estimated at 
$3.500.000.00. 


The year-round amusement and entertainment center will be sold as a complete 
unit or in four separate lots as follows, subject to terms and conditions of sale: 


% 10,400 SEAT CONCRETE STADIUM WITH 1,-MILE TRACK — for dirt track, midget, 
stock car and motorcycle racing, rodeos, etc. 

% 18 HOLE 7,200 YARD GOLF COURSE AND CLUB HOUSE — only public course in area. 

¥% 1,087 CAR DRIVE IN THEATER AND ADJOINING KIDDY LAND. 


¥% LAKE OF OVER 100 ACRES, SWIMMING POOL AND BATH HOUSE, ICE RINK, DANCE 
HALL AND DINING ROOM, PICNIC GROUNDS, OFFICE AND RESIDENCE. 


Complete details of all facilities and terms of sale are available in descriptive 
brochure. Contact the auctioneers. 


Wayne 


193 Meadows Building 
Dallas, Texas 


EMerson 3-3388 










<a 
€oe 
Associates, /nc. 


“The Nation's Leading Auctioneers” 


932 Board of Trade Bidg. 





Kansas City, Mo. 
Victor 2-5339 











SUBSCRIPTION 
ORDER FORM 


DUN’S REVIEW and 
Modern Industry 
99 Church Street 
New York 8, N.Y. 


Enter my subscription for 

one year. I will pay $5 when 
billed (USA, Possessions, 

and Canada; elsewhere $10). 
Send to - } 





Name 
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Company 





Address 
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COST-CUTTING 
ACCURATE DIALING - 


with | 
DIAL DIRECT DEX 


Simplifies Long Distance Direct 
Dialing and Local Numbers 


Simply select the correct disc and snap onto 
your Dial Direct Dex unit. Complete complex 
code numbers are in full sight... correctly 
sequenced for each call! So automatic and 
accurate a child can use it! Cut out wrong 
number loads on phone bills! 
Complete with an alphabetical index for 180 
listings in smart black plastic 5x74 in. file box. 
Now only $9.95 on 10-day money back approval! 
Dealer inquiries invited. Buy Dial 
Direct Dex at stationers or write 
for further information. 


DIAL DIRECT DEX 


209 tOS$ MOLINOS 


SAN CLEMENTE, CALIF. 








“This 565 instrument = 


saves me 60¢ an hour #-* 
ae, 


in production costs” 


TIME 
RECORDER 
+ TOTALIZER 


what TRT is: an instrument that auto- 
matically records “on-off’’ time of any 
machine or process. Information is marked 
on a continuous, time-indexed tape. Tapes 
run as long as 4 months. 


what TRT does: shows on tape exactly 
when ‘“‘down-time” occurs, how long it 
lasts. Access window enables operator to 
write reason for stoppage. Visual counter 
totals actual productive time. 


how TRI saves: TRT data-on-tape gives 
accurate, single-source basis for cost- 
cutting in plant or office: time study, pro- 
duction control, maintenance, locating of 
bottlenecks. Write for free Brochure DR-3. 





Standard instrument core 


657 BROADWAY, NEW YORK 12, NEW YORK 





















CUSTOM BUILT 
CASES 


for 
your 
business 





Building materials and a host of 
other products can be more effec- 
tively demonstrated from a custom- 


built Olympic case. We will be 
pleased to quote on quantity pro- 
duction of special cases produced 
from your specifications in tough. 
good-looking TOLEX viny] plastic. 
Send the coupon today for full 
_anerenateen. 

a ee 

Y ovymic LUGGAGE CORPORATION 

Kane, Penna. 

Gentlemen: [ 

Description of our product is enclosed. 

Please contact us at once. 

NAME | 
COMPANY | 
ADDRESS _ 

CITY STATE 

a a 
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were doing business with the firm 
against which the union was direct- 
ing its fire. 

e The Taft-Hartley Act was never 
construed to bar organizational pick- 
eting, another popular instrument of 
union coercion. The NLRB recently 
ruled against recognition picketing, 
where the obvious purpose of the 
union is to compel the employer to 
bargain. But organizational picket- 
ing, where the ostensible purpose is 
to induce employees to sign up rath- 
er than to compel the employer to 
capitulate, still has not pro- 
hibited. Actually, for practical pur- 
poses, the two forms of picketing 
differ in name only. Both, employers 
think, categorically 
scribed by law. 


been 


should be pro- 


A Double Standard? 


@ Labor unions are not touched by 
our antitrust laws, except where un- 
ions and employers jointly engage in 
monopolistic activity. Employers 
have argued in vain that modern or- 
ganized labor has the power to shut 
down whole industries, cripple vital 
services, and impose conditions that 
influence pricing and important trade 
practices. Unions, in this view, 
in as good position to act “in re- 
straint of 
and, in the public interest, should be 
subject to similar restraints. 

@ Unions in politics is another area 
where employers seek more balanced 
legislation. Despite the prohibition 
in the Corrupt Practices Act of cor- 
poration and union expenditures in 


are 


trade’ as are emplovers 


connection with elections for Federal 
office, labor organizations have been 
able to use members dues in a va- 
riety of ways in political campaigns. 
e E mployer organizations have 
called for a Federal “right-to-work” 
law which will ban all forms of com- 
pulsory union membership. 

These, then. 
labor issues that 
On the labor 


Congress to ease 


are some of the big 


concern business. 
the unions want 
of the Taft- 
Hartley curbs on their practices: 

* Organized labor wants to repeal 
l4(b) of the Taft-Hartley 
which permits the 
adopt “right-to-work” laws 
compulsory membership 
ments that go beyond the 
ley restrictions. 

@ Another big goal of the unions is 
changing the rule that prohibits 
strikers whe have been permanently 
replaced by other workers from vot- 


side. 
some 


Section i 
Act. states to 

curbing 
arrange- 


Tatt-Hart- 
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ing in NLRB elections conducted 
during the strike. 
@ The building trades unions want 
a close approximation of the closed 
‘Tatt-Hart- 
they 
casual character of its em- 


shop (now prohibited 
ley ) in their industry 
say, the 
ployme nt makes the union shop un- 
workable. 
e@ They want the boycott provisions 
revised to permit them to stop the 
transter of struck work to other firms. 
@ Labor doesn't like the liberal way 
the NL RB has been construing Taft- 
Hartley's provisions on e mplover free 


be ‘Cause, 


speech. The present rule is that em- 
plove rs are free to express their opin- 
refute union and so 


ions, charges, 


on, during election campaigns, as 
long as their actions aren't calculated 
The 
unions have asserted that their quar- 
rel isnt with the terms of the law. 
only with the NLRB. But plenty of 
management men are convinced that 
labor like to 
ployer free speech in this area com- 
pletely, if there were any way to get 


the 


to coerce the employees: choice. 


would wipe out em- 


legislation. 


Proposals Before Congress 


An abundance of concrete pro- 
posals are betore Congress. Though 
there is little likelihood that 
than one or two of them will become 


briet ex- 


more 
law this vear, they deserve 
amination. 

Most comprehensive, of course, are 
the recommendations in President 
Kisenhowers Labor Message of last 
January 23. The Administration pro- 
gram places heavy emphasis on com- 
bating labor corruption. A Comumis- 
sioner of Labor Reports would be in- 
stalled in the Department of Labor 
to oversee a_ broad reporting and 


public disclosure svstem. whe reby 


unions would file detailed data on 
all their financial 
their internal procedures, Both em- 


transactions and 
plovers and unions would report on 
financial dealings with other, 
and any payments passing between 


CAC h 


them for improper purposes would 
be banned by civil and criminal law. 
The Department would be 
empowered to investigate and seek 


Labor 


to enjoin suspected violations of 


reporting requirements. Unions not 
complying would endanger their tax- 
exe mpt status. 
Unions would be required to keep 
proper financial 
their officers by secret ballot. 
The Criminal Code would 


records and elect 


be 











amended to make embezzlement of 
union funds a felony, and to make it 
a felony for union or employer rep- 
resentatives to make or take bribes 
to influence the conduct of the other 
party in labor-management matters. 


New Bargaining Rules? 
The 


book would be 


collective bargaining rule- 
amended in several 
important respects. On secondary 
bovcotts, there is something tor both 
unions and emplovers. The present 
prohibition would be tightened to 
ban union pressure applied directly 
against secondary emplovers rather 
than just pressure applied through 
their emplovees aS IS TOW the Case 
Union coercion through “hot cargo™ 
contracts, im whit ly emplovers lG@Tree 
not to handle the goods otf other firms 
on the unions “untair” list. would 
likewise be But the 


eased to let unions bovcott 


barred. law 
would ly 
COTM PATS taking over tarme dl out” 
work from a plant on strike 
Organizational picketing would be 
already 


Outlawed if the emplovei 


recognizes another union, if the 
picketing LLEOn has lost ctl) election 
at the company within the past vea 
or, significantly, if “it is otherwise 
clear the emplovees do not desire 
the 
resentative. 
Phe that 
have been replaced from 
NLRB elec trons would be rOCS( inded 
When the 
program was first unveiled by Secre- 
tary ol Labor James P Mitchell at 


the AFL-CIO convention in Decem 


union as their bargaining rep 


\\ ho 


strikers 


voting in 


rule bars 


President's legislative 


( hambet ot ( OoOmmerce 


ber, a U. S. 





Well-known labor relations consultant Na 
than W. Shefterman,. a Dave Beck pal whis 
McClellan hearing 


pers to his lawver at 
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SAVE TIME and MONEY 


on price lists...parts lists... 


directories ...catalogs... 
Tilets>. 4235 oe efc. ee ee 
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Net VN VISIBLE | 





photo panels 
the quick, easy way 
to reproduce lists... 


Save time and expense of typesetting; 
your typewriter is your Compositor. 
Each line typed on individual card. 
Revisions quickly made, listings 
added or deleted, page arrangements 
changed and illustrations or headings 
added. 

Always available for instant reference 
or use, easily kept up to date in your 
office and under your control, con- 
veniently and compactly filed. 


Reproductions can be made any 
proportionate size and printed by 
offset, planograph or other methods 
of commercial or office reproduction. 


DISTRICT OFFICES AND REPRESENTATIVES IN PRINCIPAL CITIES 


Alok the mate thorn. Altre lo akow you epatufoles 





ACME VISIBLE RECORDS, INC., Crozet, Virginia 





























[-] Send us more information and literature on Photo Panels. B-358 
[| We are interested in Acme Visible equipment for____ records. 
|] Have representative call. Date __ _Time ‘ 7 

Company Attention 

Address teins nee <pigleeall 

City Zone_ _____ State sabinctnatsaatgaleaaas 














FASIEST 
WALKIE-TRUCK 
TO OPERATE ANDO 
MAINTAIN EVER ! 
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FINGER-TIP CONTROLS INCLUDING DYNAMIC BRAKE 
TO ELIMINATE “PLUGGING” THE MOTOR GOING 
DOWN RAMPS, ANDO “ARTICULATED CONSTR- 
UCTION ADJUSTS TO UNEVEN 
FLOORS STEERS EASILY 
AND WORKS IN LESS SPACE 

‘ BECAUSE OF TRE 
DUAL WHEELS S 
DIFFERENTIALYU 





























HOW ABOUT 
MAINTENANCE ? 













HAS A SiM PLE ‘SCRE Wad JUSTMENT 


Vweire FOR OU T-J 


\FREE ' TRUCK 







Y RED GIANT 


eed LIFT TRU CKS 
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REVOLVATOR CO. 


7028 TONNELE AVE., NORTH BERGEN. WN. J. 





modern heating 





for 
business and industry 
s.. a 
- erat - Reznor direct-fired 
++) Somer ~=snit_ heaters offer the 
} ms modern solution to the 
Yaase §=problems of heating 
commercial and indus- 
trial buildings. They 
cost less to install, less 
to operate and require 
} | practically no main- 
tenance. With sus- 
| pended, duct and 
free-standing types in 


all appropriate sizes 
from 25,000 to 2,000.,- 
000 BTU, the Reznor 

line includes equip- 

ment which 1s exactly 

right for your heating 
I job. 


ey oats] 





Reznor under 
“Heaters-Unit"’ in 
| the Yellow Pages 
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“REZNOR 


S LARGEST-SELLING DIRECT-FIRED 


ZHiyxSU NIT HEATERS 


Reznor Mfg. Co., 80 Union St., Mercer, Pa. 


102 








public: ation called it “weak and pro- 
union. 

From the labor 
Meany voiced serious objections to 
“the ‘big brother concept of govern- 
ment,” which he found implicit in 
the Eisenhower proposals. 

Neither side is happy—and_ this 
hardly spurs Congress to act. 

The McClellan Committee has an- 
nounced a tentative schedule of hear- 
ings for this year featuring, among 
other matters, Inquiries into the 
UAW-Kohler Company dispute, the 
misuse of union funds in the Meat 
Cutters Union, the secondary boycott 
problem, and the general question of 
racketeer infiltration into the labor 
movement. 

Meanwhile, there is no dearth of 
bills in the hopper. In the Senate, it 
addition to the bills Senator H. Alex- 
ander Smith (R., N J.) has offered 
incorporating the President's recom- 
mendations, Senator Irving M. Ives 
(R., N. Y.), Senator William F. 
Knowland (R.. Calif.), Senator Karl 
E. Mundt (1 S. D.) 
have introduced important measures. 
The dismal outlook for action on any 
of them was pointed up by Senator 
Ives. who iS vice chairman ot the 
MeClellan Committee, in a statement 
late in January. “If the public gets 
steamed up, we might get something 
through,” he said. “That is the only 
way we going to get it.” 


side. George 


and others 


are 


Unfinished Business 
Whatever positive 
may contain, the Committee's forth- 
coming interim re port may operate 
action in 1958. It is 
attention to the fact 
still has a great 


proposals it 


to discourage 

bound to draw 
that the Committee 
deal to cover in its probe of the mani- 
fold “improper” 
it seems to Spy almost eve rvwhe ‘re it 
looks. And the prev: ailing Congres- 
sional mood seems to be that nothing 
should be done until the Committee 
has had another year or so to com- 
plete its investigation and make com- 


labor practices that 


prehensive recommendations. 

This approach could enhance the 
really sound legislation 
if the public’s indig- 


chances for 
in the long run- 
nation can be sustained that long. 
There are already signs that 
Congressmen feel the worst is over 
as far as the voters’ demand for ac- 
tion goes, and that from here on pub- 
lic concern is likely to wane. 

The Congressional disposition “to 


do something” about the labor prob- 


SOTHC 


DUN’ 


last 
early Cra- 
be 
The 
regained 
booting out the racket- 


its largest affiliate. 


so evident 
} 
the 

ellan revelations. ma\ 


lem, which seemed 
year in the heat of 
matic MeC! 
tempered by still another factor. 


AFL-CIO 


prestige by 


h; iS oby iously 


ridden Teamsters. 
Its stern disciplining of several other 
unions and its promulgation of the 





Ethical Practices Codes have also 
added weight to the argument, now 
THE AUTHOR e Now 


director of industrial rela- 
tions for the 
ind Industry Association 
of New York, Inc., Horace 
KE. Sheldon was formerly 


Commerce 


labor T¢ lations T¢ pre senta- 





tive tor the metropolitan 


New York milk industry. 
In this capacity, he participated in labor ne 
gotiations that involved more than 200 em- 
eo rs Mr. She ldon has also served as 
field agent for the National Labor Relations 
Sonal \ graduate rf the ¢ olle ve of kongi- 
neering of New York University, he holds a 
masters degree from the New York State 


School of Industrial and Labor Relations at 


Cornell Unive rsity. 





heard on 
Meany 


good housecleaning job 


Capitol Hill, that George 
doing a 
(Clon- 


too much 


and company are 


and 
gress should not interfere 
or try to assume too much of the 
burden. 

Both unions and business organi- 
been giving more. at- 


zations have 


tention to the state capitols in the 


last few years. There will be rela- 
tively little activity on this front in 
1958, however. Only eighteen of the 
48 state legislatures are due to con- 
vene this year, and of these only 


thirteen will be open for gener: al law- 
making. 

The biggest recent development at 
the level, of 
the spread of the “right-to-work” 
laws. Eighteen states now have stat- 
utes that prohibit requiring union 
membership as a condition of em- 
ployment. The battling 
against the spread of these laws to 
other states and have fought tor re- 
peal where they have been put on 
the books. So strongly does organ- 
ized labor feel about the that 
“right to work” is practically a cuss 
word in union circles. 

Indiana, the one new state added 
to the “right-to-work” list last year, 
was the first major industrial state 
to pass the legislation. 


" 
state COUTSC, Tas been 


unions are 


issue 


and Modern Industry 
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Considerable interest in these laws 
is now reported in such Important 
industrial states as Ohio, California, 
and Connecticut, and the question 
will be put directly to the voters in 
several others this vear. Elsewhere, 
as in New York, there seems to be 
little current prospect for serious 
consideration of the issue. 

The state legislatures, of course, 
will continue to be battlegrounds 
in the unceasing debate over unem- 
ployment Insurance and workmen's 
compensation on the twofold issue 
oft adequacy of benefit levels and 
eligibility rules and administration. 


Looking Ahead 


Despite distinct improvements in 
our labor laws and the courts’ con 
struction of them in recent vears. 
management, by and large, tends to 
view the labor future with some mis- 
CIVINGS. Tatt-Hartley represented al 
solid step toward a more balanced 
and mature national labor policy 
when it was superimposed on_ the 
Wagener Act. and recent NLRB and 
court decisions have overturned im- 
portant earlier rulings that business 
had found it hard to live with. These 
concerned such key questions as the 
“hot cargo” clause, minority union 
picketing emplovers: right to lock 
out defensively against a union's “di- 
vide and conquer’ tactics, and em- 
plover tree speech. 

Still. emplovers and unions too 
dislike having to depend too much 
on the vagaries of the courts and ad- 
ministrative agencies when impor- 
tant matters of labor relations prac- 
tice are at stake. Management wants 
certain things clarified and made 
more equitable by new and unmis- 
takable language in the law books. 

The real reason whv- many 
thoughtful employers are uneasy) 
about the future is that they find it 
is not always enough to persuade 
legislators on the merits of any pro- 
posal. Realistically, they wonder how 
many lawmakers will be responsive 
to rational argument on labor issues 
in the years ahead if union political 
inuence grows greater still. 

Many people feel organized labor's 
political power is now so great, de- 
spite its current embarrassment over 
corruption. that it can veto anv legis- 
lation that seriously threatens its in- 
terests. When the McClellan Com- 
mittee completes its investigation 
and all the proposals are in, we shall 
see whether they are right. END 
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THE PENNSYLVANIA PLAN: 


100% financing for your new plant 


Complete financing for Lease-Purchase of several plant “shells” now being 
of a new plant is available in labor- readied for completion. 
surplus “as of Pennsylvania through 
me. n re is Of | : ' 100% Financing ata glance. 
combined efforts of lending institutions, Industrial Plant Construction Costs— 
non-profit community organizations and ’ . 

; : Subscribed Dv tocal non-profil Urli- 
the Pennsylvania Industrial Develop- ©. . aa : 

] dvi , pul SUreu Mdliade? f 
ment Authority. Interest as low as 2 aii % 
with deferred amortization, can be ap- per Morteace Loan, Pennsylva 
plied on up to one-half of total plant cost. Industrial Development Authorit) 
ist Vortgage Loan ODTatTt d f ii 

100°% financing is also available in other hanks insurance companies and sim 
areas of the State, provided by com- uw lendine institutions 
munity organizations, banks, insurance Total financing. secured through 
companies and othe SOUTCES., Y OU select CHDSCTIDIITONS and morreare loans 
the community you want. You specify without cash investment by the nu- 
plant construction details or choose one facture) A 

i } tl S j 

Pennsyivan ua Department « t Commerce 


Main Capitol Building 
907 State Street, Hi irrisbure,. Pa 
Phone: CEdar 4-2912 














You can have a 
supervisor ride 
on every truck 














for little more than 
2¢ per trip! 











sancamo TACHOGRAPH reports all 


starts, idling, stops, speeds of entire run 


You can get facts ...at low cost ...when you equip trucks with 
TACHOGRAPHS. It’s like having your fleet supervisor ride on 
every trip... without leaving his desk. 


Before each run, or at the beginning of eech day, a chart is placed 
inside the ‘Tachograph mounted on the dash. A complete graphic 
record of time of operation, duration of stops, speeds and distances 
traveled is automatically recorded on the chart. 

Charts give graphic reports of every run. . . help cut unscheduled 
stops, let you plan better routing, help control the speed of vehicle, 
lower your operating costs by encouraging savings on gas, oil, 
tires ... help make your drivers more safety conscious. 

Bulletin SU-3 tells how TACHOGRAPHS can improve your fleet 
operation, Mail the coupon for your copy. 


Please send a copy of Bulletin SU-3 


CHART TELLS ALL 
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Wagner Electric Corporation 


6439 PLYMOUTH AVE. e ST. LOUIS 14, MO, 





Name 





Company 
Address 








City State 





We operate Vehicles 
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(ADVERTISEMENT) 


Special Reports 
On Finishing Non-Ferrous Metals 


NUMBER I!1—Paint Base, Corrosion- 
Resistant Finishing with Iridite 





required. 





® 
WHAT IS IRIDITE? 


Briefly, Iridite is the tradename for a specialized line of 
chromate conversion finishes. They are generally applied 
by dip, some by brush or spray, at or near room tem- 
perature, with automatic equipment or manual finishing 
facilities. During application, a chemical reaction occurs 
that produces a thin (.00002” max.) gel-like, complex 
chromate film of a non-porous nature on the surface of 
the metal. This film is an integral part of the metal itself, 
thus cannot flake, chip or peel. No special equipment, 
exhaust systems or specially trained personnel are 








Chromate conversion coatings are well 
known and accepted throughout industry 
as an economical means of providing cor- 
rosion protection, a good paint base and 
decorative finishes for non-ferrous metals. 
However, continued developments have 
been so rapid and widespread that many 
manufacturers may not be completely 
aware of the breadth of application of this 
type of finish. Hence, this digest of cur- 
rent information; to bring you up to date 
on the many ways in which you can ob- 
tain proper surface preparation for paint- 
ing and increase product durability with 
a single multi-purpose chemical pretreat- 
ment. Report I on decorative, corrosion- 
and Report III on 
corrosion-resistant 


‘resistant finishes 
chemically polished, 


finishes are available on request. 


First, it is an accepted fact that metal 
surfaces should be prepared before paint- 
ing to make possible an efficient paint sys- 
tem. Naturally, this preparation should 
provide for good initial paint adhesion. 
Chemical treatments have proved extreme- 
ly effective in this respect, particularly 
those of a neutral or preferably acid na- 
ture. Further, to be most efficient, chem- 
ical treatments should provide a non-por- 
ous barrier to maintain adhesion by sealing 
the metal from the paint and moisture. 
They should also provide a self-healing 
film which prevents lateral corrosion in the 
event that bare metal is exposed through 
scratching. 


The Iridite chromate conversion coat- 
ings meet all these requirements. Iridite 
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is a chemical conversion treatment for sur- 
face preparation. It provides initial paint 
bonding by molecular adhesion. It is acid 
in nature and produces a film thai is gel- 
like and non-porous in structure. Thus, 
the Iridite film effectively seals the metal 
from the paint and from moisture penetra- 
tion. Because the film contains certain 
relatively soluble constituents, it will pro- 
tect areas scratched through to bare metal 
and prevent lateral corrosion. This is 
accomplished by a gradual leaching of 
these constituents into the damaged area. 


Further, because of its gel-like, non-crys- 
talline nature, the Iridite film will not 
affect the appearance or texture of the 
paint film, nor will it dust or powder to 
mar the painted surface. Because the 
film is non-porous, paint coverage is in- 
creased, thus substantial savings in paint 
costs will be realized. In addition, treated 
parts may be stored for long periods of 
time prior to painting without the risk of 
entrapped moisture causing blistering 
when painting. 

Iridite chromate conversion coatings 
are widely used with equal ease and suc- 
cess under both baked and air-dried paint 
systems. While the actual adherence prop- 
erties of the Iridite film do not increase 
appreciably with its thickness, corrosion 
protection does. The protection of the 
Iridite film is proportionate to its thickness 
and should be taken into consideration 
when selecting the Iridite to meet your 
needs. However, it is sometimes necess- 
ary to sacrifice maximum corrosion pro- 
tection for appearance when a finished 


DUN’ 


part is to be only partially painted. For 
example, it may be desirable to use a thin, 
clear, bright Iridite film if the unpainted 
areas must present a chrome-like appear- 
ance. A typical case is that of instrument 
housings on which the exterior is painted 
and the inside left unpainted. 


On the other hand, if all surfaces of the 
product are to be painted and maximum 
corrosion protection is required, the heav- 
ier and most protective Iridite films should 
be used. For example, all surfaces of zinc 
die cast fruit juicers are finished with a 
highly protective Iridite film prior to paint- 
ing to provide maximum resistance to the 


corrosive action of fruit juices. 


Iridite finishes are now available for all 
commercial forms of the more commonly 
used non-ferrous metals, including zinc, 
cadmium, aluminum, magnesium, silver, 
In addition to 
providing an excellent base for paint, the 
Iridite films also have high decorative val- 
ue when used as final finishes in them- 


copper, brass and bronze. 


selves. 


These films can produce a wide variety 
of pleasing appearances including clear 
bright, iridescent yellow, bronze, olive 
drab and brown. In addition, many films 
can be modified by bleaching or by dyeing. 
Among the dye colors available are var- 
ious shades of red, yellow, green, blue or 
black. 


In planning or designing, you should 
consider the many other characteristics of 
Iridite finishes which may enter into the 
specific problem. In addition to their func- 
tions as protective and decorative finishes, 
and as bases for organic finishes and bond- 
ing compounds, Iridites have low elec- 
trical resistance. Some can be _ soldered 
and welded. The film does not affect the 
dimensional stability of close tolerance 
parts. 


Iridites are widely approved under both 
Armed Services and industrial specifica- 
tions because of performance, low cost and 
savings of materials and equipment. 


You can see then, that with the many 
factors to be considered, selection of the 
Iridite best suited to your product r quires 
the services of a specialist. That’s why 
Allied maintains a staff of competent 
Field Engineers—to help you select the 
Iridite to make your installation most 
efficient in improving the quality of your 
You’ll find your Allied Field 


’ 


product. 
Engineer listed under ‘‘Plating Supplies’ 
in your classified telephone book. Or, 
write direct and tell us your problem. 
Complete literature and data, as well as 
sample part processing, is available. 
Allied Research Products, Inc., 4004-06 
East Monument Street, Baltimore 5, 
Maryland. 
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SELLING SERVICE IN STYLE 
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WHAT'S NEW ON THE DESIGN FRONT 


ALSO: New Trends in Trademarks; Drive-up Phone Booth 


EVER SINCE THE invention of the 
wheel. men have been quick to adopt 
design 


improvements trom an\ 


source. In the American economy. 


changes in the design of industrial 
with consumer 
Streamlining and double 
headlights on the light- and 


trucks are an interesting 


goods often originate 
products. 
new 
heavy-duty 
current example of this kind of cross- 
tertilization. 

A manutacturer of commercial vac- 
uum and floor cleaning equipment 
announced a few weeks ago that new 
models to be introduced this Spring 
would take his products out of the 
conventional machine class and put 
them into the 
And tor the 
furniture has 
direction of 
adopting softer lines 
range of colors. 

According to 
Smith of 


appliance category. 
othice 


moving in the 


past few years, 
been 
home furnishings in 
and a wider 
industrial designer 


F. Eugene Akron, the two 
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design last vear 


crisp, 


dominant trends 
emergence ot the 


sharp-cornered look and the contin- 


were the 
ued spread of “American 
Departing trom the swollen, bulbous 
forms prevalent in appliance design, 
Motors Frigidaire 
introduced its “sheer look,” 
General Electric. 

The design of consumer products 


Ceneral Division 
and was 
followed by 
influenced in turn by 
architectural trends. Savs Smith. who 


secretary of the 


Is sometimes 
is the | \merican So- 
ciety of Industrial Designers, “The 
lighter, 
rectly from such building silhouettes 
Seagram Building, now being 
completed in New York. Another in- 
uence is the trend by modern home- 
builders to build appliances into the 
wall or create integral rows of appli- 


new squarer look comes di- 


as the 


ances under one counter-top. Square- 
cornered appliances, from which all 
curves have been eliminated, fit 
Hush to the wall when built in. And 


Baroque.” 


they group together better than the 
earlier * jelly-mold’ types. 

The square d-off look also made its 
appearance last year among small 
appli: tnices and te le vision sets, which 
lighter in weight 
shedding their 
appearance. By making them 
attractive to the eve. 


hoping to encourage their 


were made and 


more colortul. utili- 
tarlan 
more manutfac- 
turers are 
use throughout the 

While this design trend was suc- 
cesstully other 


toward what the 


home. 
launched. products 
continued to move 
designers group, with some distaste, 
terms 

Designer 
described in the dictionary as 
ularly shaped, fantastic in stvle, gro- 
re. and that is why I think it’s 
term to use in the 


“American B: iroque. 
Smith savs: “Baroque is 


‘lrreg- 


tesque, 
an appropriate 
field of design in automobiles, boats. 
some furniture, and some packaging 
1957. We have reached a danger- 

impasse in industrial design 
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LOCATION 
FACTS 


You'll be close to 
your components 
in New York State 


‘Infinite Variety: New York State has 
an unequalled variety of com- 
ponent manufacturers, machine 
shops and sub-contractors quali- 
fied to turn out any components 


or semi-processed goods you need. 


Ready Availability: In addition to 
local sources, supplies of materials 
from other parts of the country 
are promptly available through 
the nation’s largest concentration 
of sales and distribution offices in 


New York City and upstate. 


* 


Before you decide on a new plant 


site, what data on components or 


other materials do you need? 
@ Specific sources of supply? 
@ Specification details? 
@ Costs? 


The New York State Department of 
Commerce stands ready with a pro- 
fessional, long-experienced staff to 
give you a tailor-made analysis of the 
availability of materials at any New 
York State location. 


* 


But components are only one of 
your factors. What about 


.labor...markets and transporta- 
tion...sites and buildings... power 


..water...fuel... financing? 


Let us answer your questions. Write 
for ‘“‘Industrial Location Services,”’ a 
free booklet that tells what we can do 
for you. Send your request to me at 
Room 574.112 State Street, Albany 7. 


EDWARD T. DICKINSON 


Commissioner of Commerce 
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when speed symbols dominate the 
design of a product and no longer 
serve any functional purpose.” 
Features which started as an in- 
spiration towards a look of speed in 
automobiles have now taken on a 
lite of their own in the new cars, says 
Smith. He cites as examples of this 
style tendency the high tailfins, es- 
cape jets masking exhaust pipes, and 
rocket-shaped and 
in the design of several cars and re- 
lated speed symbols in power boats. 
According to the designers’ group 
there were noteworthy shifts in con- 


scoops gashes 


sumers color preferences in house- 
hold goods during 1957. Turquoise 
and flame, popular for many years, 
receded slightly, and were replaced 
by clearer tones of blue and _ red, 
particularly cornflower blue and 
bright vermilion. Beige and = sand 
tones continued to bring results to 
appliances manutacturers. But char- 
treuse went the way of the dodo, to 
be replaced by a pale lemon yellow. 


Trends in trademarks 

Facing increased competition, com- 
panies are displaying continued high 
interest in launching new products. 
Last year applications for new trade- 
marks amounted to 21,390, accord- 
ing to the U.S. Patent Office. 

New trademarks were probably 
analyzed more thoroughly in 1957 
than ever before. Increasingly, man- 
agements are hunting down any hid- 


den marks betore 


Haws in new 
launching them, according to the 
United States Trademark Associa- 


tion. In a number of cases. manutac- 


DUN'S 
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and 


turers took advantage of well-known 
trademarks by attaching them to new 
products—often, products — entirely 
different from the original item bear- 
ing the mark. An important side 
benefit of such a that it 
may strengthen a mark which con- 
sumers are beginning to identity too 
commonly with a particular type of 
product rather than a particular 
brand. For when the public thinks of 
a certain trademark as the generic 
name for all goods in its class, the 
mark will be considerably weakened 
and | Such 
shredded 


move is 


sometimes actually lost. 


common terms today as 
wheat, corn flakes. aspirin, linoleum, 
zipper, and cellophane were once 
valued trademarks. 

During 1957 companies increased 
their efforts to protect their trade- 
marks at the retail level. Coca-Cola 
Company and Bristol-Myers Com- 
pany (which manufactures Bufferin ) 
both went into court. to complain 
about some retailers: practice of offer- 
ing similar products when customers 


for Coke Bufferin§ by 


Injunctions were 


called and 


name, granted 
against the retailer in each case. 

In a decision of real significance 
to all companies with trademarks, the 
Patent Office ruled that an originator 
of a trademark can lose his rights in 
it by failing to comply with state 
laws. Even though a competitor be- 
gan using a similar trademark some 
time after the originator, the com- 
petitor was given the right to regis- 
ter the mark (which 
insecticide) because the originator 
ignored a state marketing law. —T.K. 
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WAITING 
ON WHEELS 


An added touch for a nation on 
wheels: you now phone 
without leaving your car with 
this new drive-up phone booth 
produced by Suttle Equipment 
Company, Chicago. Recently 
test-marketed, the will 
be placed in airports, drive-in 
restaurants and movies, park- 
lots, highways. 


Cal 


booths 


ing and along 
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Duns Review and Modern Industry carries decisive 
information to presidents who want to manage their 
business better. One of these executives has said, 
“ . . In the fast moving business world which is 
becoming more complex and demanding every day 
... this magazine keeps me well informed on man- 
agement progress.” * 

And these well informed presidents are the ones who 
take decisive action in the major purchases of their 
concerns. In Cincinnati, for example, 78% of the 
presidents recently questioned by Fact Finders Asso- 
ciliates, Inc. said they had influenced a major com- 
pany purchase during the preceding month. In only 
42% of these cases had the presidents seen a sales- 
man of the product or service bought! 


CISIVE 


Yet here’s a fact to consider in your marketing plans: 





You can get the attention of management men by 
advertising in Dun’s Review and Modern Industry. 
Its authoritative articles are aimed directly toward 
readers who rely upon it in making informed exec- 
utive decisions. 79% of DR&MI’s 120,000 readers 
are General Managers or higher. More than 52,000 
are Presidents. 

If you want to sell your product or service to these 
men who buy in tons, not pounds; by the carload, not 
by the dozen, your advertising belongs in this 





magazine. 


DUNS REVIEW and MODERN INDUSTRY 
The magagine of, Peridexly..and men who are going to be! 


*Mr. Fred D. Pfening, Sr., founder and Chairman of the Board of Fred D. Pfening Co., Columbus, Ohio 
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NOW YOU CAN HAVE A 


PULLMAX 


DEMONSTRATION 
IN YOUR OWN PLANT 


TO HELP YOU SAVE TIME—LABOR—MATERIAL 
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Write for Literature on Metalworking Ideas. 


Write, wire or call and we'll send a demonstration 
unit right to your plant. 


AMERICAN PULLMAX CO., INC. 
2483 N. Sheffield Avenue 


OFFSETTING CUTTING 


Chicago 14, Illinois 
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How’s Your 
BUSINESS CARD? 


Get your FREE copy of our useful folder, 
“Business Card Buyers’ Guide.” Then 
turn to the handy check list to gauge 
business card effectiveness. See tor your- 
self how your business card rates. If the 
tests show room for improvement, 
HILL’s 43 years of specialized experience 
is at your disposal 
Learn how HILL craftsmanship can create 
for you a business card you'll be proud of 
. one that makes a favorable impres- 
sion on your prospects... one that truly 
elects the character, personality and 
contin of your salesmen and your com- 
pany. All of this can be yours at prices 
much lower than you'd expect. 
Business Card Buyers’ Guide, containing 
impressive samples, is free—without ob- 
ligation—to users of 5,000 or more busi- 
ness cards a year. Write today—tell us 
how many cards you use a year. Please 
send sample of vour present card. 


If it’s worth seeing, put it on a Hill 


rk. oO. H. HILL, inc. 
270 (D-079) Lafayette Street 
New York 12, New York 


Please Send a free copy of 


BUSINESS CARD BUYERS’ GUIDE 


Fine Letterheads And Business Cards 
Since 1914 

















THE PRESIDENT’S PAY CHECK—AND WHERE IT GOES 


continued from page 42 


the presidents think is about the right 
pay for their chief subordinates 
pretty close to the actual 
ranges reported in such studies as 
AMA’s annual compensation survey. 
Panelists say that the executive vice 
president should be paid about 28 
per cent less than the president. is 
paid (as against AMA‘s 30 per cent 
less ). Panelists place a slightly higher 
rate on the top production 
tives pay—d2 per cent, as against 
AMA’s one-half. A slightly lower per- 
centage is allotted to the top market- 
ing executive—o6 per cent as com- 
pared to AMA‘’s reported 60 per cent. 
Presidents and the AMA report agree 
that the top financial executive is 
worth about 55 per cent of a presi- 
dents pay. But there is some dis- 
agreement on what the top industrial 
relations executive is worth. AMA’s 
average gives him 27 per cent; the 
panelists, 38 per cent. 

Just what the president thinks the 
subordinate executive should be paid. 
especially in the marketing and in- 
dustrial relations functions, is influ- 
enced to a considerable extent by the 
nature of the business. High market- 
ing pay will be more important to the 
goods industries, for ex- 


Comes 


CXCCU- 


consumer 
ample. 


The Fringes They Get 


The one fringe benefit that nearly 
every Panel president—95 per cent of 
them—gets is a pension. But this is 
not the fringe they 
most important. In the Panel's view, 
the most valuable fringe is stock op- 
tions. These are part of the compen- 
sation package in somewhat under 
seven out of ten cases. About 75 per 
cent of the panelists are provided 
with medical insurance, and about 87 
per cent have company-bought life 
insurance, Many men volunteer the 
information that they contribute to 
these plans. Bonuses go to somewhat 
more than six men in ten, but fewer 
than three in ten get profit sharing. 
And only a scant fraction of the presi- 
dents—less than 3 per cent—get stock 
bonuses. (For details, see chart on 
page 110.) 

Other forms of benefit are men- 
tioned by a number of panelists. 
These include sav ings plans, disaster 
insurance, payment for serving on 
boards of directors, and what is now 
often referred to as a “phantom 


regard as the 
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stock” plan. Under the latter plan, 
the company credits stock shares to 
the executive's account, and at agreed 
dates he qualifies for the equivalent 
of dividends while his company re- 
tains ownership of the stock. Of 
course, many men (few actually men- 
tioned it) probably enjoy company 
cars, club memberships, and other 
perquisites of office that company 
management usually prefers not. to 
publicize. 

But the fringes preferred by the 
Panel members are not always the 
fringes they get. While many 
like the the most popular 
single benefit is stock options, which 


men 
“package,” 


“provide the incentive of proprietor- 
ship.” Of course, the tax considera- 
tions add attractiveness to the stock 
option too. As one president puts it, 
“Can build estate at capital gains 
rates. 


Most Popular Fringe 


Also highly favored, pensions were 
liked best by more than a fourth of 
the Panel, but they definitely run see. 
ond in popularity to stock options. 
Thus the two most desired elements 
of the fringe package balance each 
other. The stock option may offer the 
executive the chance to make a great 
deal of money. A pension offers the 
security of retirement 
Again, the 
Were 


protection. 
reasons for preference 
strongly tax-motivated. Like 
many of his colleagues, one president 
pre fers pensions because they “offer 
security which I cannot buy under 
existing tax laws.” But age also plavs 
a major part in the incentive | 
pensions. The 
Panel is 55. 


value of 
average age of the 

Bonuses and profit sharing were 
equally preferred by about one in six 
men. Ina significant number of cases, 
the attractiveness of these fringes 1S 
increased because payment can be, 
and often is, deferred. One panelist 
typically calls profit sharing the “fair- 
But some 
men prefer bonuses because they are 
the “most substantial” fringe or be- 
cause the “reward is tangible and rel- 
atively instantaneous. 
bonus attracts other 


est and most incentive.” 


The possible 
deferment of 
panelists. 

It seems safe to assume that how 
much directly taxable income the 
president has a year pretty much de- 
termines which form of supplemental 
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compensation he prefers, and how he 
wants it paid. As one president points 
out, “The problem for most execu- 
tives today is how to accumulate an 


estate. how to provide tor retirement 


or for the ftamilv in event of early 
death—not immediate compens: ition. 
For this reason. insurance is the 


most attractive torm of compensation 
about 6 per cent—ot the 
“It is hard 


“It takes 


to a tew 
presidents. Their reasons: 
to get and expensive 


the 


” and 


best Care ay rri\ family.” 


What's Left of What He Makes 

For the aver: Panel 
from 16 to 20 per cent of his total di- 
rect compensation 1s left after taxes 
and current expenses. This 
that out of $111,500, the tvpical pres- 
ident has from $18,000 to $22,000 tor 
or whatever else 
the 
when individual 


ive member, 


Means 


investment 
()t 


varies considerably 


SAVINGS, 


he prefers. course. picture 


men are considered. For example. 
one man who reports compensation 
in the highest Panel bracket 
$200,000 has nothing 
after 
makes under al year 
has half lett after 
and living expenses. But most of the 
bracket 
to nearly 
left after 
rent CAPCHSes and taxes, A quarter ot 
the Panel has from 10 to 14 per cent: 
another quarter, from 15 to 19 per 
cent. Nearly two men out of ten have 
from 20 to 24 per cent left, and about 


one in ten. trom 3 to 9 per cent. 


OVeT 
lett 


a Thali W ho 


SaVS he 
In contrast. 
$75.000 


his mcome 


taxes. 
savs he 


faxes 


regardless of income 
have tenth 
fourth of their income 


Pied 


from one one- 


Cur- 


One thing is common to all panel- 
ists, regardless of their tax 
bracket: all own stock. 
some stock in their own companies, 
In tact. fourth of 
Panel have portfolios that include 
trom 81 to 100 per cent of stock in 
their own companies, and nearly a 
third Sa\ that from 50 to SO per cent 


p. av or 


and all own 


well over a the 


of their stock holdings are in their 
own companies. A few men, how- 
ever, have as little per cent ot 


company sto¢ k in their portfolios. 


What Financial Problems? 


To the “What personal 
financial problem causes vou the 
a third of the 
perhaps be- 


question, 


most worry?” nearly 
Panel failed to reply- 
cause they have no such problems, 

1 perhaps because they agree with 
“I don’t WOITV 


But more 


one pane ‘list who si LVS, 
because it does no good.” 
than half of the panel—5 


oy 2 per cent— 


MARCH 1958 








é a) 
‘ Ft 


ae i 


20 years ago, Canada’s 
iron ore production was 
negligible. Today an im- 
portant world source, 
shipments of Canadian 
iron ore reached close to 
22,000,000 tons in 1956. 
In the same year, produc- 
tion of steel ingots and 
castings was 5,305,805 
tons, an increase of some 
66% in seven years. 
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KEY POSITIONS 


in Canada 


Another important element in Canada’s economy—and strength—is 
her banking system, whose largest member (and fourth largest in North 
America) is The Royal Bank of Canada. If vou wish to explore business 
and financial opportunities in this fast growing country, you are invited 
to call on the “‘Rovyal”’ for practical assistance and helpful counsel. A 
widespread network of “on-the-spot” branches, plus an alert, well- 
organized Business Development Department, enables us to supply 
up-to-date information on specific areas and activities—complete 
banking facilities—and many specialized services outside the realm 
of routine banking. 


THE ROYAL BANK 
OF CANADA 


Head Office: Montreal 


New York Agency—68 William St., New York 5, N. Y. 
Over 900 branches in Canada, the West Indies, Central and South America. 
Offices in New York, London and Paris. Correspondents the world over. 


Total Assets Exceed 3° Billion Dollars 
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or perhaps 
we should say 
“*file-keeper”’... 


For good business housekeeping is largely 
a matter of good File-keeping. 

Scatteration filing has no place here. The 
best practice is to use Accopress Binders 
and Accobind Folders to keep all your 
papers in order—safely filed, neatly filed, 
ready to find. Acco filed papers. are bound 
papers—the only system that insures safety, 
saves time, space, and money. 

Ask your stationer to show you the ad- 
vantages of Acco-Binding—the easier, sure 
way to good business housekeeping. 


ACCO PRODUCTS 


A Division of NATSER Corporation 
Ogdensburg, N. Y. 
In Canada: Acco Canadian Co., Ltd., Toronto 











VALUABLE BOOKLET FREE 





There is no obligation to us, but we feel you 
have an obligation to your organization, so 
that no one can say, a year from now, “If 
we had only known all of the facts.’”’ 


This book contains in charts and illustrations 
answers to the following questions: 
Filing Operations. 


5. Time Saved thru 
Operation Elimination. 


1. The Space Problem 
—The True Answer. 


2. How to eliminate 
Traffic and Congestion. 


3. Filing Clerk Morale 
—The WHY facts. 


4. Motion Study of 


7. Results of a prospect’s survey of five 
prominent users on a point basis. 


Creator of Effective Tools for Effective Management 
Phone Westport, Conn. CA 7-411] or write 


WASSELL ORGANIZATION, INC. 


6. Comparison of three 
filing methods by 
square feet and lineal 
feet. 


Westport, Conn. 





® 
| Please send me free booklet “Backward or 


Forward in Filing” 
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Medical Insurance 
Stock Option 
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Stock Bonus—Deferred 
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*Of this group, 67 per cent receive nondeferred bonuses; 23 per cent, deferred bonuses; and 10 per cent, 


both. 


TOF this group, 32 per cent receive nondeferred profit sharing; 55 per cent, deferred profit sharing; 


and 13 per cent, both. 





do worry about two major financial 
problems, which are not confined to 
executives. One out of ten men reply- 
ing worries seriously about inflation 
and especially about its “effect on the 
retirement program. Four out of ten 
men worry about the effects of taxes. 
Typically, the Panel believes that 
what the Government doesnt take 
now, it will take later. And they are 
haunted by the persistent tax stress— 
or “tax erosion,” as one man calls it— 
that prevents a man from accumulat- 
ing an estate and leaving it intact to 
his heirs. 

Time and again, presidents on the 
Panel say their biggest financial wor- 
ry is “accumulating an estate in the 
face of high taxes and inflation.” One 
president describes his chiet financial 
anxiety as, “Believe it or not—saving, 
the accumulation of an_ inflation- 
proof estate.” Another man_ says: 
“Probably the long-range problem of 
attempting adequately to provide for 
one’s children the same sort of finan- 
cial security as was possible with this 
and previous generations is, of course, 
worrisome. I suppose that I should 
have to say the chief problem in this 
area stems right back to the unrea- 
sonable rates of tax on income 
charged against individuals.” 


Income-Outgo Worries 
In addition to the long-range ac- 
cumulation of an estate, panelists 
worry about what one man calls, “in- 
ability to accumulate. I have too lit- 
tle to show for the strain | undergo.” 
Somewhat less than one-fifth of the 


DUN'S 


Panel mentions other financial wor- 
ries. One president mentions his “in- 
ability to wipe out debts faster,” 
while another is disturbed by the 
“large debt necessary for exercising 
stock options. - . 

A smaller, but significant, number 
of the men worry about what would 
happen to their families in the event 
of possible disability. Others worry 
about raising the money to educate 
their children. One president de- 
scribes his chief worry and that of 
many others as, “Education of chil- 
dren, maintenance of capital assets, 
and cost of supporting oneself and 
family in level of society required by 
background and position.” 

Among the men who run family- 
connected companies, what they can 
leave to the family (in the larger 
companies ) and how to expand (in 
the smaller companies ) become seri- 
ous financial problems. As a_presi- 
dent of a small company says, “I have 
all my eggs in one basket, and in- 
sufficient income for business needs.” 

But chiefly, the Panel worries be- 
cause it is able to accumulate so few 
dollars, and because those dollars are 
continually declining in value. 


How Much in Taxes? 

That most of the Panel's financial 
worries are tax-related, aside from 
the anxiety about inflation, is self- 
evident. But what would the panelists 
consider fair income tax rates, on cor- 
porations and on individuals? 

More than half the Panel—53 per 
cent—would like to see a maximum 
Industry 
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individual tax rate of 50 per cent, 
although about one in seven men 
would preter a top personal tax rate 
of 25 per cent, bringing it in line with 
the capital gains rate. There is far 
more range in the individual income 
maximum rates the presidents pro- 
pose than in the corporate rates. 
About one in ten panelists would be 
willing to pay taxes on his own in- 
come at a rate anywhere from 65 to 
SO per cent—still an improvement 
over the current top rate of QI per 
cent. Only one man goes so far as to 
sav there should be no income taxes 
at all, either on individuals or on cor- 
porations. His reasoning for no taxes 
goes like this: 

Present personal and corporate income 
taxes stifle individual initiative and limit 
expansion. “Deducts” from pay checks and 
taxes hidden in costs of goods and services 
tend to hide the high cost of government. 
Pax revenues now derived from such sources 
should be raised by a general sales tax paid 
as separate items on each transaction by 
ultimate consumer. Public would then force 
Congress to eliminate unnecessary expenses 


and nongovernmental functions 


A large number of Panel presidents 
strongly favor the Sadlak bill, cur- 
rently pending in Congress, and the 
tax rates it proposes. H. R. 6452, in- 
troduced a year ago this month by 
Antoni N. Sadlak (R., Comnn.), a 
member of the House Ways and 
Means Committee. proposes a top 
tax rate of 42 per cent on both indi- 
vidual income and corporate profits. 

Nearly four out of five panelists 
would settle for a corporation rate of 
trom 35 to 50 per cent, as against the 
current corporation rate of 52. per 
cent. But to a man, the Panel feels 
that 50 per cent should be the abso- 
lute tops on what any corporation 
pays the Government from its prof- 
its, and about one man in seven fa- 
vors a 25 per cent rate. 


Personal Tax Problem 

“What single feature of the exist- 
ing tax law, as it applies to individ- 
uals and to corporations,” the panel- 
ists were asked, “would you like to 
see changed—and why?” The most 
common answer: the high and pro- 
gressive tax rates imposed on per- 
sonal income. 

In their complaints about this sit- 
uation, the presidents frequently use 
such words as “confiscatory” and “un- 
just.” One man states the views of 
many in his objection to the public 
tax “philosophy of ‘soak the rich’ as 
applied to earned income, because it 
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soaks those who are not rich and de- 
stroys the will to work to higher lev- 
Coming next month els.” Many men point out that their 
relatively high salaries become mean- 


THE AMERICAN FACTORY: ingless in terms of actual money and 
incentive after the tax slice. A good 

TODAY AND TOMORROW many men would like to have full de- 
ductions for the cost of putting their 
A multi-part Extra Emphasis Feature for top management that children through college, and several 


, ae men feel ; tte deductions 
will highlight the key trends in: _ , that complete deductions 
for medical expense should be al- 





lowed. 

PLANNING A NEW PLANT: Management tackles its facilities Another common complaint — is 
problems. How up-to-date are American manufacturing facili- made against “the requirement to 
ties? : pay personal income tax on divi- 

| dends, which is really double taxa- 

WHY BUILD—AND WHEN: How companies are planning to tion.” 


meet tomorrow’s long-range product objectives, effects of 
automation, and technological uncertainties. 
— _— oat : a , income taxes do, as well as for a few. 
PINPOINTING FACITILIES LOCATION: Significant vari- eich caus’ Gaia Wie peccione 
ables in location decisions—utilities, water, transportation, of “double taxation” on dividends 
labor. crops up frequently. But most often 
THE ‘PEOPLE’? PROBLEM: Planning for heating, lighting, ee ee ee ee 
safety, and so on. 


( orporation taxes come in tor some 


of the same objections that personal 


depreciation and proper allowances 
for increased costs of replacement.” 
A number of men think that the pres- 
Don’t miss this major editorial feature in the April | ent 52 per cent rate “eliminates stor- 
ing up for poor vears.” A lot of panel- 

— : ; ists maintain, too, that business is too 
DUN’S REVIEW and Modern Industry tax-motivated. One puts it this way: 
“High tax rates lead to all business 











. ———— decisions being based on the tax ad- 


How To Get Things Done vantage, whereas they ought to be 


based on sound fundamentals. Also. 


| Better And Faster the high tax rates result in some cases 
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in making expenditures which are 
not altogether sound, but which are 
justified on the basis that Uncle Sam 
is paying for most of it.” Others say, 
“Too much effort is expended by busi- 
ness trying to avoid taxes” and “The 
high corporate rate distorts business 
decisions and normal growth.” 
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Corporation Tax Problems 





Complicated tax forms tor both 
corporate and personal income taxes. 





“Weld-Bilt'’ 


also provoke a good deal of Yrous- 





ing. And some men would like to see 
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“VERTICAL TRANSPORTATION” the revenue laws revised “to recog- 
Here’s conveyor automation between- BOARDMASTER VISUAL CONTROL nize the significant difference be- 





floors — one, two, or three floor levels s Gives Graphic Picture—Saves Time, Saves | tween foreign and domestic income 
— with minimum remodelling. Auto- Money, Prevents Errors so that American business will be in 
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— all engineered to your needs. : . ' 
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For the very reason that they them 
selves are no longer young nearly al | 
third of the men on the Panel are in 
their sixties—the presidents are COn- 
cerned about the kinds of compensa- | 
tion that will most effectively moti- 

te the vounger executives who will 


succeed them in managing their cor 











porations. Their views are expressed 


im answer to. the question “What 





compensation philosophy do vou teel 





is most cltective in holding yvoung 


executives and maintaining their 





drive and initiative?” 
All the Panel COTMP AMES provide | 

their executives with a variety of 

fringe benefits. And the extensive lit- 





erature and comparative studies on 


complex compensation plans indicate | Sel/f-Dumping Hoppers speed hot ingot handling 


that these tringes spul the executive 


TI ; “Our Roura Hoppers are vitally important to transport scrap from cars to bins. One 
on to do a better job. They can also a - ag | 

to us. They help keep production moving and man with a standard lift truck picks up a full 
tie him to the COMMPANNV SO firmly that are almost never out of service,’ says Sol Hopper, carries it to its destination, flips the 


Rubin of North Chicago Refiners & Smelters, latch, and the Hopper dumps its load auto- 
, Inc. Fifty heavy duty Roura Self-Dumping matically, rights itself, locks itself. 

for him to leave. But the majority of Hoppers, reinforced to prevent warping under 

Panel presidents consider money the high heat, carry hot ingots of brass or bronze Roura Self-Dumping Hoppers are cutting 


it eventually becomes unprofitable 


prime motivating torce \ solid mia from melting furnace to storage or direct to costs throughout industry handling wet or 
= trucks or cars. Roura Hoppers are also used’ dry, hot or cold bulk materials. 
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dents believe that the voung execu _aneeieiemiaes : ‘ 





tive should be rewarded above his 
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The Persuasive Dollar 
Many panelists are in hearty agree- 


“ A good-looking sales case is as XX 
ment with a colleague who savs: “I A good-lo« CS Case IS as | \ 
eg” 
a ce 


important as your own neat ap- 


believe that base salary is the single pearance on any sales call. 
most Mnportant item. \ rect lh) OW ho That’s “ hy more salesmen and 
feels that he is really well paid and sales organizations use TUFIDE 


Cases. TUFIDE alwavs looks 
neat: gives vou vears longer 
service. See the manvyv TUFIDE 


will be in the future is usually con- 
tent. | doubt that as much value at- 





taches to the ‘gimmicks as is often stvles and sizes at stationery e 
felt. Many presidents, however, and department stores ... but ’ fe 
think that the whole package of Insist upon genuine TUFIDE — 
fringes, after salarv, is also important. there ~ nothing else like it. 2 
7 oy . Special cases designed to order. oy . 
As one man savs. ~The emphasis ee “so ——_—_——™~ 
should be on current income so that _— —a— = ee Dept. D-4 


young executives can do what they | 1401 W. Jackson Bivd., Chicago 7, Il | 


LOOKS like leather... Please send further facts on TUFIDE and | 


want to do tor their growing tamilies, 


it} ki L } t k tj FEELS like leather eee | name of my nearest decler. 
with a kicker, such as stock options, nati tte bind... baat nta 
as bait for the long term. / 
—_ , Company Name | 
There is a strong belief among UNCONDITIONALLY , pei 
panelists that pay should be closely GUARANTEED 5 YEARS! \ ch aes thie | 
tailored to the man, with new fittings ite. ee } 





as he GrOWS 1D his job. One president Stebco (Since 1918) Chicago 7, Illinois 
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27 Styles and sizes to choose 
from— fully guaranteed. Write today. 


’M\ MILWAUKEE DUSTLESS BRUSH CO. 


5 Dj 530 N. 22nd St., Milwaukee 3, Wis 








.. like 800,000 Americans who 


have been cured of cancer 
because they went to their doc- 
tors in time. To find out how to 
guard yourself against cancer, 
write to “Cancer” in care of 
your local Post Office. 


AMERICAN CANCER SOCIETY 








says: “I would say that the most 
effective compensation philosophy in 
holding promising young executives 
is the practice of frequent review and 
action on salaries to reflect the differ- 
ences in potential and performance 
of young executives. Differences in 
men exist—they must therefore be 
discovered and their varying worths 
rewarded.” “Cash [salary] rewards 
are more appreciated than deferred 
methods of compensation,” says an- 
other man. And from the presidents 
who believe in extra high pay comes 
this representative statement: “Im- 
mediate and adequate recognition of 
their future value should be given to 
young executives in advance, keeping 
ahead of their productive worth, and 
showing them that their potentials 
are recognized.” 

Along these lines, many 
presidents feel that the most eftec- 
tive motivation is a “liberal incentive 
bonus based on performance, not 
length of service. For good perform- 
ance, at least 20 per cent of base sal- 
ary. 


of course. 


Balanced Package 


A good many panelists value the 
over-all compensation package as the 
best incentive, since it combines re- 
ward for accomplishment with retire- 
ment security and insurance protec- 
tion. The balancing of security and 
risk is the base of the compe nsation 
philosophy of one president, who rec- 
ommends “adequate salary ranges in 
proper relationship to varying de- 
grees of profit responsibility, coupled 
with and 
programs, with the added spur of 
stock options.” 

A few presidents feel that compen- 
sation is not so important a motivat- 


sound insurance pension 


ing influence on young executives “as 
the feeling that they are promoted in 
with experi- 
ence. Or in the words of another 
man with similar views, “Compensa- 
tion is of secondary importance to the 
atmosphere, the climate of the com- 
pany. 

But if one thing more 
clearly than any other from the Pan- 
el’s thinking on this subject, it is that 
money itself is the prime reward for 
which men will work harder, more 
loyally, and better. And this belief 
seems to be unswayed by the ways 
in which taxes and inflation have 
slimmed the value of the dollar or 
by the increasing emphasis on tringe 
benefits. END 


accordance increasing 


emerges 
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Have You 
a New Address? 


An early notice of change 
of address is helpful—it ts 
have 


usually necessary to 


three weeks’ notice. Please 
include the old address and | 
your postal zone number and 
send the information to the 


Circulation Department, 
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EVERAL YEARS AGO a champion life insurance 
salesman canvassed an office building and made a 
sale on every call except one. The exception was the 
office of the Fuller Brush C company. There, instead 
of getting a signed application, he came out loaded 
with Diide: wy The story may be apocryphal, but it is 
an intere sting comment on the compe titive tensions 
and emotional vagaries that influence the technique 
of selling. 

Much has been written about the low-pressure 
logical approach of the sales engineer and the high- 
pressure frontal attack of the sales psychologist. 
Certainly, the product and the market have a lot of 
influence on the tactics to be e mplove d. But what is 
actually the dominant influence in a successful sales- 
man? Is it vibrant personality, lively imagination, 
dominant ego, product know ledge. discursive logic? 
Or is it simply the instinct to serve the customer and 
the stamina to pursue a consistent sales plan? Text- 
books on modern selling catalog and appraise all 
these qualities, but the successful salesman seldom 
fits the preconce ived pattern. The only attribute he 
never lacks is propinquity, the art of being on the 
spot when the customer is ready to write his name 
on the order. 

In any competitive game, the qualifications for 
success are hard to identity. Bob Fitzsimmons was 
almost a phy sical freak. While he had the upper 
torso of a giant, his thighs and legs tapered to the 
anatomy of a schoolboy. Yet his prodigious fists had 
the punching power of a tr iphammer. Bob's son was 
a perfect specimen of manhood, a veritable Apollo 

his proportions, but despite his physical assets 
and expert parental training he was a failure at 
professional fisticutts. 

A man with all the obvious virtues of the success- 
ful salesman can and often does fail under competi- 
tive tension. He lacks the indefinable, often inexpli- 
cable quality that is found in the man of less obvious 
virtues who produces more tangible results on the 
scoreboard. 


Of the 109 presidents participating DR&MIs 


116 





Presidents’ Panel, more than 50 per cent have had 
sales experience as a planned or accidental part of 
their management training. There is some evidence 
here that the competitive tension of -getting the 
order and delivering the goods influenced their 
subsequent ability to sell a hoard of directors or an 
executive staff on a management program. 


Some progress has been made in dealing with the 
psychological aspects of the sales approach and 
understanding what motivates customers toward or 
away from the product or service. It is still impor- 
tant to know that the consuming public buvs what 
it wants and not what it needs, and even the indus- 
trial buver is often influenced as much by whim as 
by logic. Salesmen are people, dealing with people, 
and emotions that evoke enthusiasms. pre judices, 
and lovalties 
[t is a happy situation when the qualities of the 


are often determining factors in a sale. 


sales engineer and the sales psychologist are com 


bined in the individual salesman. Legwork and 


headwork Are equally HeCCSSATY and equal pro- 


portions. 


However, with all our progress in systematizing 
sales techniques and masterminding s: tiles direction. 
the aptitude testing of candidates for sales training 
remains a tantalizing problem in selection. The 
challenge to management is a critical one, pipes 
the success of the individual enterprise as well : 
the maintenance of our high level of sential 
depends upon the man who utters the m: igic word 
or radiates i charm that compe ‘Is the signature on 
the order. Perhaps we havent learned the primary 
secret of his success, but we suspect that it is relate d 
to his willingness to serve the needs of a customer 
or community. 

There is no inventory problem that a few good 
salesmen on the road cant solve, and there is no 
substitute for the X factor of the successful sales- 
man, even though we cant write the precise formula 
by which he gets the order. This we do know— 
the whole planning, production, and packaging 
effort succeeds or fails at the point of sale. 
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A HOME-TOWN 


THE BELL SYSTEM is nationwide 
yet the telephone business is 


largely a local business. 

Research. manufacturing and a 
ceTtam amount of ovel all dire tion 
ire handled centrally because expert 


nce has proved it Is the better wav. 
| 


But the job of serving people 


low 1) Is han Hed by thie Opel iting 

companies throughout the country, 
| } 

organized to fit the needs of the pat 


Your Bell 


lclephone Company is one of the 


ticular sections thev serve 


[t is distinctly a home-town busi 
ness because of the personal nature 


of telephone service 
Ninetv-tive 
dred calls ATC local. 


to-order nght on the spot. 


ut of everv one hun 


lhev re made 
On all 
matters of service vou have the ver, 
ereat advantage of dealing directly 


with the company and its people. 
Your telephone company 1s man 


aged locally and it pays taxes locally. 
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TELEPHONE INSTALLER visits a home-town family to install color telephones. He and 


his truck are familiar sights around town. 


You probablv know men and women 
in vour town who work for it and 
have seen and heard of thei active 
part in the welfare of the community. 
Local people have an investment in 
the business through their ownership 


of A. L. & |. stock. 


W herevel 


phone buildings going up, or jobs 


there are new tele- 


BELL TELEPHONE 





‘’ j i | 
Courtesy rides with him wherever he goes. 


of maintenance, there are jobs fot 


architects. paint 


‘ 
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} ] } } 
,Y 4 , 7. ; ‘ 4 . 
carpenters, plumbers, clecttic! 


So the Bell ‘Telephone Company 
isn't something far away but close to 
vou wherever vou live and a friendly, 
helpful part of the community. ‘That 


is the wav vou 'd lke it to be and we 


trv verv hard to run it that wav. 
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Ing Petey 


Used 12 mill bearings Used I mill bearing 
ina year ina year 


$2,400 worth of these After assignment of a qualified lubrication engineer: one bearing ($2 


Before modern lubrication practice took 
for twelve months. served for a year, Savings > 2 a year, pius other savings 


bearings were replaced to keep a 35” mill 


Lubrication plan extends parts 
life —in this case, 12 times 











We've just talked to a manufacture! becomes a management function. And available in an enlightening booklet: 
who, in the past three years, has at the management teams 0. gulte a few “Management Practices That Control 
least doubled the life of lubricated parts; major manufacturers are digging into Costs Vii Or ganize ed | ubri ication.’ 
and, in one case, increased the life of a their lubrication practices with the sole Write The Texas ¢ ‘omp; iny, L Dept. D20 
large, expensive bearing twelve times! aim Of making moving parts in operat- 135 East 42nd Street, New York 17. 
Ihe same manufacturer succeeded in ing machinery last longer. New York. 
getting 312,000 tons of production on large companies find that the serv- 
another bearing where 30,000 to 40,000 ices of a plant lubrication engineer pay TUNE IN...Metropolitan Opera Radio Broadcasts 
tons was the accepted average. off. He can extend parts life, eliminate Every Saturday Afternoon 
This may be a clue to industry man- downtime, reduce the number of rejects 
agement in general that taking lubrica- (even save on lubricant cost) and other- 
tion practice fo! granted can cost wise add to income. Both here and 
enormous amounts of money in parts, cases where operating budgets preclude 
lost production time and maintenance a staff member, Texaco’s organization : 
Developing opportunities for using of Lubrication Engineers functioning 48 STATES 
modern lubrication plans like this, to in all 48 States, can offer specific assis 
turn regular losses into definite income, tance. A more detailed discussion is 


LUBRICATION IS A MAJOR FACTOR IN COST CONTROL 


(PARTS, INVENTORY, PRODUCTION, DOWNTIME, MAINTENANCE) 





